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Sparks 


State of the Nation’s Economy: 
Up 

InpusTRIAL OutPpuT—Stood in June 

at 124 percent of the 1947-49 aver- 

age, or one point higher than May 

but 12 points below June, 1953, ac- 

cording to Federal Reserve Board. 


DivweNnpD PayMENTs—Amounted 

to $588 million in April and $228 

million in May, according to 

Commerce Department. Taken 

together, these payments were 4 

percent above dividends paid in 
’ April-May, 1953. 

Sree, Propuction—Was scheduled 
last week at 66 percent of capacity. 
Production in the preceding week 
was at 64.3 percent of capacity. 

Business Farures — Rose to 226 
from 196 the previous week, accord- 
ing to Dun & Bradstreet, the high- 
est level in eight weeks. Retailing 
casualties rose to 114 from 102. 


WHOLESALE Prices — Advanced 
02 percent to 110.2 of the 1947-49 
index, according to Bureau of 
Labor Statistics. 

Bumpinc Awarps — Jumped to 
$431,055,000 for the second-best 
week this year. 

. s * 


Down 


Retain Business — May sales to- 
taled approximately $14% billion, 
according to Commerce Depart- 
ment, or about 1 percent below 
April sales and 3 percent less than 
in May, 1953. 

Business Inpex — Declined to 
982 from 988 in the preceding 
week, according to Barron’s. The 
index is based on the years 1935- 
39 


Store Sates — Department-store 
sales lagged 16 percent behind sales 
in the like 1953 week, according to 
Federal Reserve Board. For the 
period Jan. 1 through July 10, how- 
ever, sales were only 3 percent 
lower than in the same period last 
year. 

ALUMINUM OuTPUT—Amounted to 
1,430,652,841 pounds during the first 
half of the year, compared with 
1,437,244,000 last year, according to 
Aluminum Assn. June production 
Was 241,360,488 pounds, as against 
250,287,697 in May. 

Crupge-On Stocxks—Totaled 277,- 
196,000 barrels, a decrease of 2,- 
008,000 from the preceding week. 

Joptess Ciraims — Compensation 

applications dropped 96,200 to 1,777,- 
100, the lowest level since the 1953 

as week, according to La- 
bor Department. 

Freight Loapincs— Fell 7.9 per- 
cent from the preceding week. 


Top Cars 


New-car registrations for five 
months, plus three states for 
June: 

Make 
Chev. 


1953 Pos. 
544,662— 1 
408,781— 2 
194,361— 4 
249,622— 3 
136,736— 6 
164,675— 5 
103,423— 8 
131,547— 7 


The Newspaper of the Industry 


Chrysler Strike 
Cuts Production 
To Year’s Low 


Increases at Ford, 
GM Divisions Bar 
More Drastic Dip 


By Tom Hewitt 
Staff Writer 

oa strike which forced Chry- 

sler Corp. to halt production 
last Wednesday (July 21) dropped 
U. S. car output last week to the 
lowest point of the year for a 
non-holiday week. 


Turned out last week, accord- 
ing to Automotive News esti- 
mates, were 100,796 cars and 17,- 
937 trucks, compared with 106,724 
and 18,352 in the week earlier, 
which previously was the year’s 
lowest. 

The drop would have been 
greater had not all divisions of 
Ford Motor and General Motors 
posted increases. Ford Motor’s car 
total rose to 34,215 from the pre- 
vious week’s 31,355, while GM 
turned out 59,130, compared with 
58,446. 

Studebaker’s return to work at 
South Bend also helped minimize 
the dip. 

* * * 

ORD Motor’s total rose because 

Ford division worked six plants 
Saturday, more than in any week 
since May, and because Lincoln- 
Mercury returned to a full week. 
The week before it had closed its 
Wayne (Mich.) plant for a two- 
day inventory. 

Last Monday Ford Motor pro- 
duced its millionth car of the year. 
Its 1953 counterpart was built in 
September. 


Full effect of the Chrysler 
Corp. dispute, which started May 
15 when two Dodge workers were 
fired, began to be felt last Mon- 
day (July 19). By Wednesday 
noon all divisions had to curtail 
assembly operations, turning the 
walkout into the auto industry’s 
most serious of the year. 

Should the strike continue it 
will turn July into the lowest-pro- 
duction month of the year—436,000 
cars and 76,000 trucks. 

* ” + 


Ww Chrysler Corp. divisions 
due for long model-change- 
over shutdowns in August, that 
month’s total probably will be even 
lower. 

Beginning Aug. 1, Nash will 
shut down its El Segundo (Calif.) 
plant for an indefinite period to 
allow adjustment of car inven- 
tories in areas served by the 
plant. 

Despite this move, Nash plans 
an 18 percent production boost at 
its main plant in August. 

Hudson today begins a week- 
long shutdown for a physical in- 
ventory, its first shutdown in 10 
(Continued on Page 41, Col. 1) 
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FTC Opposes Bootleg Clause .. . 


This issue includes the monthly 
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U.S. Hits NADA Plea 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Top officials 
and selected members of 
NADA last week presented a 
strong case for anti-bootlegging 
legislation in testimony before 
Senate and House Interstate Com- 
merce subcommittees. 


Hopes for favorable action in 
either chamber, however, were 
dealt a severe blow when the 
Federal Trade Commission came 
out against such legislation. Also 
opposing the measures was the 
National Used Car Dealers Assn. 
The anti-bootleg proposals are 

contained in joint measures. The 


Senators Hear Case Against Bootlegging— 


Spencer T. Honig, NADA director for southern California and a Nash dealer in 
Los Angeles, testifies at the Senate hearing on bootlegging. Senator William A. 
Purtell (left), Connecticut Republican, presided. Seated beside him is Robert D. 
L'Heureux, chief counsel of the Senate Interstate Commerce Committee. At right is 
Senator A. S. Mike Monroney, Oklahoma Democrat. 


July Bugaboo Fails to Wilt 
Boom in New-Car Sales 


By Bob Lienert 
Staff Writer 


[DBALERS were too busy last 
week delivering new cars to 

be able to give much thought to 

the approaching cleanup season. 


With July more than half gone, 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


161,319 


118,733 125,076 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, Page 41. 


sales continued at a hot pace for 
most dealers, field reports to 
Automotive News indicated. 

In many areas, day-to-day cumu- 
lative totals were holding nearly 
abreast of last month’s turnover, 
which wound up the highest of the 
year to date. 

” ” = 

EVERAL manufacturers said 

last week that sales in the ini- 

tial reporting period of July were 
at levels which hadn’t been sur- 
passed since the frantic buying 
rush of the early months of the 
Korean War in 1950. 

The continued high rate of 
sales—which may push the July 
total past 530,000—was something 
of a surprise to many dealers. 

With the much-heralded return 
this year to “normal” market con- 

ditions, they had expected to run 
(Continued on Page 41, Col. 3) 


New-Model Debuts to Start in October 


By Bob Sheldon 
Associate Editor 
Wt promises to be one of the 
liveliest and most colorful new- 
model introduction seasons in the 
history of the auto industry is 
scheduled to unfold in October. 
Although firm dates have not 
been sct in all cases, car makers 
are busy preparing for announce- 
ment activity that once again 
may extend beyond the turn of 
the year. 
The timing of 1955-model debuts 
thus follows postwar form, with 


one important difference to the 
market at large: This time Gen- 
eral Motors appears determined to 
avoid a December cleanup of out- 
going models. 
* x 

FrACTORIZS are planning a dazz- 

ling array of new features to 
throw at the buyer. New bodies 
with wraparound windshields will 
be relatively plentiful, and addi- 
tional versions of the V-8 will put 
that engine type in virtually every 
line of cars. 

There also will be a variety of 


other styling and mechanical in- 
novations, including new and re- 
designed transmissions, new ideas 
in suspension, and more horse- 
power. 

Secrecy concerning new - model 
operations is viewed as a business 

(Continued on Page 8, Col. 1) 


In This Issue 


Used-Car Auctions 
Engineering Highlights 
Production Table 


House bill was introduced by Rep. 
Shepard Crumpacker, Indiana Re- 
publican, and the Senate measure 
by Senator Everett Dirksen, Illinois 
Republican. Both call for amend- 
ment of Section 5A of the Federal 
Trade Commission Act. 

” + a 


_ bills would exempt from 

antitrust laws any contracts, 
agreements or franchises which 
stipulate that new-car dealers must 
not sell new vehicles to unauthor- 
ized persons for resale. 

They would permit manufac- 
turers to cancel the franchises 


Phantom-Freight Bill 


Discussed at Hearing 


WASHINGTON.—A bill which 
would make it an unfair trade 
practice for a manufacturer to 
charge a new-car customer for 
freight costs in excess of the ac- 
tual cost has been introduced in 
the House by Rep. Carl Hinshaw, 
California Republican. 

The measure came up for brief 
discussion at bootlegging hear- 
ings last week. Frederick J. Bell, 
NADA executive vice - president, 
told a House Interstate Com- 
merce subcommittee that NADA 
is “unalterably opposed” to phan- 
tom freight charges. Spencer T. 
Honig, veteran Los Angeles Nash 
dealer, at the request of the com- 
mittee chairman, cited several 
instances of alleged unfair trans- 
portation charges. 


of any dealers who bootleg new 


cars. 

The NADA delegation to the 
hearings was headed by President 
Charles C. Freed and Executive 
Vice-President Frederick J. Bell. 

NADA members who also testi- 
fied in favor of the bill were Alton 
M. Costley, Buick-Chevrolet dealer 
of East Point, Ga., and chairman 
of NADA’s national affairs com- 
mittee; Harry M. Sloate, Hartford 
Chevrolet dealer; Birkett L. Wil- 
liams, Cleveland Ford dealer and 
NADA director; Joseph R. Marsh, 

(Continued on Page 32, Col. 1) 


Most Dealers OK 
Chrysler Holiday; 
Hint Car Shortage 


Mest Chrysler Corp. dealers look 
with favor upon their factory’s 
projected pre-changeover shut- 
down, a cross-country survey by 
AvutTomotTivE News indicated last 
week. 

Dealers believe the production 
breather will alleviate, if not 
eliminate, the problems they face 
in cleaning up 1954 models, and 
some expect it to add to their 
profit potential. 

The corporation’s Chrysler divi- 
sion, DeSoto, Dodge and Plymouth 
plants are scheduled to start going 
down in August for an “annual 
plant inventory period” that will 
last into September. It is the big- 
gest such shutdown by any auto 
maker since World War II. 


* * * 


ANY dealers were cautious in 
stating their reaction to this 
program. Some said that any bene- 
fits would be determined by how 
long the plants remained closed, 
and in some areas fears of a car 
shortage were voiced. 
Others in the wait-and-see 
group said it ali depended or 


(Continued on Page 12, Col. 1) 
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Retailing Past the Crisis? . . 





Turn in Dealer Profits Seen 


Epitor’s Notre: The article be- 
low is frankly based on the views 
of high-volume factory sales ex- 
ecutives. It is offered here to give 
an insight into their thinking, as 
well as in the hope that it may 
provide ideas helpful to dealers. 

By Bob Finlay 
Managing Editor 
THE panic of profitless retailing 
is beginning to wear off, in the 
view of two factory sales execu- 
tives in a high-volume line. 

Following trips into the field 
and a review of dealer financial 
statements, they asserted that 
dealers are working their way out 
of the black days. 

“The profit situation is still spot- 
y,” they said, “but there are clear 
signs that the auto business has 
already made the crucial turn to 
more profitable retailing.” 

* * * 

WO factors stand out in the re- 

turn to dealer profits in their 

analysis: 


1. Individual dealer management. | 


2. “You can’t make money by not 
doing business.” 

The June sales upsurge — esti- 
mated from dealer reports at 


ATAM Elects New Officers— 


Newly elected officers of the Automotive Trade Assn. Managers are (from left), 


Frank R. Broadway, of Alabama, 


president, 


secretary-treasurer; 
and E. John Lehman, of Akron, vice-president. 


560,000 new cars—also pointed up 
these trends, counter to popular 


industry thinking, according to 
the sales leaders: 

1. While many in the industry 
have blamed the plight of the 


smaller makers on pressure from 
the fast-selling lines, Ford had its 
biggest sales month in history in 


June at the same time smaller 
makers reported marked upturns 
in sales. 
+ * + 
IT DEBUNKED the theory 


2 


Freed Raps Dealers 
For ‘Overbuying’ 

COLORADO SPRINGS, Colo.— 
Charles C. Freed, NADA presi- 
dent, said that in his opinion 
there is no overproduction— 
rather there are too many deal- 
ers overbuying. 

The minute dealers start real- 
istic buying, he said, there will 
be reduction in production. Freed 
made his remarks at the conven- 
| tion of Automobile Trade Assn. 

managers here. 


* that the market is only so big, 











Elias J. Strong, of Utah, 


Ex-Dealer Wins $100, 000° 
In Suit Against Hudson 


OAKLAND, Calif.— A judgment 
for $100,000 against Hudson Sales 
Corp. and three of its executives 
has been won in Alameda County 
Superior Court here by John Mil- 
ton, a former Hudson dealer. 

This is believed the first time 
a court has found that a man- 
ufacturer has an obligation to 
deliver cars under the dealer 
franchise contract. 

Attorneys for Hudson have an- 
nounced they will move for a new 
trial, 
the verdict. 


Milton’s suit was based on breach | 
of contract and a second cause of | 


action based on a California law 


4,000-Acre Site 
Bought by Ford 
For Test Track 


DEARBORN.—F ord Motor Co. 
announced last week that it has 
purchased nearly 4,000 acres in| 
Macomb County, Mich., north of | 
Detroit, for development of its 
third proving ground. 

Earle S. MacPherson, engineering 
vice-president, said the new 
will provide more than 8,000 acres 
of vehicie-test:ng area. 

The area will be known 
Michigan Proving Ground. It 

nes larger than the present D: 


10 


born test area and about the same, 
desert proving ground | 


iS a 
inder construction near King- 
The company also oper- 


siz 


ma 


ates a test base at Jennerstown, 
Pa. 

Su xz of the area will begin | 
this s and construction work 
is sc he juiei ‘o start next year. The 


FORi $3, Col 


«) 


and if that fails will appeal | 


site | 


as the 


which is comparable to Federal 
antitrust statutes. He alleged that 
Hudson had agreed with one of his 
competitors to eliminate his com- 
petition. 

Hudson and the representatives 
were alleged to have entered “into 
a planned agreement to restrain 
trade and prevent competition in 
the retail sale of new Hudson auto- 
mobiles, parts and accessories.” 

A jury awarded Milton $35,750 
against Hudson Sales Corp. on 
the breach of contract allegation. 

On the second allegation, the 
jury awarded $50,000 against Hud- 
son Sales Corp. and $50,000 against 
|= K. VanDerzee, then sales man- 
|ager and now vice-president of 
|Hudson Sales; Frank J. Lawson, 
| northern California zone manager, 
| and Wynn Young, Pacific Coast di- 
| visional manager. 
| The judge, acting under author- 
ity of the California act, doubled 
the damages to 
the individuals. He allowed Hudson 
credit for the $35,750 award on the 
first cause of action, however. The 
| total amount of damages is $100,- 
000, because damages cannot be 
| collected on both causes of action. 

Milton contended he could have 
sold 300 cars in the 1948-49 year, 
but that he was able to obtain 
only 123 from Hudson and other 
dealers. 

Milton was general manager of 
Milton Motor Co. from August, 
1938, to April, 1941. He was a fran- 
thised dealer from 1941 to 1948 
inder a distributor and under Hud- 
son Sales Corp. from September, 
948, to September, 1949. He claimed 
tnat his contract was not signed 
for the following year although he 

“anxious” to do so. 
| ie now operates a used-car busi- 
ness. 





$100,000 against | 


| volume selling 


and that it should be divided up 
instead of stimulated for growth. 

3. It clarified changing patterns 
in retail selling, providing clues ” 
more profitable retailing. 

4. It brought into better per- 
spective developments that have 
plagued the industry — bootleg- 
ging, price instability, scrambled 
market factors. 

5. Perhaps most important of all, 
it demonstrated that the depres- 
sion that has hung over auto re- 


taining is more a matter of mental | 


attitude than reality. 


* * + 


HERE 
elimination of the unfavorable 


factors. The industry still faces the} 


blight of bootlegging, the curse of 
price chiselers and the feeling 


on the rocks and that you can’t 
make an honest dollar in it. 

But, the factory men say, the 
light of profit is beginning to 
change the depressive attitude. 
Their view of selling is that of 


business to make money.” 


* * * 


_o passing remark in the lob- 


by of a downtown Detroit build- 
ing led to a two-hour session on 


‘Continued on Page 13, Col. 1) 


‘Packard Receives 


| 





‘Navy Contract 


‘For Gas Turbine 


WASHINGTON. — Packard has, 
received a contract to design and 


|develop a new gas-turbine engine 


for the Navy, it was announced 
last week by Rear-Adm. W. D. 
Legett jr. chief of the Navy’s 
Bureau of Ships. 

Packard engineers are aiming 
for a gas-turbine engine of high) 
shaft-horsepower, with economic | 
fuel characteristics and long life | 
between overhauls, which will be 
adaptable to mass - production 
methods. | 

Under study for 18 months by! 
a special engineering section at 
Packard, the engine is expected to 
be ready soon for active tests. 

In reporting progress on this} 
phase of the company’s research! 
program, engineers said their stud- | 
ies would make possible the adap- | 
tation of gas-turbine power to mo-! 
tor-vehicle demonstrations. 

Although such a move is not a} 
part of Packard’s current diversi | 
fication program, the company will | 
retain its rights to the engine for | 
possible adaptation to passenger | 
and commercial-vehicle use in the | 
future. It is understood that Pack- | 
ard engineers believe this design | 
overcomes the gas-turbine obstacle | 
of high-fuel consumption. 


has been no sweeping 


“You've got to do! 









A Derby and Its Consequences— 


Wilbur Shaw (right), president of the 
among many that auto retailing is| time winner of the 500-mile race, is force-fed by Ed Lewis (second from right), old- 


Indianapolis Motor Speedway and there. 


time wrestler, after losing a downhill race in specially built coasters to W. G. Power 


(second from left), Chevrolet ad manager. 


The “event" preceded the Indianapolis 


Soap Box Derby. At left is Mayor Alex Clark of Indianapolis. 





Dealers Win OPS Test 


Reversal of Ruling in Minnesota Price Suit 


May Save Up to $450,000 


By Don Lyons 
Staff Correspondent 

MINNEAPOLIS. — (UTPS) — The 
U. S. Circuit Court of Appeals in 
St. Louis has, in effect, nullified a 
series of Office of Price Stabiliza- 
tion suits pending against 46 Min- 
nesota auto dealers. The action is 
expected to save the dealers as 
much as $450,000. 

The court reversed a decision 
by Federal Judge Robert C. Bell, 
of St. Paul, in a case involving 
Massey Motors, Ine. (Ford), 
Little Falls, Minn., which had 
been convicted of price violations 
when OPS regulations were in 
effect. 

OPS had begun the suit for 
treble damages on grounds that 
the firm had made overcharges of 
$1,116 illegally on accessories fur- 


| nished purchasers of 34 new 1951 


cars. 

Bell had ordered a directed ver- 
dict for tne Government and as- 
sessed the firm $1,116 in single 


| damages. 


The Circuit Court upheld the de- 
fendant on every legal point raised. 
Thomas Vennum, Minneapolis 
attorney, entered the appeal after 


the Government agreed to hold up| 


| prosecution of the 45 other cases 
| pending against dealerships, most- 
ly Ford, in Minnesota Federal 
courts. 

Vennum said that under the 
Circuit Court ruling, the Govern- 
ment had no recourse but to dis- 
miss the pending cases. 

Investigations by OPS agents, 
which formed the basis of the com- 


plaints, covered the period March | 


———~< 








| Enthusiasm and Experience Rub Shoulders— 


A total of $20,000 in prizes was carried off by eight youngsters in the annual 


styling contest of Fisher Body. Standing (from left) are James P. Wines, secretary of 
the Fisher Craftsmans Guild; Gary Graham, senior $4,000 scholarship winner; James 
E. Goodman, general manager of Fisher Body; William C. Bailey, senior $3,000 
scholarship winner; Louis C. Goad, General Motors vice-president; Aime S. De Reggi, 
$2,000 senior scholarship winner; John F. Gordon, GM vice-president; Jerry Sutton, 
$1,000 senior scholarship winner, and C. F. Kettering, GM research consultant. Front 
row: James C. Fry, junior $4,000 scholarship winner; Charles Pelly, junior $3,000 
scholarship winner; Harley J. Earl, GM styling vice-president; Stanley T. Denek, $2,000 
junior scholarship winner, and John W, Bartley, $1,000 junior scholarship winner. 


2 to Oct. 15, 1951, and named lead- 
ing Ford dealers in many sections 
of the state as defendants. 

The Minnesota Automobile Deal- 
ers Assn. came to the legal defense 
of the dealers charged. Members of 
the association at the time were 
selling more than 95 percent of the 
new cars sold in Minnesota. 

The Government termed the OPS 
regulations then in effect a “hold- 
the-line” measure. 

The overcharges alleged in the 
OPS suits involved such optional 
equipment as radios and directional 
signals. 

Dealers contended that the reg- 
ulations did not intend business 
(See MINNESOTA, Page 42, Col. 1) 


8 Young Stylists 
Win $20,000 in 
F isher Contest 


| DETROIT.—With smartly styled 
model cars in their hands, eight 
boys last week walked off with 
university scholarships valued at a 
total of $20,000. 

The eight were winners in the 
annual Fisher Body Craftsmans 
Guild model-car competition. Be- 
fore a group of scientists, educators 
| and industrialists, the boys were 
| saluted over a national television 
network by C. F. Kettering, Gen- 
eral Motors research consultant. 


James E. Goodman, general man- 
ager of Fisher Body, presented the 
scholarships to: 

Senior Division—$4,000, Gary Gra- 
ham, Bellingham, Wash.; $3,000, 
William C. Bailey, Kansas City, 
Kans.; $2,000, Aime S. De Reggi, 
Wilmington, Del., and $1,000, Jerry 
Sutton, Fresno, Calif. 

Junior Division—$4,000, James C. 
Fry, Clinton, I11.; $3,000, Charles 
Pelly, Los Angeles; $2,000, Stanley 
T'. Denek, Detroit, and $1000, John 
W. Bartley, Huntingdon Valley, Pa. 


The eight winners now join the 
123 other members of the Fisher 
Hall of Fame who have won schol- 
arships in previous contests. Alto- 
gether, the 131 model builders have 
received scholarships valued at 
$420,500. 








Chrysler Rejects Offer 
To Purchase Willys 


DETROIT.—Chrysler Corp. has 
turned down a proposal from the 
Kaiser interests to sell Willys 
Motors, it was reported last week. 

Price tag was reported to be 
$25 million. It is reporte! that 
Edgar F. Kaiser, representing the 
Kaiser interests, has beer seek- 
ing a buyer among other 1.2kers 


as well. Some makers hive e*- 
pressed interest in the Je-» and 
the special truck busin--s of 
Willys. 
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Au” production restrictions and 
controls have been removed for 
more than a year. The automobile 
purchaser is again in the driver's 
seat. He can buy not only the make 


he wants, but the model he wants |. 


and the equipment he wants. He 
can get immediate delivery on all 
standard models anywhere in 
America. 

This is as it should be. The 
question is how can we get more 
people to buy more cars—how can 
we get more people to prefer to 
buy from us. 

Answering the last question 
first, many dealers think it is a 
question of telling the dealer 
story more aggressively—to con- 
tinue to explain in terms of owner 
benefit the importance of the con- 
tribution a dealer makes to his 
community and the assurance of 
satisfaction in ownership that 
can come only from a quality 
dealer. 


In answer to the first question, 
do not dealers benefit by changing 
their attitude toward their busi- 
ness? A dealership is, of course, 
essentially a selling operation, but 
aren’t all businessmen sellers? Even 
as individuals we are sellers. The 
man looking for employment must 
first sell himself. 

* * 


Rebuilding Jobs 
SUCCESSFUL automobile 
dealer is much more than a 

seller of new cars. He is not, any 
longer, just an extension of a fac- 
tory assembly line. He is an indi- 
vidual operator with considerable 
investment, not only to sell cars 
but to take care of owners. Of 
course, a dealership must be a satis- 
factory representative of the fac- 
tory, which means that he must 
sell cars in volume satisfactory to 
to the factory. Or at least in suffi- 
cient volume so he can prove to 
the factory that his sales measure 
up to reasonable potentials of the 
area. 

Under such circumstances, of 
course, every dealer must be new- 
car minded and abreast of every 
opportunity to increase sales of new 
cars. Most dealers also recognize 
the necessity of keeping abreast 
with used-car sales and cutting in 
on their full share of service and 
parts volume. But there is one line 
of sales available to new car deal- 
ers that is given scant attention. 
It is important and should not be 
neglected. 


The goal for any dealer is sup- 
plying the full needs of the auto- 
mobile buyers and automobile 
users in his territory. No dealer 
can afford to neglect any class 
of buyers. For instance, there is 
& family in which the use of the 
automobile is very important. 
They have been traditionally 
nhew-car buyers, but they haven’t 
entered into the market for the 
last three or four years. 


Obviously, something has hap- 
pened to the family unit, New-car 
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Dealers tell me 


By John 0. Munn 















buyers, as a class, replace their 


cars with more frequency. The al- 

lowance they can get on a late 

model car and the terms available 

meet the needs of the vast majority 
new-car buyers. 

But here is a class of buyers, 
no matter how -small it may be, 
that is important to any dealer. It 
is made up of families that perhaps 
have committed themselves on buy- 
ing a new house. Perhaps they have 
had sickness in the family. Maybe 
it is time to send a number of 


children to college. 
* + * 


At Reasonable Cost 


1. have too much pride to 
trade in for a late model used 
car. Perhaps they know their pres- 
ent car has been well taken care 
of, and they are reluctant to trade 
in for a used car that may not 
have had such good care or has 
perhaps been in a wreck. 

This kind of family is a legiti- 
mate prospect for a rebuilding job 
by the dealer who sold them the 
original car, or who may be or at 
least can be familiar with the fam- 
ily circumstances. If he is a dealer 
in the medium or higher priced 
lines, he certainly does not want 
to lose that customer to a lower- 
priced new car sold by a competi- 
tor. He does not want to lose them 
either as a member of his car- 
owning family. They are customers 
of his service and parts depart- 
ment. 

It is a dealer’s job to sell his 
customers what they need—and 
at a cost within their budget. If 
such type of owners or, say, all 
the dealer’s owners, who have 
previously bought new cars but 
haven’t come into the market for 
the last three or four years, were 
approached with a rebuilding job, 
something always happens. 

A rebuilding job, of course, can 
put their old car in first class con- 
dition from the standpoint of ap- 
pearance, comfort, safety and econ- 
omy. Such a customer does not 
have to absorb the depreciation 
that comes with a new-car pur- 
chase. 

Rebuilding his old car on the 
budget plan converts it into a real 
automobile investment, even though 
in having it reconditioned it is 
necessary to include an entirely 
rebuilt motor, paint job, new tires, 
new battery, new brake lining for 
a high mileage car or a ring job, 
with necessary replacements in 
other categories, for the lower mile- 


age vehicles. 
” * * 


Service to Owners 
ANY dealers make it a habit 
to circularize all their owners 
in this classification two or three 
times a year, in order to screen 
them and qualify them as new-car 
buyers, late-model used-car buyers, 
or as purchasers of rebuilding jobs. 
Dealers tell me that many times when 
an owner is solicited on a rebuild- 
ing job and he comes in to investi- 
gate, his interest in car ownership 
is revived and that new-car sales, 
used-car sales as well as rebuilding 
sales result. Making a suggestion 
of a rebliilding job is a real serv- 
ice to your owners. It shows you 
are interested in them. It shows 
you are interested in having them 
completely satisfied owners of your 
line of cars. 

In addition, from the dealer’s 
standpoint, rebuilding jobs do sev- 
eral things. First, the rebuilding 
can be done on appointment which 
means the dealer can have the car 
brought in at times when his me- 
chanical staff otherwise may be 
idle. 

Second, it puts one more car of 
this line in good condition and 
thereby adds to the reputation of 
that make car in the territory. 
Further, in renewing cars at the 
owner expense, the car is in much 
better condition when or if it is 
ever offered for trade on a new 
one, 

Dealers have used many types of 

(See MUNN, Page 33, Col. 2) 





AUTOMOTIVE NEWS, JULY 26, 1954 
Major Media to Be Used . 


Dealer Fed Up, Quits 


‘Ridiculous’ Business 

LOUISVILLE. —In_relinquish- 
ing his Chevrolet franchise here, 
A. J. Eline commented last week: 
“I don’t intend to stay in the 
business when it’s as ridiculous 
as it is today.” 

Eline said he referred to “com- 
petition that has forced dealers 
to cut prices and offer special 
inducements to sell cars.” 









_ ; y 


















Idaho Association Officers Meet— 


Plans for district meetings next September were laid at the semiannual meeting 






WASHINGTON. — NADA last 
week launched the Automobile Re- 
tailing Institute “to sell all America 
on the importance of the fran- 
chised new-car dealer.” 

In a letter to each of NADA’s 

33,000 members, which he termed 















of officers and directors of the Idaho Automobile Dealers Assn. in McCall. Seated 
(from left) are Loren Maxwell, chairman of the legislative committee; Lawrence Heagle, 
president; W. S. Freeland, vice-president; Charles C. Haight, NADA director, and 
Fisher Ellsworth, chairman of the highway safety committee. Standing: Fred Lillge, 
Dave Edmark, James H. Berry, Frank Gaffney, Elmer Bidne and Wade Brown, directors; 
Leon Weeks, secretary, and Clare Walker and Jay Dye, directors. 


Blackjack License Tactics 


Laid to Conn. 


BRIDGEPORT, Conn.—Connecti- 
cut used-car dealers at a meeting 
here last week charged that the 
State Department of Motor Ve- 
hicles is using its licensing and 
regulatory powers as a blackjack 
against them. 

It was alleged at the meeting 
that dealers whose licenses have 
been suspended for what the 
group called technical infractions 
have been refused reinstatement 


Alabama Dealers 
To Save Day with 


Crammed Parley 


MONTGOMERY, Ala. — Stream- 
lined procedures will assure mem- 
bers of the Alabama Automobile 
Dealers Assn. a full program at 
their 19th annual convention in 
Biloxi, Miss., while saving thent a 
day’s absence from their busi- 
nesses. 

This year’s banquet will be on 
the opening night of the conven- 
tion—Oct. 3—and the meeting will 
close at noon on Oct. 5. In this 
way, convention planners say, deal- 
ers can return to their businesses 
the next day. 

AADA President Clarence H. 
House announced the following 
convention committees: 

GENERAL CoNVENTION—Rhea Fays- 
soux, chairman; H. J. Littrell, vice- 
chairman; Fred Goad, W. H. Ray 
and W. N. Robers. 

REGISTRATION AND ARRANGEMENTS— 
A. C. Freeman, chairman; C. C. 
Golson, vice-chairman; John Mc- 
Garity, James Callahan, Roland 
Cooper, Rex Sikes, Thomas F’. Dyas 
and Thomas C. Cooley. 

SPEAKERS AND SpgeciaL GUESTS — 
F. E. Davidson, chairman; Jones 
Dunham, vice-chairman; W. S. Ed- 
wards jr., Wilson Kirksey, Forrest 
McConnell, W. S. Brewbaker, R. S. 
Hicks, Rush Stallings, W. J. Land- 
rum, C. P. Seale and W. H. Stew- 
art. 
ENTERTAINMENT—Blaine Brownell, 
chairman; O. B. Miley, vice-chair- 
man; R. T. Leigh, L. H. Woodley, 
A. B. Woods jr., T. D. McGough 
Il, David Canon, H. W. Pearce 
jr., Ross Smith, Blanchard Brown 
and Lex Dowling. — 

Gotr—H. L. Hooper jr., and Rhea 
Fayssoux, co-chairmen; Luther 
Taylor, vice-chairman; Tom 
Barnes, Jim Lumley, Judson Colley, 
John Thomas jr., Wilson Foote, 
Ross Grady and W. H. Stewart. 


Officials 


unless they agree to sign a sworn 
pledge not to sell current-model 
cars not previously registered. 

A bill carrying such provisions 
was defeated in the General As- 
sembly last year. The used-car 
dealers claim that the Motor Ve- 
hicle Department is seeking to 
achieve the same end through use 
of its licensing powers. 

Commissioner Charles F. Kelley 
replied that any dealer who does 
not comply with all requirements 
as to selling and financing will be 
suspended and will remain sus- 
pended. 

The dealers charged that under- 
the-surface political considerations 
may be involved in operations of 
the department. 

They noted that Deputy Com- 
missioner A. Edward Sandula, 
who presides over many hearings 
on alleged violations, was active 
at the Republican state conven- 
tion as leader of the Bridgeport 
delegation. 

The pledge on new-car sales, 
the dealers claimed, specifies that 

it is being executed so that the 
dealer can be “reinstated as a 
used-car dealer.” 

The pledge, they said, further 
provides: “We will limit our sales 
to used motor vehicles and no 
current-model vehicle will be sold 
by our firm, either at wholesale or 
retail, unless it has been estab- 
lished that it is a used motor ve- 
hicle.and has been previously re- 
gistered in this state or some 
other.” 

Court action against the rein- 
statement procedure was reportedly 
urged at the meeting. 


L. A. Association 
Names Committee 


For Show, Laws 


LOS ANGELES.—Two committees 
have been named by the Los An- 
geles Motor Car Dealers Assn. 


Association President Ray D. 
Wilson has been appointed chair- 
man of the committee for the 1955 
Los Angeles Auto Show, to be held 
Jan. 21-30. Serving with Wilson will 
be Lathrop G. Hoffman, Irvin Kai- 
ser, Dan R. Ashcraft, Phil Hall and 
Clarence J. Dixon. 


Lonnie Hull is chairman of the 
newly formed legislative committee. 
Other members are J. E, Coberly 
sr., Clarence J. Dixon, Stanley O. 
Walker and R. Mitchell McClure. 












NADA Starts Institute 
To Promote Dealers 


the “most important letter you 

have ever received,” Charles C. 

Freed, NADA president, said: 

“Incredibly, almost overnight, au- 
tomobile retailing has slipped from 
healthy profits to frightening 
losses. All around us business is 
good ... yet new-car dealers are 
operating on a basis which is des- 
troying all chance for profit. 

“Price discounts, wild trading, 
excessive overallowance and frantic 
advertising are leading us down- 
hill rapidly. In the mad race for 
dealers we’re moving automobiles 
. . . but at a complete sacrifice of 
our legitimate profit.” 

To make the new car dealer 
as “important as the car he 
sells,” Freed said the Automo- 
bile Retailing Institute will make 
use of every major promotional 
media in America — national 
magazines, newspapers, TV, ra- 
dio, direct mail, flyers and 
posters. 

Dealers are being asked to vol- 
untarily support the Institute with 
a “fighting fund,” which would be 
financed on the basis of 50 cents 
for each new car sold last year. 

Said Freed, “I do not ask that 
you ‘give’ or ‘contribute.’ I ask 
that you buy your share of a pro- 
motion that will help you make 
profitable sales, make customers 
instead of deals, and make your 
cash register work busily with the 
kind of sales which you, as a 
franchised new-car dealer, are en- 
titled to expect.” 

NADA said an organization 
such as the Automobile Retail- 
ing Institute is needed because 
of the following situations: 

1. Franchised dealers are now 
not even the exclusive source for 
new-car purchases — bootlegging 
has become a major menace. 

2. Chain auto supply stores, de- 
partment stores, mail order houses 
and others are siphoning off a 
huge percentage of accessory, 
parts, tire and battery business. 

3. Banks are fighting tooth and 
nail for the finance business . . . 
and already do 44 percent of it. 

4. Associations of insurance 
agents are selling the public the 
idea that they do not have to 
buy automobile insurance from 
automobile dealers. 

5. Independent garages and serv- 
ice stations already do better than 
half of the car service business. 

“Regulations, laws, factory ac- 
tions and the like,” said NADA, 
“will not alone, nor all together, 

(See INSTITUTE, Page 36, Col. 4) 


Canadian Dealers 
Say Cost Squeeze 
Wipes Out Profit 


VANCOUVER, B.C.—The Motor 
Dealers’ Assn. of British Columbia 
has told a Government commission 
that car dealers are caught be- 
tween an inadequate price markup 
established and enforced by the 
factory and competitive pressures 
that are forcing them to sell their 
products without any profit. 

The Commission on Restrictive 
Trade Practices was told that the 
traditional price structure estab- 
lished by the maker requires the 
dealer, who pays cash at the fac- 
tory, to pay a $400 Federal tax on 
an average low-priced car and ap- 
proximately $275 freight. He is al- 
lowed no markup on the tax and 
about 8 percent on the freight. 

“We submit that it is not in the 
long-term interest of Canada or 
the public to have larger retailers 
operating without profit,” the asso- 
ciation said. 

The commission heard MDABC’s 
recommendation that the Federal 
Government enact legislation that 
would prohibit manufacturers from 
establishing maximum retail prices, 
as well as minimum, and that the 
retailer be free to mark prices up 
or down as the situation may re- 
quire. 

“There should be complete ‘ree- 
dom of prices in a private cuter- 
prise system,” the association said. 
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Incomes Rise Faster Than Prices .. . 


Purses Fattened, Study Shows 


WASHINGTON. — The general 
financial position of consumers ap- 
parently was well maintained in 
1953, according to the 1954 Survey 
of Consumer Finances issued last 
week by the Board of Governors 
of the Federal Reserve System. 

The survey noted an increase 
in real income over 1952, with a 
higher money income and prices 
changed but little. Additions to 
liquid assets holdings were sub- 
stantial and, according to the 
survey, were broadly distributed 
through the population. 

On the negative side, however, 
there was a further large rise in 
consumer debt. The survey indicat- 
ed that consumers with incomes of 
$7,500 or more had the largest ex- 
pansion. 

More than a third of the con- 
sumers with installment debt, how- 
ever, were scheduled to be paid up 
within nine months from the time 
of interview early this year. 

In a study of fixed financial 
commitments of consumers, the 
survey found that the median pay- 
ment for housing, insurance and 
other security expenses and install- 
ment debt combined amounted to 
about $60 a month, or about 22 per- 
cent of disposable income at the 
beginning of 1954. 

Few consumers had committed 
more than 50 percent of their dis- 


L-M Spends $500,000 
For L. A. Expansion 


DETROIT.—A $500,000 program 
to improve production facilities 
is under way at the Los Angeles 
assembly plant of Lincoln-Mer- 
cury, according to Benson Ford, 
general manager. 


Scheduled to be completed next 
spring, the program includes a 
70,000-square-foot addition to the 
main assembly building to be 
used for storage purposes, con- 
struction of a prefabricated steel 
building to house tire and wheel 
painting and assembly opera- 
tions, a new loading dock and 
several other improvements. 


posable income for these three 
types of payments and two-thirds 
of consumer spending units had 
committed less than 30 percent. 

Such commitments were largest, 
percentagewise, at middle-income 
levels and among young married 
persons with children. 

Nearly half of all consumer 
spending units reported higher in- 
comes in 1953 than in the previous 
year. About 20 percent reported 
lower incomes. 

Nearly a third of all consumer 
spending units had incomes of $5,- 
000 or more in 1953 and an addi- 
tional third had incomes of $3,000 
to $4,999. The median spending unit 
had an income of $3,780. A year 
earlier, the median was $3,430. 

Income continued to be widely 
distributed among income classes, 
with a further slight tendency 
for spending units to shift from 
lower to higher income groups, 
according to the survey. 

For the first time in the postwar 
period, the proportion of spending 
units owning liquid assets increased 
for two successive years. 

The increase from 71 percent in 
early 1953 to 74 percent in early 
1954 raised this proportion almost 
to the 76 percent high reached at 
the end of World War II. The me- 
dian holding of liquid assets, the 
survey said, rose from $300 in early 
1953 to $350 in early 1954, the high- 
est level since early 1948. 

Consumer nonmortgage debt in- 
creased in 1953, k + the increase 
was somewhat less than in 1952. 
The rise brought the total out- 
standing at the end of 1953 to an 
alltime high — both in absolute 
amount and in relation to income 
after taxes. 

The survey indicated that the 
expansion was brought about 
mostly by an increase in the av- 
erage amount of debt, rather 
than in the number of consumers 

having debt. 

Spending of durable goods or 
home improvements and mainte- 
nance were closely associated with 
consumer indebtedness, the survey 
said. 

At all income levels, it said, at 
least 60 percent of the purchasers 


One Dealer’s Guidepost 


Veteran Makes Money in Good Times and Bad; 
Says: ‘Let Others Lose’ 


By L. H. Houck 
Staff Correspondent 
FORT SCOTT, Kans.—The oldest 
automobile dealer in these parts— 
L. F. Richardson, Dodge-Plymouth 
dealer here and in nearby Nevada, 
Mo., for 32 years—tags the present 
market the most unusual in his 
experience. 


Consequently, Richardson has set 
up a new set of guideposts for 
going through critical 1954. Rich- 
ardson said the year is shaping up 
on a “survival of the fittest” basis 
and that if any money is to be 
lost he will let the other dealer 
lose it. Managers and salesmen of 
his two outlets have been told to 
make a profit on every deal or 
not to deal. 

His company has always made 
money through good times and 
bad and he thinks better days 
are ahead for next year. 

Fred Godina, general manager of 
the Fort Scott operation, said the 
sales effort starts with a working 
file on prospects. Where prospects 
formerly were checked at 30-day 
intervals, they now are checked 
every two weeks and they remain 
prospects until they buy from 

somebody. 

Godina says there are two rea- 
sons why the prospect does not 
buy: “The reason he gives and the 
real reason.” 

He says it’s a shopper’s market 
and the sales technique is to try 
to get the order on the shopper’s 
first visit and to avoid giving the 
real price on the trade. If he goes 
out with a firm offer on his trade- 
in he will use that to “club” other 
dealers 


Salesmen ask customers point 
blank, “Are you ready to buy 


shop?” If the customer hedges 
and still wants a firm commit- 
ment on the tradein, the sales- 
man tells him, “We'll do a little 
better when you are ready to 
buy.” 

But the shoppers are not look- 
ing for stripped cars, he said. Most 
of them want automatic transmis- 
Sions, seat covers, backup lights 
and a few more extras. Only radios 
are not selling good and whitewall 
tires are not in much demand. 

Brand loyalty is at a low ebb, 
according to Godina, who said the 
market is a bidding auction, with 
the dealer who makes the best bid 

(See DEAL, Page 41, Col. 5) 


of major durable goods or home 
improvements had some consumer 
debt. A year earlier, that was true 
of only 30 to 40 percent. 

As in previous years, many in- 
debted consumers held substantial 
amounts of liquid assets, al- 
though the debtor group tended 
to hold smaller amounts than the 
nondebtor group. 

Nearly all consumer spending 
units had some fixed claims upon 
their incomes. Consumers with in- 
comes before taxes of $4,000 to $4,- 
999 had the largest commitments 
relative to disposable income. 

Consumers with occupations 
which combine stability of income 
with a medium or moderately high 
income, tend to have a high level 
of fixed payments, the survey 
found. 

The survey was conducted by 
the Federal Reserve System in co- 
operation with the Survey Research 
Center of the University of Mich- 
igan. 


Dealer Council, 
Ford Officials 
To Meet Tuesday 


DEARBORN.—Economic fore- 
casts and production schedules for 
the last half of 1954 will be among 
topics discussed by the National 
Ford Dealer Council at a three-day 
meeting in Dearborn starting Tues- 
day (July 27). 

L. D. Crusoe, general manager 
of the Ford division, and L. W. 
Smead, general sales manager, will 
welcome the 14 dealers who have 
been elected by 6,400 Ford dealers 
to represent them on the council. 


Smead said that more than 75 
percent of the recommendations 
received through Dealer Council 
channels in the past nine years 
have been acted upon by Ford. 

The opening session will be held 
here in the Ford Research and En- 
gineering Center. A meeting will 
be held at Ford division head- 
quarters in Livonia. On Thursday 
the Council will lunch with mem- 
bers of Ford Motor Co.’s admin- 
istration committee in the Ford 
Rotunda. 

Council members are: NorTHEAST 
Recion—B. C. Reuter, Kenmore, 
N. Y., and Harry B. Smith, North 
Adams, Mass. 

SoutHgeast Recion—H. Y. Ingram, 
Greensboro, N. C., and Hayse 
Tucker, Tuscaloosa, Ala. 

Great Lakes Recion—William G. 
Burgess, Lansing, and Earl P. 
Mooney, Henderson, Ky. 

Mwmwest Recion—Gordon Keyes, 
Shawano, Wis., and Fred R. Collins, 
Streator, Ill. 

CeNnTRAL Recgion—Al O’Meara jr., 
Denver, and John Rechtin, Decatur, 
Til. 

SoutHwest Recion—George Bohn 
jr.. New Orleans, and Cecil Wade, 
Laredo, Tex. 

Western Recion—George W. 
Gearhart, Mt. Vernon, Wash., and 
Carson W. Ide, Beverly Hills, Calif. 


Chrysler Hosts World Beauties— 


Eleven entrants in the Miss Universe Beauty Pageant in Long Beach, Calif., were 
guests at the Chrysler International Salon in New York. In center is Bob Fisher, 
Dodge New York regional manager. Clockwise from Fisher are Miss Belgium, Miss 
Germany, Miss Sweden, Miss Israel, Miss Italy, Miss Finland, Miss Chile, Miss Argen- 
now?” or “Are you going to | tina, Miss Uruguay, Miss Norway and Miss France. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1054, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


duly 21 
(Sale very good. Sold 96 cars out 
of 121 offerings.) 

BUICK—’53 Super Riviera, $1,810*. ’52 
Super Riviera, $1,125; Special 2-dr., 
$1,100*. '51 Special Riviera, $925*; 
4-dr., $835*; Super 4-dr., $830, 2 at 
$810*; RM 4-dr., §730*. '50 Super 
4-dr., $475, $440; 2-dr., $475; Spe- 
cial 4-dr., $430*. '49 Super 2-dr., 
$365; 4-dr., $355, $330*. °48 Super 
4-dr., $300. 

CADILLAC — ’54 (62) conv., §4,860* 

(ps). ‘53 (62) 4-dr., $2,865* (ps), 

$2,775*. ‘51 (60) 4-dr., $1,730°. '50 

(62) conv., $1,160*%; (60) 4-dr., 

$825°. 


CHEVROLET — '51 SL Deluxe 2-dr., 
$625, $600; %-ton panel, $300. '50 
SL Deluxe Bel Air, $705. '49 SL De- 
luxe 4-dr., $355; 2-dr., $310. 

CHRYSLER — ’50 Windsor Newport, 
$860*. ’47 Royal club coupe, $150. 

DODGE—’53 %-ton pickup, $780. ‘52 
Meadowbrook 4-dr., $740, $730. '50 
Coronet 4-dr., $530; Wayfarer 4-dr., 


$390. 

FORD—’54 Custom (6) 2-dr., $1,590. 
563 Crest (8) Country Squire, $1,- 
720°; Victoria, $1,420; Custom (8) 
station wagon, $1,390*%; Custom (6) 
4-dr., $1,050, $975; Main (6) 4-dr., 
$950; club coupe, $920; %-ton pick- 
up, $665. 52 Crest (8) conv., $1- 
075*. °51 Custom (6) 2-dr., $590. ’50 
Custom (8) conv., $570; 2-dr., $420; 
Deluxe (6) 2-dr., $300, 2 at $270. '49 
Custom (8) 2-dr., $315. '47 Deluxe 
(6) 2-dr., $175. 


HUDSON—’52 Hornet 4-dr., $815; club 
coupe, $690. 

KAISER—’51 Special 4-dr., $375. '49 
Deluxe 4-dr., $140. 

MERCURY—’52 Monterey 4-dr., $1,- 
265*. ’51 club coupe, $750, $635*. °50 
4-dr., $535. 

NASH—’51 Statesman 4-dr., $530. °50 
Statesman 2-dr., $330. 

OLDSMOBILE—’50 (88) Holiday, 
$750*; (98) 4-dr., $525*. ‘49 (98) 
4-dr., $475*; (76) 4-dr., $455*. 

PACKARD—’53 club coupe, $1,200. '51 
4-dr., $580. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
050; Cambridge 4-dr., $950, $900. °52 
Cranbrook club coupe, $710; 4-dr., 
$680; Cambridge 4-dr., $640, $600. 
’51 Cranbrook Belvedere, $700; 4- 
dr., $500. °49 Deluxe 2-dr., $245, 

$215 


PONTIAC—’51 Silver Streak (8) 4-dr., 
$825*. °50 Silver Streak (8) 2-dr., 
$490*. °49 Silver Streak (6) 2-dr., 


$220. 

STUDEBAKER — '53 Commander club 
coupe, $990*. '51 Commander 4-dr., 
$575*. ‘50 Champion 4-dr., $205. '49 
Commander 4-dr., $310. 

MISCELLANEOUS — '51 Henry J (6) 
2-dr., $275. 


duly 14 
(Weather warm. Prices up $25, 

Sold 78 cars out of 136 offerings.) 

BUICK—’'53 Super 4-dr., $1,505*, $1,- 
500; Special 4-dr., $1,360. '52 7 
Riviera coupe, $1,220°, $1,205*; 
4dr., $1,165*. ‘51 Super Riviers 
coupe, $920°; » $750°; Specig; 
Riviera coupe, $820*. ‘50 Super 2-dr | 
$750°; conv., $600*; 4-dr., $555¢ — 
Special 4-dr., $420. 

CADILLAO — ’53 (62) coupe deVilie 
$3,400* (ps). 

OHEVROLET—’53 Bel Air 4-dr., $1. 
300° (ps); 2-dr., $1,010; club 
$1,160. ‘562 BL Deluxe 
SL Deluxe 2-dr. 

coupe, 

ar., $480; club coupe, $470. 

Deluxe 2-dr., $335. 

CHRYSLER—’52 
240°; Windsor 4 - dr., 
Royal 4-dr., $520. 
$280°. 


4-dr., 
$1,020°. Ota 
*48 Windsor conv., 


DeSOTO — '53 Fire Dome (8) club 
coupe, $1,450° (ps). '50 Deluxe 4-dr,, 
$506. °49 Deluxe club coupe, $405. 

DODGE—’52 Wayfarer 4-dr., $725. '49) 
Wayfarer 4-dr., $255; 2-dr., $250. 

FORD—'53 Crest (8) Victoria, $1,395; 
Custom (8) 4-dr., $1,230, $4,205*; 2. 
dr., $1,230; Custom (6) club 
$1,200*; Main (6) 4-dr., $800. ' 
Crest (8) 4-dr., $1,065; Custom (8) 
4-dr., $866; 2-dr., . “Sl 
(8) 2-dr., $700, 2 at $650, $640, 

$575; Deluxe (6) 2-dr., $465, $405. 

*60 Detuxe (6) 2-dr., $450; conv., 


HUDSON—’51 Pacemaker 4-dr., $575*. 
"50 Pacemaker 4-dr., $275. 

KAISER—’52 Deluxe 4-dr., $625°. '§1 
Special 4-dr., $335; Deluxe 4-dr., 
$490. 

MERCURY—’52 Monterey 4-dr., $1,- 
210*; Custom 4-dr., $1,175. "51 Mon- 
terey coupe, $825*; Custom 4 - dp, 
$725, $640. °50 club coupe, $500; 
conv., $415. 

NASH—’53 Rambler 2-dr., $1,140. ‘Si 
Rambler station wagon, $300. 

OLDSMOBILE—’52 (88) 4-dr., $1,175*. 
"61 (98) Holiday, $935°; (88) 2-dr., 
$790*. '48 (76) 4-dr., $300*. °47 (76) 
2-dr., $180*. 

PLYMOUTH — '53 Cambridge 2 - ér., 
$925. °52 Concord 4-dr., $655. 

PONTIAC—’53 Chieftain (8) Catalina, 
$1,750*, $1,640°. °'52 Chieftain (8) 
2-dr., $975*. '50 Silver Streak (8) 
dr., $510°, $495*, $465*; Catalina, 
$490°; 2-dr., $415. 

STUDEBAKER—’52 Commander 4-dr., 
$600. °'51 Champion 4-dr., $345% 
$320. °50 Champion 4 - dr., 
coupe, $275. 


*Indicates automatic transmission or overdrive, and (ps), power steering 


Other Auction Reports are on Pages 26, 27, 34, 35 


NERB Again Cuts Down 
Its Dealer Jurisdiction 


By Joe Callahan 
Staff Writer 

NEW changes in the jurisdictional 
standards of the National La- 
bor Relations Board are likely to 
result in a thorough 
examination and 

overhaul of employe 

relations in many 

dealerships which 

have been unionized. 

These changes, which represent 
a further surrender of the board’s 
jurisdiction over small businesses 
and which the board considers to 
be substantially final, provide 
that: 

1. NLRB will not exercise juris- 
diction over any firm which does 
not have a “direct outflow” of mer- 
chandise across state lines of at 
least $100,000. This is the second 
revision of this figure. Originally it 
was $25,000, and a few weeks ago 
it was temporarily pushed up to 
$50,000. 

2 - a 
NLRB will not exercise juris- 

* diction over a firm which does 
not have a “direct inflow’? of mer- 

chandise across state lines of at 
least $1 million. Previously, this 
figure was $500,000. 

3. NLRB will not exercise juris- 
diction over a company which 
has an “indirect inflow” of goods 
of at least $2 million. This refers 
to purchases made from another 
firm which definitely is engaged 
in interstate commerce. This fig- 
ure had been $1 million. 


4. In deciding jurisdiction over | 


“retail stores,” the category into 
which dealerships usually fall, the 
board also said that “indirect out- 
flow” will not be a determining 
factor henceforth. Substantially, 
this means that, as long as a dealer 
sells a car in his home state, where 


| the car eventually ends up is of no 
| importance. 

Although the state labor boards 
will assume jurisdiction in most 
cases from which NLRB has with- 
drawn, it is possible that some 
dealerships will find themselves in 
a “no man’s land” of jurisdiction 
where no governmental labor body 
will exercise authority over them. 

+. + a7 

N DETROIT, the new standards 

resulted in the immediate post- 

(Continued on Page 41, Col. 3) 


Wild Ad Claims 
Called Danger to 
Good Reputation 


LOUISVILLE.—Extravagant at 
vertising claims by car dealers 
came in for a raking when Le 
A. Meagher, managing director # 
the Better Business Bureau 
Louisville, Inc., made his annuél 
report to the bureau. 


Meagher said he felt that deale 
were getting far out of line on 
vertising because they were 
recting ad messages toward the 
competitors instead of toward the 
| public. ; 

“I realize fully that the aut 
mobile industry is undergoing om 
of the most competitive situa’ 
it has experienced in many y 
Meagher said in his report, 
wonder if the maintenance of 
reputations for stability and 
tegrity is not at times being 
ficed for expediency.” z 

Meagher particularly criti 
ads carrying the phrase, “We WP 
not be undersold.” 

“It will never do to underra 
the intelligence of the Amé , 
buying public,” he said. “It is G® 
to stop, look and listen.” e 
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power 


STEERING AND BRAKING 


sets new standards 


of driving ease 
and safety 


Today’s most wanted power 


Y 4 


\ 
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“Gondix” * \ow pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power 
Brake makes possible quick, 
sure stops by merely pivoting 
the foot from stop-and-go con- 
trols. No need to lift the foot 
and exert leg power to bring 
the car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 


POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, ve- 
hicle manufacturers find it es- 
pecially adaptable for produc- 
tion line installation, without 
extensive engineering changes. 
Manufacturers can now meet 
the increasing demand for 
power steering more efficiently 
and more economically with 
Bendix Power Steering. 


““Gondix” HYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 


ice upkeep. 





features for cars and trucks 


Bondix * BIR-PAK 


POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 

*REG. U.S. PAT. OFF. 


Bendix 
VLA 
TUK) 
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Industry Goes Allout for 55... 


AUTOMOTIVE NEWS, JULY 26, 1954 
models,” the company gave these | preparation for the late-fali intro. 


New-Model Debuts 
Start in October 


(Continued 


necessity in Detroit, but occasion- 


ally the veil is lifted—perhaps in 


an informal conversation over a| 


cup of coffee—as a means of ascer- 
taining that two competitors don’t, 
for example, come out with the 
same kind of body trim. 


In these circles, it is expected 
that one of the smaller makers will 
stage the first public showing in 
next fall’s new-model pageantry. 

* * * 


| F gyri year’s leadoff car was Hud- 
son, which bowed Sept. 25. 
Kaiser brought down the curtain 
March 22, nearly six months later. 
In the meantime, there was some 
juggling of tentative announcement 
dates among makers with heavy 
stocks of outgoing models in the 
field. 

For the 1955 season, all makers 
are hopeful of exhibiting at the 


from Page 1) 


Chicago Auto Show, which has 
been moved ahead to Jan. 8-16 
from last season’s March run. It 
is possible, however, that not 
every producer will be able to fill 
dealer pipelines with ’55s until 
after the show. 

Heretofore, GM for some years 
has introduced two or more of its 
lines after Jan. 1, and this has 
| fitted in nicely with the opening of 
the GM Motorama at the Waldorf- 
Astoria Hotel in New York. 

Current indications are that this 
timetable will be abandoned in fa- 
vor of earlier dates, permitting 
dealers to clear the decks of old 


holidays set in. 
* * * 
HE GM announcements, it seems 
probable, will start in October 
and wind up by early December. 





Pressing to be first is Chevrolet, 
followed by Pontiac. Both are due 
to show new body shells and a V-8 
engine as the latter becomes a fix- 
ture in every Big Three line. 


Cadillac, Buick and Oldsmobile, 
which launched the wraparound- 
windshield trend with all-new 
bodies for 1954, will undergo a 
facelifting. Modifications in GM 
automatic transmissions, if time 
allows, are contemplated. 

Ford Motor Co. debuts, a Decem- 
ber-January affair last season, now 
are shaping up for November and 
December. 


New bodies with a Thunderbird 
“feeling” are in the works, and so 
are changes in the Ford and Mer- 
cury automatic drives. Lincoln may 
be ready to drop GM’s Hydra-Matic 
and turn out its own no-shift 
transmission. 

+ * 
HRYSLER CORP., racing 
against the clock, is the subject 

of more speculation than any other 
maker. Last week, the corporation 


| itself disclosed that it was aiming 
models before bad weather and the | for “late-fall introduction dates.” 


Confirming that its Chrysler, 
DeSoto, Dodge and Plymouth di- 
visions would close down in 
August “in preparation for 
stepped-up production of new 





additional clues: 

“Body-framing and car-building 
operations will be resumed in all 
of the plants in September, with 
production schedules building up 
through October and November in 


Ford Dealer Tells 
Of Payoff to Get 
Cars in 1949-50 


ST. LOUIS.—George A. Sutton, 
a Clayton (Mo.) Ford dealer, last 
week testified that he paid $9,150 
to a former district manager for 
increased allotments of cars in 1949 
and 1950. 

The ex-Ford official, Charles A. 
Mills, is on trial here. He is accused 
of shaking down dealers who 
wanted more cars and failing to 
report the cash payments in his 
income-tax reports. 

Sutton testified that Mills told 
him he wasn’t trying hard enough 
to get new cars when he com- 
plained about his allotment. Sutton 
then bought Mills a new suit, but 
Mills said he preferred cash, it was 
charged. 

After paying off, Sutton began 
receiving more cars, he said. 


The Spark’s 


Miore passenger cars and 
trucks than families in a commu- 
nity about makes the automotive 
business an “Every Family” busi- 
ness, doesn’t it? That’s how it is 
in Plainfield, N. J. 


Automobile dealers there have 
196% as good sales potential per 
capita as do those in Newark; 
157% compared with Paterson. 
Indeed no city over 50,000 popu- 
lation in New Jersey does 67% as 
well. The New England and Mid- 
Atlantic Areas average less than 
half as high. 


Plainfield is not suburban to any 
place. A self-contained community 
of homes, industry, trade; less than 
5% of the people make the diffi- 
cult daily commuting trip to New 
York . . . hence “Carry home" 
of New York City newspapers is 
mighty small. 


It takes “Every Family” adver- 


HOT in PLAINFIELD... or, 


when can you sell most per dollar? 


tising to cover the market ade- 
quately . . . That means Plainfield 
Courier News’ advertising . . . the 
only medium bought by more than 
81% of the families. No “national” 
magazine does a third as well... 
the best T.V. show misses more 
than half of all the homes in the 
general area. 


Is there any greater advertising 
success than Cadillac ... any car 
that sells new with greater assur- 
ance of a high used-car value? ... 
Because everybody, yes every- 
body, has been persuaded to hope 
for a Cadillac some day... 
through the universal appeal of 
newspaper advertising—"Every 
Family Advertising" — more than 
through any other kind from its 
very start. 


And many other great names 
like Buick and Esso Extra have 
been built predominantly with ad- 
vertising in newspapers. 


Now is no time to ignore suc- 
cessful experience. 


No form of advertising limited 
in appeal to those who like certain 
entertainers, or certain “shows” 
or certain types of periodicals... 
none of these can be “Every Fam- 
ily Advertising.” That’s why suc- 
cessful automotive dealers and 
distributors have always preferred 
newspaper advertising in their 
markets, reaching their people .. . 
ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula” which shows the 
means of obtaining essen- 
tial newspaper coverage in 
every county. sectionally or 
nationally. 


J. P. McKINNEY & SON 


INCORPORATED 


30 Rockefeller Plaza 
New York 20, N. Y. 


REPRESENTING THE GANNETT NEWSPAPERS: The Hartford, Conn., 
The Plainfield, N. J., Courier-News ® 


The Binghamton Press @ The 


Elmira Advertiser @ 


400 N. Michigan Ave. 
Chicago 11, Ill. 


Times @ 


The Danville, 
and in New York State: The Albany Knickerbocker News @ 


681 Market Street 


San Francisco 5, Calif. 


ill., Commercial News ® 


The Beacon News @ 


The Elmira Star-Gazette @ The Elmira Sunday Telegram @ The Ithaca Journal 


The Malone Telegram ® ‘he Massena Observer @ The Newburg News ® The Ogdensburg Journal © The Ogdensburg Sunday Advance-News 
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ten 


duction dates.” 


November announcement: 
are deemed possible although 
a few weeks ago it was felt 
Chrysler might not be retailing '55, 
until January. 


now 


7" answer lies with Chrysler’s 

suppliers and other contractors, 
Their job is a big one: Tools ang 
components for a complete series 
of new body shells plus a V-8 for 
Plymouth. Design changes, ordereg 
late, are said to have complicated 
the task. 


Earlier, Chrysler for the second 
year in a row was plagued by 
rumors that new models were 
coming in midsummer, with 
President L. L. (Tex) Colbert 
finally denying in a public state. 
ment the truth of such talk. 

Observers remark that although 
Chrysler executives now may be 
okaying 1957 models, it takes years 
of beforehand toil, and not a mere 
blueprim, to get into production, 

+ 7 os 

r. IS such a time lapse, incident- 

ally, that makes the 1955 Pack. 
ard an eagerly awaited car on the 
industry scene. Though the '55 may 
be a late entry, it is being heralded 
as an “all-Nance” car, gi 
James J. Nance his first real op- 
portunity to incorporate creative 
ideas into the company’s product 
—— he took office as president in 
1952. 


Among other features, Packard 
will offer a wraparound wind- 
shield, a new V-8 power plant 
and a revised geared - starting 
arrangement for the Ultramatic, 
a quick-getaway device that has 
long been in development. 
Studebaker, Packard’s mate-to- 
be, still is laying its new-model 
plans independently and is striving 
for an early takeoff. Styling refine- 
ments are anticipated. 
* ~ * 


| ipl A position to coordinate their 

introduction programs are the 
newly linked American Motors 
Corp. divisions, Nash and Hudson. 

Major styling changes are en- 
visioned for both cars, with the 
possibility that current problems 
of integration may hold up an- 
nouncements. Nash is studying a 
new system of suspension, and 
AMC has its eye on the V-8 en- 
gine of another maker. 

Willys and Kaiser were the last 
to stage their 1954 coming-out, and 
it is believed that 1955 plans have 
not fully jelled yet. Factory spokes- 
men would not comment on reports 
that Kaiser-Willys, too, was look- 
ing for a V-8. 

Meantime, it was learned that 
the Ford division would unveil its 
Thunderbird sports car in dealer- 
ship showrooms in advance of 
other models but at about the same 
time as the 1955 Chevrolet hit the 
floor. This most likely will be late 
in October. 

* 2 «€ 


(CSBVROLaT recently ordered a 
70 percent slash in the output 
of its own sports car, the plastic- 
body Corvette. 


This action, tied to dwindling 
demand for sports models, 
prompted speculation that Ford 
would delay the Thunderbird’s 
debut while production plans 
were reconsidered. A Ford 
spokesman denied last week that 
such was the case. 

It had been understood that the 
Thunderbird would carry a 160- 
horsepower engine, but the horse- 
power rating evidently has been 
increased following reports that 
Chevrolet would soup up the Cor- 
vette’s six-cylinder, 150-horsepower 
engine. 

7 7” . 
ANOTHER car in the sports 
class, the plastic Kaiser Darrin, 
likewise will have its 90 horses 
boosted, it is said. 

Some competition on prices #8 
foreseen, although Ford has ot di- 

vulged a Thunderbird price. 


The Corvette’s advertised-de- 
livered price is $3,528 with Pow- 
erglide as standard equipment, 
while the Kaiser lists for $3,668 
with overdrive. The Thunde:bird 
will have a straight stick. 

The Thunderbird’s steel odie’ 
will be made by Budd Co. / 
tract originally was awarded # 
Murray Corp., but after <ooling 


was completed, Ford and }. urray 
agreed to cancel the order. 
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DID HE SELL THEM 
TOMORROW'S BUSINESS, TOO? 


Is he selling on a one-shot basis? Or is he really selling, controlling the original time deal 
. so those buyers will be back to you for service, maintenance, repairs... the repest business, 
referrals and shop work that build your profits? Make sure. Have us set up and conduct our proved 
‘Controlling Time Sales”’ training and instruction program for your staff. We'll show your salesmen 
how the closing of an Associates time deal when the sale is made strengthens their position 
and builds your dealership. They’!l get first hand, on-the-floor instruction that helps sell 
tomorrow’s business right along with today’s. Just call your Associates representative. 


He’ll co-operate—and you’ll profit. 


Tho Ud Stet Aye... 


“As car dealers we've got to look ahead — 


or look back later at lost sales.” 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
; South Bend, Indiana 
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AUTOMOTIVE WASHINGTON 


Small Business Held 
Part of FTC Setup 


By William Ullman 
Washington Correspondent 
_ HIS first public statement following his appointment as 
chairman of the Federal Trade Commission a little over 
a year ago, Edward Howrey said: 

“Small business has an essential, economic and human 
role in American life. All inequitable handicaps should be 
eliminated so that small firms ¢ 
may grow in a healthy way 
and compete more effectively 
with their bigger competitors.” 

Called recently before the House 
Select Committee on Small Busi- | 
ness to discuss “Small Business | 
and the Federal Trade Commis- | 
sion,” Howrey told the committee: | 

“It should be made clear at the 
outset that our job, as we see it. is 
to administer the trade regulation 
laws vigorously, fairly and inde-| wWitiam Ulman 





pendently, with 
due regard for all 
segments of our 
economy. In one 
sense, therefore, 
the FTC is not 
primarily a small- 
business agency. 
Our job is to be 
distinguished, for 
example, from 
that of an execu- 








| 


tive agency such 


tics that are needed if the FTC is| country and at the concommitant 
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as the Small Business Administra- 
tion. 


“To the extent, however, that 
there is a well established public 
policy of protecting and encourag- 
ing small independent business and 
to the extent that vigorous en- 
forcement of the anti-trust and 
trade regulation laws contribute to 
that policy, we are—or should be— 
a vital small-business agency.” 

Outlining his belief that the 
FTC should have a division of 
small business, Howrey said that 
recent reorganization of the 
agency had provided for this. At 
the moment it is only a small 
setup, he said, established within 
a new Bureau of Consultation. 
The purpose of this bureau, he 
added, is threefold: 

1. To act in a cooperative and 
consultative capacity to business. 

2. To give informal advice (but 
not written advisory opinions) in 
matters involving the laws admin- 
istered by the commission. 

3. To seek voluntary compliance 
with such laws by means of con- 
ferences, stipulations, trade prac- 
tice rules and other informal pro- 
cedures. 

Howrey listed three characteris- 














to work in the manner Congress 
intended: 

1. There must be sound adminis- 
tration, with strong but fair ad- 
ministrators who are in general 
sympathy with the objectives and 
policies expressed in .the legislation 
which they administer. 

2. The commission should arrive 
at a decision only after thorough 
exploration of all factors bearing 
upon the particular problem. 

3. The heart of the commission's 
work should be its fact-finding. 

. * * 


Government Competition 


—— .a series of hearings 
on Government competition with 
private enterprise, the House Gov- 
ernment Operations Committee last 
week heard the National Assn. of 
Manufacturers and the U. S. Cham- 
ber of Commerce voice concern 
over what they called “ill-advised 
and needless Government encroach- 
ment in many business fields.” 
Marshall Munce, chairman of 
NAM’s industrial problems com- 
mittee, said his group is “alarmed 
at the rapid encroachment of the 
Federal Government in the exploi- 
tation of power..resources of the 
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the way 


to profits 
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JUST ONE OIL 


New guaranteed Quaker State medium HD oil with 
the Miracle Film meets every summer driving need! 


More and more dealers everywhere tell us—for ease 
of ordering, stocking, and selling there’s nothing to 
match Quaker State with its concentration on JUST 
ONE OIL for summer service! 


That one oil, of course, is matchless Quaker State 
Medium HD, the oil that forms the Miracle Film on 
moving engine parts. A great oil—based on two great 
facts: 1) 100% pure Pennsylvania Grade Crude Oil 
and 2) a record of more than 50 years of leadership 
in automotive lubrication. 


So good that Quaker State says: Regardless of 
claims or talk of mystery ingredients, no motor oil made 
can surpass Quaker State for peak power and per- 
formance, sure, thorough lubrication, real protection 
against wear, and more miles from every quart. 


Make this one oil your warm weather leader! 





QUAKER STATE 
MULTIPLE VISCOSITY 
MOTOR OIL 


SW-20 HD 


© 


facturer. 


Gout von of Qual 


QUAKER STATE Oil REFINING CORPORATION, Olt CITY, PA. Member Pennsylvania Grade Crude Oil Association 


AND FOR THE MORE SENSITIVE DESIGNS 
OF NEW HIGH COMPRESSION ENGINES 


Overcomes Engine Ping and Knock 
Frees Sticking Valve Lifters 4 
Prevents Camshaft and Lifter Weer 

Increases Gas Mileage 


For use where SAE 5W, 10W, 
20W, or 20 grades are rec- 
ommended by the manv- 









control the Federal agencies are 
able thereby to exercise over aij 
industry.” 

The NAM endorsed legi«iation 
to curb Federal competition with 
private industry saying «crtain 
activities must be regulated by 
the Government for the public 
good, but contending its respon. 
sibilities do not encompass com- 
petition with its own citizens ip 
the “field of production and dis. 
tribution.” 

Getting the Federal Government 
out of competition with businegs 
would reduce the national debt ang 
benefit taxpayers, the Chamber of 
Commerce told the House commit. 
tee. 


As outlined by the chamber, a 
Presidential order would require 
each executive department to get 
up a program of examination and 
inventory of its commercial ang 
industry-type facilities. 

Programs would be reviewed 
the Bureau of the Budget and 
yses sent to the board for decision 
as to continuance or discontiny- 
ance of each such facility. 

* * s 


No Business Census? 


:*, LOOKED at the beginning of 
last week that the proposed 1955 
|census of business, industry and 
transportation was about to go out 
| the window. 


| The House Appropriations Com- 
mittee slashed more than $765 mil- 
| lion off Administration requests for 
funds to operate a score of Goy- 
ernment activities. 


The Department of Commerce 
| got a raw stripping of many of 
| its requests, with the $8.5 

asked for the censuses cut 
altogether. 

General Services Administration 
was allowed $80,000 to start inter- 
agency motor pools in Washington 
and four other cities, if the bill 
authorizing it passes. Supporters 
say it will eliminate 20 percent of 
the Government vehicles. 

The committee bill sent to the 
House was the “catch-all” supple- 
mentary money recommendation 
amounting, after all cuts, to ap- 
proximately $1.2 billion. 

* * 


Road Proposals 
{== in the year, the U.& 
4 Chamber of Commerce expects 
to lay before President Eisenhower 
and the states a comprehensive 
recommendation for street and 
highway improvements, it was dis- 
closed here last week. 

The recommendation, it was 
said, will place particular em- 
phasis on President Eisenhow- 
| er’s $50 billion national highway 
improvement program announced 
| at the recent Governors’ Confer- 
ence. 

State-wide better roads conter- 
ences will be advocated in three 
states, each with a problem repre- 


sentative of its area. 
= o 7 


Security in Industry 


A BILL to set up a commission 
to study security in industry 
has been approved by the House 
Judiciary Committee. 

The committee also made final 
its earlier decision killing two of 
the Administration’s anti-subver- 
sive bills; one authorizing the 
President to ban any person su 
pected of subversive activity from 
defense plants, and the other at 
thorizing the Government to + 
quidate any group found to have 
been Communist-infiltrated. 

A bill providing for automati¢ 
loss of citizenship if a person # 
convicted of advocating or conspit 
ing for the overthrow of the Gov 
ernment also was approved. 

a 


Pyles on D. C. Board 
Cae PYLES, a Washing 
ton area DeSoto - Plymouth 

| dealer, last week was elected chaif- 
man of the Maryland - Na 
Capital Park and Planning Com: 
mission. 

Pyles, 39, has been a meniber of 
the commission since 1951. 

He is the first Republican «ver © 
head the agency, founded iv 192 





Monrovia Mercury Deal-r 


Has Best Month in June 

C. G. Ogilvie, president of Trk 
City Motors (Mercury), in Mom 
rovia, Calif., has announce: 
more Mercurys were sold »Y 
company during June than ‘n aif 
previous month. 
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ERO ORAL ee 


381,417 daily net paid 
SLAIN AIA HT 


WACK MICK NMAC: 


FAVORITE HOME NEWSPAPER 


How important are these Washington Post and Times Herald 
circulation figures for advertisers? In total circulation they 
represent approximately 130,000 more daily than the second 
paper —in city circulation about 80,000 more. In the complete 
retail trading zone (including the city) The Washington Post 
and Times Herald has in excess of 239,000 carrier home 
delivered circulation daily— more than the second paper’s 
total circulation in this primary area. 


™ since The Washington Post bought the Times 
Herald on March 17 the advertising world has been 
interested in watching what would happen. First 
came the paper itself—The Washington Post and 
Times Herald—a big newspaper with four separate 
sections every week day, twelve to fourteen sections 
every Sunday. This big newspaper included all the 
news and picture services of the Post and of the 
Times Herald—all the comics previously in the 
separate papers—most of the columnists, most of 
the other features. From the Post’s previous week 
day average of 115 columns of news and features, 
The Washington Post and Times Herald increased 
to over 150 columns daily. Advertising jumped too, 
making the newspaper even bigger, even more com- 
plete, even more serviceable to the reader. 


CIRCULATION STABILIZED 

The circulation figures just announced show how 
well Washington has received The Washington Post 
and Times Herald. The old Times Herald’s early 
street editions were discontinued in March. Duplica- 
tion, of course, disappeared instantly since there 
were no longer two separate newspapers to buy. 
These net paid circulation figures of 381,417 daily* 
and 392,580 Sunday for the April-June quarter 
represent, therefore, not a mid-point on a descending 
curve, but the actual readership at which the paper 
has leveled off. 


LOWEST MILLINE 

As a result, advertisers can now get 70°, coverage 
daily of the city zone, and 67% coverage of the city 
and retail zone, through The Washington Post and 
Times Herald. No other daily gives even Aalf cover 
age of Washington. 

As a further result, The Washington Post and Times 
Herald’s milline is far lower than the second—or 
third—paper’s, and considerably lower than offered 
by any paper before the purchase. 


For years The Washington Post has been the big 
paper in prestige and importance in the nation’s 
capital. Now The Washington Post and Times Herald 
is big in every respect—size, circulation, value. It is 
the big buy for the advertiser. 


Nationally represented by: Sawyer, Fercuson, WALKER -Com- 
pany, New York, Chicago, Detroit, Philadelphia, Los Angeles, 
San Francisco, Atlanta « THe Hat Winter Company, Miami 
Beach »« Puck, The Comic Weekly *« Josuua Powers Co., 
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But Some See Car Shortage .. . 





Chrysler Holiday 


(Continued from Page 1) 


redesigned bodies. 
In most cases, current dealer, Shortest supply. 


be moderate. 


months ahead. same time. 


appeared they had underesti- 
mated their needs, particularly in 


view of the unexpected market up- ae 











*Today, the circulation 


stands at its postwar 


nostwa! 
reached its peak 
180.991. The Daily Sun-Times had 


Since then its loss has bee: 


American hit its postwar high in 195] 


stands at 28,843. Source 
ments, periods endi 


abe 


Most Dealers Favor 


whether Chrysler “has got what country, smaller dealers already 
it’s talking about” in the way of | were said to be badgering larger 
1955 models. Once the plants dealers for cars, with a few of 
start rolling again in September, the latter flatly refusing to make 
they will turn out cars for the such deals—something they did 
1955 model year with completely cheerfully only a few weeks ago. 
Plymouths appeared to be 


new-car stocks were reported to Among Chicago-area dealers, re- 
action to the shutdown plan was 

Dealers had been warned in ad-| described as overwhelmingly fav- 
vance about the factory shutdown | orable. Dealers said it would facili- 
and were urged to order enough/tate cleanup operations and help 
cars to carry them through the/}them make “a sound buck” at the 


6 = Only three Chicago dealers were 
OME said last week that it now | 8aid to have extensive inventories, 
and these appeared confident of 
moving all cars in stock. 


turn in June and the first part of NE dealer, who said he com- 
July. monly sold 190 to 200 Chryslers 
In a few sections of the |a month, figured he’d just about 
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squeeze by in filling orders. He! year, and all agreed that it would 
ce to concen- 
smaller dealers who became “pan-| trate on reducing used-car stocks 
icky.” as they awaited the ’55s. 

A shortage of Plymouths might} One dealer said he doubted that 
develop eventually in Chicago, it|Chrysler Corp. intended to keep 
its plants closed for the expected 


The psychological impact on |%iX or seven weeks, and another 
buyers was debated by dealers opined that the shutdown was due 
in Buffalo. Some were anxious | ™ore to labor trouble than to mer- 


lest the factory closings tend to | Chandising a 
- + 
purchase of ’54s in anticipation grote eerme dealers found both ad- 
vantages and disadvantages in 
But others felt that a halt in|a long changeover period, but the 
production might make consum-/|general feeling was one of ap- 
ers “hungrier” for new cars and|proval. Commented a dealer: 
actually boost demand. All Buffalo “It’s wonderful. The factories 
dealers contacted said they had] have given us advance notice and 
been notified in advance of the] time to order the cars we want 
shutdown and had ordered suffi- for business during the shutdown, 
cient cars to cover their needs. without pushing units on us. 
gee ela We'll be able to clean up the 
INE dealer said he believed that| 1954 models without pressure.” 
publicity on the long shutdown Others expressed similar senti- 
was beneficial because it would|ments, but one was worried that 
help build public enthusiasm for} new-model introductions might be 
radical changes in new models. delayed too long, thus extending 
But another said it was hurting| the “profitless months.” 
the current value of ’54s and that Also mentioned by Seattle dealers 
several prospects already had in-|as a cause for concern was the 
wildcat Dodge strike in Detroit. It 
Buffalo dealers said that the | was felt, too, that with the shut- 
shutdown would eliminate the |down coming. in August, a good 
“overproduction” problem of last | month for factory deliveries, many 


said he’d be glad to buy cars from; give them a 


was believed. 


make consumers hold back on the 


of new models. 


sisted on sharper price deals. 








the only 


Growing 


Daily Newspaper 
in Chicago 


IN THIS POSTWAR ERA 
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such sales might be lost to com: 


peting makes. 
» > o 


[BALERS in Minneapolis ang 
St. Paul were inclined to 
along with Chrysler Corp. in its 
announced plans, but some were 

more enthusiastic than others, 


Generally, though, they pre. 
dicted that the shutdown woulg 
brighten their picture and would 
lessen, or perhaps totally 
out, a cleanup problem in the 
fall. 

A Minneapolis dealer said he 
probably would run short of cars 
the last month of the model year 
One in St. Paul said he regardeg 
the shutdown as “an orderly clean. 
up of 1954 models to get ready for 
the fabulous 55s.” 

Dallas dealers also were in age. 
cord with the shutdown program 
visualizing it as a return to the 
historic changeover period as it 
was known before the war. They 
said it would contribute to a sta- 
balized cleanup. 

+ * s 
Most Dallas dealers remarked, 
however, that they expected 
some inventory shortage to develop 
before new models were offered. 

One large dealer said he had 
properly gauged his requirements 
and would have enough cars. He 
said he had received inquiries from 
smaller dealers who wanted to re- 
plenish their stocks. 

In New York City, some signs 
of an approaching car shortage 
cropped up. Dealers who ordi- 
narily carry a heavy inventory, 
and who sell and trade cars to 
smaller dealers, are tightening up 
on this practice, and some have 
cut it out altogether. 

In the last few weeks, new-car 
prices in New York have shown 
a tendency to firm, and Chrysler 
Corp. dealers were talking last 
week about the improved perform- 
ance of a man whom they peg 
as the “worst discount offender” in 
the area. 

* . a 

LTHOUGH a few New York 

dealers felt certain that they 
would be able to obtain as many 

cars as they wanted whenever they 
wanted them, most were gearing 
their operations in anticipation of 
a shortage. There was an underly- 
ing optimism that that factory 
would “really deliver the 

for ’55. 

Atlanta dealers said the shut- 
down would permit them to clear 
out new and used cars before the 
new models cgme out. A few said 
they were carrying low stocks 
and might be left with nothing 
to sell. 

Dealers in Montgomery, Ala, 
were hoping for the best, but they 
said the shutdown covld prove to 
be either good or bad, depending 
on how long it lasted and what 
the ’55s would look like. Most said 
they were confident that Chrysler 
Corp. could make a strong come 
back. 

” 7 cd 

NN DETROIT, dealers said the 

plant closing would have a sta- 
bilizing effect on the market, but 
some predicted a shortage of 
Plymouths and perhaps Dodges by 
new-model time. 

“Td really like to have 50 more 
Plymouths,” said one dealer. 
“I’ve learned that some of my 
Dodge-Plymouth competitors 
made the same mistake I did— 
we failed to order Plymouths in 
the quantities we should have, 
because of timidity and because 
we didn’t really believe the fac 
tory when they said they were 
going to shut down.” 

Another dealer blamed “under 
ordering” on lack of capital to pur 
chase a three or four-month sup 
ply of cars, as well as lack of 
faith in the market. One dealer t& 
ported that he had invested all 
available floor-plan credit in De 
Sotos and couldn’t get the Plym 
ouths he wanted. 

“I wish the factory had given me 

an inkling that the rest of these 

dealers were ordering i= 
small quantities,” a D.troiter 
commented. “I would have upped 
my order.” 

Some dealers were concerned be 
cause, they said, the sutdow? 
would cut the variety of °v 
models. The factory was s<id to 
helping them swap cars, ar! 


Auch’s dealership was de! r 


as a clearing house for Cr 
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Retailing Crisis Over? ... 
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Turn in Dealer Profits Seen 


Continued from Page 2) 


retailing problems of the auto bus- 


ess. 
Pibey traced the recent transition 
in auto retailing in this manner: 
First, sales started to fall off. 
This brought the need to stimu- 
Jate more business. 
The easy way to do this was 
through discounts. 
* a2 
ERS outdid each other, to 
the point where there was no 
money for anybody in retailing 


cars. 

So dealers started to get more 
conservative on discounting. 

Now they are starting to make 
money again, and gradually auto 


go after them—to find where the 
best hunting ground is, and then 
hunt.” 


This doesn’t necessarily mean 
harder selling, they said, for deal- 
ers are selling hard enough now. 
The need is for more effective 
selling. 

+ * + 


Wenn are the prospects? 
“The last guy the salesman 
talked with,” they said, “was prob- 
ably his best prospect all day. The 
man who sold him his shoes. The 
waitress who brought his food. The 
man at the soft-drink stand. Every- 
where he -goes, the salesman is 
meeting prospects for new cars— 
some of whom he never identifies 


retailing will work its way up | 48 such.” 


to a sound basis. 

“Actually,” they said, “this is an 
exciting, profitable business and it 
has a wonderful future for auto 
dealers. 

“Ten years from now, we'll be 
approaching 7,000,000-car years.” 

= * & 
T= need now, said the factory 
men, is for controlled selling: 

1. Cost studies so the dealer 
knows his breakeven point. 

2. Then setting of a reasonable 
sales objective. 

3. A study of customers so that 
the dealer can cultivate the most 
fruitful areas. 

4. This leads to effective selling 
—a calling of shots, rather than 
scatterblasts in all directions. 

5. A progressive building of sales 
staffs, and stimulation of salesmen 
with a knowledge that, without su- 
pervision, many salesmen will take 
the easy way. 

6. Promotion to stimulate action. 

” * 


“WNAKE, for instance,” they said, 
“a dealer who is set up to sell 
50 cars a month. This is the goal 
he has set to cover his expenses, 
based on so much gross per car. 

“If he falls below his goal, he 
loses money. But with every car 
he sells over his quota, his profit 
mounts.” 

They made it clear that they were 
not criticizing salesmenship in the 
postwar period. It was adequate 
to do the job that existed — and 
that included moving the greatest 
number of cars ever produced in 
a similar period. 

. * * 

But the tremendous backlog of 

demand built by the war years 
developed a 12-year habit of de- 
pending on showroom walk-ins to 
move all the cars necessary. It is 
no wonder that the habit is diffi- 
cult to break. 

But gradually the walk-in pat- 
tern changed. 

Not so long ago, out of every 
100 walk-ins, only 15 were tough, 
price-chiseling buyers. The deal- 
ers could afford to ignore them, 
because the 85 percent left was 
more than adequate to meet his 
sales need. 

But as the walk-ins declined, the 
number of price shoppers remained 
constant. Their relative importance 

ged, however, for when walk- 
ins got down to 50, the 15 were 
still there, but now they repre- 
Sented 30 percent instead of 15. 
* os 7” 


PROGRESSIVELY this situation 

reached a point where the deal- 
er began to think that the world 
oo full of nothing but price chis- 


“But,” insisted the factory men, 
bushes are still full of car 
Prospects, and many of them have 
their minds on other things than 

Price.” 

They said that many business- 
men keep their sights fastened on 
the number of persons unemployed, 

d of the more than 60 million 
Who are employed and who are pil- 

& up record savings. 

e great need, they said, is to 
train and stimulate salesmen to go 
r them now that they are no 
nger coming to the showrooms in 
— numbers of their own free 


a 

]7 WAS certainly nice to have 

ther: coming in droves in the 
early po:twar years,” they said, 
“but there is no reason to feel that 
the auto business is shot just be- 
“Quse th.» aren’t coming after us 
®tymore. The job, of course, is to 


A vertical factor has entered 
both the selling and the buying 
end of the new-car business. At 
one time, when a person wanted 
an inexpensive car, he thought of 
this make or that. In the medi- 
um-price class, he thought of cer- 


tain other makes, and so on into 
the high-priced makes. 


Now, in each make of car, the 
buyer can find any feature he 
wants, with models ranging more 
than a thousand dollars apart, de- 
pending on equipment. 


* * * 


OU can’t nail down a Ford or a 

Chevrolet or any other make 
to this price or that. This has led 
to much confusion about price sta- 
bility in the market. It just isn’t 
there to start with. 

Oddly enough, while many com- 
plain about price buyers, the ma- 
jority of sales are in the more 
expensive lines. 

This vertical factor also affects 
the car buyer. No one can say any- 
more that new-car buyers are in 
certain occupations or earning 
groups, for people in all walks of 
life are buying new cars. 

* + * 


i CONNECTION with price 
shopping, they said that there 


1954 


is a universal lie in the auto busi- 
ness that everyone accepts. 

No one ever tells the truth 
about what he was offered for 
his old car. 

Salesmen know this, yet they go 
right on being disturbed about 


__ 18 
grade. “They always have,” they 
pointed out. The poor merchan- 
disers will fade, as they always do 
in a competitive market. 

* + + 


yi WON'T be easy,” they said. 
“It may mean that a dealer will 


what the price shopper says he was/| have to move out of a high-over- 


offered by the dealer down the 
street. 

In this respect, they told the 
story of the dealer who got dis- 
couraged trying to meet what he 
thought was price-cutting insanity 
on the part of his competition. 
Finally, he decided to get the facts, 
so he sent out shoppers. 

+ * * 


oo came back with the infor- 
mation that he wasn’t meeting 
competition — he was the leading 
price-cutter by $100 in the whole 
town. 

Could it be that dealers should 
ignore stories about how much the 
competition is cutting, and con- 
centrate on finding prospects who 
will pay a fair price for cars? 

They see little logic in the 
widespread charges that there 
will be wholesale bankruptcy 
among the dealers in the slower- 
selling makes. 

The good merchandisers among 


them, they said, will make the! 





head building into a lower one. He 
will have to adjust to the situation. 
But it can be done. The history of 
the business shows that.” 

Bootlegging is another problem 
that has excited the industry. 
But, they said, it represents only 
a small part of the business. 

“At no time,” they said, “has it 
ever taken higher than 1 percent 
of production. You will find a 
similar portion of any products 
going through discount houses.” 

Here again, they said, it is a 
case of everybody getting lathered 
up about something which is a 
small factor in the business, while 
overlooking how much they can 
do to help themselves through ef- 
fective management. 

* * * 


ees cry heard frequently 
in the industry is this: 
“Where are we going to get good 
salesmen?” 
This is a management problem— 
(Continued on Page 42, Col. 1) 


Introducing 2 Salee-Lrciting NAW Caseo Car Lightors 


tHe NEWCASCO 


tHe NEWCASCO 


AlrAu Ah-CGuwr 


SAFETY LIGHTER 


LIGHTER 


Here at last is a truly universal lighter 
from the world’s largest car lighter 
manufacturer. It fits any and all 
standard six volt wells, regardless of 
make. This NEW Casco “Fits-all” 
Pop-out lighter means big volume for 
every dealer . . . and with less in- 
ventory too. 

“FITS-ALL” STANDARD 6 VOLT WELLS 


THE NEW FlrAl 


ELEMENT 


This new heating element is of special 

interest to car owners who wish to 
retain their original factory 

. “Fits-ell” standard original 

— “fits-all” standard 


OFFERS LIMITED! 


ee a? | 


PRODUCTS 


CORPORATION © 


CASCO, always the world’s most de- 
pendable car lighter, is now the 
world’s safest lighter too. An ingeni- 
ous telescoping sleeve automatically 
extends when you remove the lighter 4 
from the well. This keeps the lighter { 
cooler, guarding your hands from 
burns — preventing damage to cloth- 
ing from falling sparks and ashes — 
completely safe when you light up. 
CAT. NO. L42C 


featuring 
the patented 
AUTOMATIC 
SLEFVE 
that telescopes out! 
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Safety Sense 
Council Publishes Booklet 


For Workers 

CHICAGO.—The skeptical worker 
who wants to know what he stands 
to gain from working safely will 
get a ready answer from the Na-| 
tional Safety Council’s new em- 
ploye-train:ng booklet, “What's in 
It For Me?” 

The 16-page booklet shows that 
everyone—the employer, the public 
and the worker—gains from a good 
safety program. Stressing the 
theme that no one is immune to 
accidents if he is not careful, the| , 
booklet says it’s not where you 
work but how you work that makes 
for safety. 

“What's in It For Me?” encour- 
ages the worker to aid the company 
in its fight against accidents. By 
reporting unsafe conditions and un- 
safe acts, the worker can help find 
a better and safer way of doing 
the job. 

Illustrated in four colors, the 





Ford Starts New General Office Building— 
General managers of five Ford Motor Co. manufacturing divisions participated in 


booklet uses plenty of cartoons to ground breaking ceremonies for a new headquarters building at the Rouge plant in 


class comp ana ‘a eae Dearborn to house their general offices. Shown (from left) are D. Cassidy, steel; 
National Safety Council, 425 N.|C. H. Patterson, engine and foundry; K. E. Scott, manufacturing services; J. C. Thrasher, 


Dearborn generul manufacturing and A. J. Hole, metal stamping. 


Michigan Ave., Chicago 11, Ill. 








\¢ hy is this so important 
to you and your production plans? 
It means that your product is designed, 
developed and produced én strictest confidence 
by one family from start to finish. Here in one 
location, under one roof, is all the modern 
equipment, all the latest facilities that you need to get 
your product to market quickly and economically. 
Here, an experienced staff of skilled technicians works hand- 
in-hand to complete every phase of your experimental work. 


With this kind of organization there’s one objective, 
one centralized responsibility . .. one accounting. You'll 
like the way it works. It’s one of the reasons why the Wettlaufer 
organization is a recognized success in the 
creation and development of working models. 


For the right men with the right equipment to market your 
product, write direct to: E. G. Wettlaufer, President. 











Letter to Salesmen | 


By John O. Munn 


Dear Son: 


IT ISN’T a new trick, 
but certain automobile 
dealers try to make the 

Ne. 38 public believe 

ina that they sell 

series CFS for less than 
their competi- 
tors. Their idea is to get 
the prospects into their 
places first, where they can 
work them over. This kind 
of operation is te more 
and more resented by the 
public. 
Everyone knows that no 


business can be operated with- 
out overhead expense and 





everyone knows that no busi- 
ness can survive that claims 
to sell merchandise at cost. 
The business of business is 
profit, and the public realizes 
that no business—clever adver- 
tising to the contrary—is op- 
erated for any other reason 
but to make a profit. Profit is 
the difference between what 
the car costs and what it is 
sold for, less overhead expense. 


With few exceptions, all 
automobile dealers work 
on the same discount. So 
from the standpoint of 
gross margin, they all start 
on an equal basis. The dif- 
ference in overhead and in- 
vestment does vary. One 
dealer is prepared to take 
care of his customers, while 
another dealer lacks this 
advantage. Little or no in- 
vestment does cut over- 
head, but it deprives much 
satisfaction to which the 
purchaser is entitled. 


* * * 


IN OTHER words, one 
dealer does not have a ma- 
terial advantage over the 
other from the standpoint 
of gross profit alone. Full 
gross profit should be the 
target of every sale, but 
one should not be demor- 
alized when competition 
goes overboard. 


There is a day of reck- 
oning. Besides, the effect 
of the dealer’s operation, 
who appears to or really 
does cut prices, is not as 
damaging as it appears to 
be. He gets the business. 
He sells one car but because 
the prospect called-on or 
bargained with ten to 20 
other dealers, each feels 
that he lost the deal when 
in fact it was only one sale. 


We must continue to keep 
uppermost in mind that the 
business of business is profit, 
and we can’t afford to let the 
acts of our competitors create 
a mental hazard. In the first 
place, the public has a pref- 
erence as to the make of the 
car he desires and, in the sec- 
ond place, more and more cus- 
tomers are developing a pref- 
erence to do business with 
certain dealerships. In the 
third place, the public at large 
does not know the “as is” val- 
ue of a used car. That is where 
you have a chance to really 
start to sell them on the won- 
derful allowance you are giving 
them. 


If you do a good job the 
prospect is sold and he 
does not become a shopper. 
You become your worst 
enemy when you allow 
competition to take your 
mind off your own work or 
off your own business and 
fasten it on to the acts of 
your competitor. 


AE ES Se te 


“Mind your own busi- 
ness” might be an imperti- 
nent remark, but “Keep 
your mind on your busi- 
ness” is good advice. 


Cordially yours, | 


Dad i 
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Engineering - Production - Materials 
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TURNINGS 


by 


John T. Benedict 


| Peace for significant improve- 
ments in automobile ride and 
handling qualities as a result of 
suspension development work cur- 
rently being done by various com- 
panies. 

Interest in independent rear 
wheel suspensions indicates we may 
expect to see such designs on one 
or more U.S. cars in the near fu- 
ture. And at least one company is 
about ready to introduce a major 
front suspension redesign that will 


provide notable ride improvements. 
* * ~ 


Rear Spring Affects 
Front-End Alignment 


EO CASTIGLIA, of the Kwik- 
Ezzee Co., contends that rear- 
spring sag often is an unsuspected 
cause of front-end misalignment. 
His measurements show changes in 
steering angle and front-wheel 
alignment as rear springs “settle” 
gradually with increasing age and 
service. 

Tilting of the longitudinal axis 
alters precise steering geometry 

originally designed on the car. 
Proper steering control is of such 
importance in modern high-per- 
formance cars that designers might 
well consider the advisability of 
providing simple rear suspension 
adjustments, which could be per- 
formed at the time of front-end 
alignment checks. 
* * s 


Even With Turbines, 


Haste Makes Waste 


PeOrLe who assume that fuel 
economy for automotive gas 
turbines increases throughout the 





power range, with a maximum 
economy at maximum rated power 
output, may be overlooking a fun- 
damental difference between design 
approaches for aircraft and auto- 
mobiles. 

It’s true that for military air- 
craft, the turbine often is designed 
to be most efficient at the maximum 
flight speed of the airplane. 

But, automotive turbine design 
practice differs in that the so- 
called “design point” is set for 
the middle-speed ranges. This 
means that compressor and tur- 
bine characteristics combine for 
best overall efficiency at the des- 
ignated power output. Fuel con- 
sumption would increase above 
and below this point. 

So it isn’t necessarily true that, 
with a turbine engine, “the faster 
you go, the better gasoline mileage 
you'll get.” 

* * as 


Improved Brake Controls 


Needed for Trucks 


mo STEVENS, Highway 
Transport Research division, 
Bureau of Public Roads, says 
that present brake systems have 
about reached their ultimate on 
large motor vehicle combinations. 
Since their best performance is 
still inferior to that of passenger 
car brakes, a real need exists for 
(See TURNINGS, Page 29, Col. 1) 
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‘Mass Market’ Power Units Sought... 








Spotlight on Steering 


By John Benedict 
Engineering Editor 
i ip direction of power steering 
development is toward a low- 
cost, greatly simplified integral-type 
design, installed as standard equip- 
ment on all cars. 


Pressure is being put on engi-| 


neers to improve designs, while re- 
ducing costs. The goal is more com- 
pact, less complicated units, man- 
ufactured by the latest production 
techniques. 

In buyer acceptance, power 
steering has captured the “lux- 
ury” market. The next target is 
the enormous volume potential to 
be realized when power steering 
is demanded as an essential 
standard part of cars, regardless 
of price class. 

Hydraulic booster location and 
initial steering effort are the im- 
portant design and performance 
questions still unresolved as power 
steering acceptance reaches the 
threshold of the mass market. Al- 
though there is considerable differ- 
ence of opinion on these points, the 
probable outcome of both contro- 
versies may be predicted by anal- 

ysis of trends discernible from a 
study of the latest developments in 
this field, 
* * - 

7" basic design choice between 

integral and linkage type units 
probably will be decided largely by 
economic factors, with the lowest 
cost design having the advantage at 
any given time. This conclusion is, 
of course, most applicable to cars 
in the lowest price bracket. 

In the long-range view, however, 
an all-important influencing factor 
undoubtedly will be the desire of 
engineers for power steering sys- 
tems that can be integrated with 
overall chassis design. 

A swing to integral installations 
is apparent as the second genera- 
tion of power steering units be- 
gins to make its appearance. The 





But Public’s Yen for Big Cars Hampers Engineers. . . 


Aero Design Research Pressed 


ONSTANT-VOLTAGE aair- 

stream plotters, radioactive iso- 
topes and diverse opinions—that’s 
what you encounter when you take 
the phrase “automobile aerody- 
namics” for a tour of engineering 
departments. 


The plant visits were the out- 





Test Setup— 


A typical automotive installation using 
radioactive particles for air-volume meas- 
urement is contained in this Ford. In the 
test, engine intake air is carried by duct- 
ing to the ion anemometer (large metal 
box on rear seat). Minute electric currents 
Produced by the charged particles are 
amplified by the instrument on the floor 
behind the front seat. 


growth of a discussion with an|equally spectacular advances in 
engineer friend, who said, “Six-pas- | horsepower rating. Nagler strongly 
Senger space requirements and believes that proper attention to 
public style preferencé make it im-| body shapes could bring about sig- 


possible for American automotive 
designers to do anything with aero- 
dynamic shapes. Anyway, aerody- 
namics isn’t of much importance 
at speeds under 90 or 100 miles 
per hour.” 


This was -quite a collection of 
controversial opinions on a sub- 
ject that has become topical re- 
cently with publication of General 
Motors’ report on the aerody- 
namic characteristics of its Fire- 
bird gas-turbine test vehicle. 


With car performance levels mov- 
ing upward year by year, it is only 
natural to wonder if manufacturers 
are making wind-tunnel studies in 
connection with development of 
their standard production cars. 

Nash was a natural starting 
point, since a Nash engineer, Larry 
Nagler, collaborated in 1950 with 
Prof. Kenneth Razak, of the Uni- 


versity of Wichita, to publish one! 
of the most recent reports on aero-| 


dynamic characteristics of Amer- 
ican passenger cars. 
o * ® 


In Lieu of Horsepower 
i THE postwar years, most cars 

have made spectacular gains in 
performance. But they’ve also made 


(Continued on Page 19, Col. 1) 








consensus of some of industry’s 
best-informed men on this subject 
is that the direction of power 
steering development is toward 
design as an integral car com- 
ponent, 


The steering effort or “road-feel” 
dispute has been popularized as the 
“full-time” versus “part-time” con- 
troversy. Basically, this disagree- 
ment is concerned with the relation 

(Continued on Page 20, Col. 3) 
* of * 





Combination Integral-Linkage Gear— 
Monroe Auto Equipment Co. is testing a new type of power gear in which a rack 
and pinion is mounted on the end of the steering column, with the end of the rack 


going directly into the linkage booster to 


actuate the valve. In most current linkage- 


type systems, the booster cylinder is actuated by the pitman arm. 


A NEW material for making die 
models and patterns will speed 
the production of new cars, accord- 
ing to Earle MacPherson, engineer- 
ing vice-president of Ford Motor 
Co. 

MacPherson said that the Ford 
engineering staff’s success in sub- 
stituting laminated and impregnat- 
ed mahogany board for the plain 
mahogany board normally used to 
make the wooden medels from 
which steel production dies are 
formed also will “result in a sub- 
stantial time and cost saving.” 

The mahogany veneer is im- 
pregnated with Synthetic resins 


‘Impreg’ Die Model Sequence— 


First step in making the new Impreg wood is illustrated by mahogany veneer strips | mented carbides. 


held by A. E. Vallier, manager of the Ford engineering staff's experimental fabricat- 


ing department. 


These thin pieces are impregnated with phenolic resin-forming 


chemicals and laminated into a board (center). End products like the door hinge side 
die model are so impervious to moisture that they don't warp, swell or shrink. 


Die Models Retain Shape 


Moisture Resistance of Impregnated Wood 
Solves 40-Year-Old Problem 





and laminated into board. Mac- 
pherson said the treatment great- 
ly reduces swelling, shrinking 
and moisture absorption in the 
wood, and increases its resistance 
to heat. 

Ordinary wooden die models and 
patterns may ‘Swell or shrink so 
much between the time they are 
built and the time they are used 
that they require resurfacing. This 
not only is costly, but.may result 
in loss of production by disrupting 
the precise timetable required for 
developing and manufacturing pres- 
ent-day automobiles. 

~ 7 7 
INCE the wooden models de- 
termine the shape of the steel 
(Continued on Page 29, Col. 1) 


‘Cemented Carbide 
Used on Automatic 


Bar Machines 


UCCESSFUL use of cemented 
carbides in multiple spindle bar 
; automatic machines has been re- 
| ported by engineers of Cone Auto- 
| matic Machine Co, and the Carbo- 
| loy department of General Electric 


Studies of the two firms indi- 
cate that automatic users may 
expect a greater return on their 
capital investment through pro- 
duction increases of as much as 
50 to 100 percent. 

Results thus far indicate that 
multiple tool setups of automatic 

machines are not barriers to ce- 


r WAS geen to be important 
that tool holders, as well as 
(See CARBIDE, Page 21, Col. 1) 
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Technical PERSONNEL CHANGES 





Appointment of Charles H, Craw- 


manufacturing manager prior to 


field sales and service personnel. 

In the company’s Detroit office, 
William A. Ilisley was promoted 
to district sales engineer. He for- 
merly served as sales engineer in 
the company’s home office. In the 
Springfield (Mass.) office, W. J. 
Sutherland was promoted to dis- 
trict sales engineer. He formerly 


| 


1954_ 


Pontiac has been announced by G. 
A. Delaney, chief engineer. He suc- 
ceeds R. R. Hutchison, who retired 
in June. 

Garlick joined Oakland Motor 
Car Co., predecessor to Pontiac, in 
1928 as a service representative. In 
1931, he was transferred to the 
technical data section of Pontiac 





front - mounted, double - reductio: 
heavy truck azle. He was electec 
president of Timken-Detroit Azl: 


Co. in 1919. In 1929, Rockwell 
Mfg. Co. was formed ‘and he as- 
sumed the presidency, which he 
held until 1947. 


Ross Gear & Tool Appoints 


engineering and advanced to de- 
velopment engineer in 1937. He be- 
came project engineer in 1942 and 
in 1950 was promoted to experi- 
mental engineer, which position he 
Osborn was promoted to district |held at the time of his new ap- 
sales engineer. Dean T. Pournas | pointment. 

succeeds Osborn as district serv- | ; * * * 

ice engineer. John J. Savignac 


was service engineer in that of- 
fice. John H. Burlingame has 
been appointed to that office as 
service engineer. 

In the Cleveland office, C. J. 


ford as plant manager of Colonial| his latest appointment. | 
Broach Co., 20601 Hoover Rd., De- oe Se 


troit, has been announced by Arvid Standard Pressed Steel 


O. Lundell, president. 
Names Villo, Fernsler 


Crawford, who was with Mack 
Truck Co. for 34 years, was plant Standard Pressed Steel Co., Jen- 
| kintown, Pa., has moved Joseph P. 


manager of Mack’s New Brunswick | 
(N. J.) plant at the time of his ap- | Villo and Frederick D. Fernsler into 


Leitner Manufacturing Chie 

Eugene E. Leitner has been ap 
pointed manufacturing vice - pres 
ident of Ross Gea: 
& Tool Co., La- 
fayette, Ind., ac 
cording to John 
E, Jarrell, com- 


pointment to the Detroit position. 


* * * 


Carboloy Appoints Jensen 
Manufacturing Manager 


Peter J. Jensen has been named 


manager of manufacturing in the 


Carboloy department of General 


Electric Co., according to K. R. 
Beardslee, general manager. 

Except for 22 months in the 
Army Ordnance Corps, Jensen has 
been manager of Carboloy’s Mich- 
igan sales district since Septem- 
bre, 1948. 

John A. Muldoon succeeds Jen- 
sen in that position. Muldoon, 


top division sales posts. 

Villo, formerly superintendent 
of form and finish, was appointed 
division manager of aircraft and 
allied products, Fernsler, who 
was manager of production con- 
trol, was made manager of the 
Unbrako-Flexloc division. 

+ + + 


‘American Wheelabrator 


Promotes, Adds to Staff 
American Wheelabrator & 
Equipment Corp., Mishawaka, 
Ind., manufacturer of blast clean- 
ing machines and dust and fume 
control equipment, has made nine 


Mechanical Engineers’ Group 





has been appointed to the firm’s 
Milwaukee office as a district 
service engineer. 

Robert E. Gallatin was appoint- 
ed district sales engineer at Mi- 
shawaka. Harold Groh was made 
district service engineer to suc- 
ceed District Service Engineer 
Bruce Berger, who has been pro- 
moted to the home office engi- 
neering department. 

+ * * 


| Pontiac Appoints Garlick 


Assistant Chief Engineer 
The appointment of Mark J. Gar- 





Gives Rockwell Fellowship 

Willard F. Rockwell, board 
chairman of Rockwell Mfg. Co., 
has been elevated to the grade of 
Fellow in the American Society 
of Mechanical Engineers. 

Rockwell thus joins a select so- 
ciety of fewer than 400 engineers, 
out of a total membership of 38,- 
000, who have been named Fel- 
lows in ASME. 

Rockwell began his active en- 
gineering career in 1908. His 
greatest engineering achievement, 
first conceived in 1919, was the in- 


pany president. 
Leitner’s mMman- 
ufacturing experi- 
ence includes 
service with Gen- 
eral Motors, Borg- 
Warner Corp. and 
‘ Murray Corp. He 
E. E. Leitner also served sev- 
eral years with Briggs in England. 
+ * + 


Armstrong Cork Shifts 


Paiste, Potts and Smith 
Changes in the general staff or- 

ganization of the industrial division 

of Armstrong Cork Co. have been 











promotions and additions to its | lick as assistant chief engineer of| vention and development of the | announced by W. B. Tucker, gen- 
a eral sales manager of the industrial 

division. 

D. P. Paiste has been named as- 
sistant general sales manager of 
the division. C. T. Potts has been 
made manager of the felt and 
fibrous products department. D. M._ | 
| Smith has succeeded Potts as man-_ | 
| ager of the shoe products depart- 
| ment. 


who joined Carboloy in 1937, was 








* * * i 
| Denison Engineering Lifts | 
Norris, Krepps and Hyatt 

Three executive promotions 
have been announced by W. C. 
Denison, president of Denison 
Engineering Co., Columbus, O., 
maker of hydraulic presses and 
components, They are: 

Paul W. Norris, director of 
sales; Robert H. Krepps, sales 
manager, and Robert R. Hyatt, 
director of industrial relations. 


Hyatt Picks K alchthaler 


As Chief Engineer 


Carl W. Kalchthaler has been 
named chief engineer for the Hyatt 
Bearings division of General Mo- 
tors Corp., suc- 
ceeding H. Ralston 
Gibbons, who has 
been named tech- 
nical assistant to 
the general man- 
ager, Donald L. 
Boyes. 

Kalchthaler, who 
has been with the 
company since 
1925, was assistant 
to the general 
sales manager of 





THE NUMBER 25877 on the bearing cone — coupled 
with 25821 on the cup—cam mean more than a handy 
way to identify a tapered roller bearing of a certain size 
commonly used on rear wheels. With the trade-mark 
‘“‘Timken®” also stamped on the bearing, it does mean 
more; it’s worth a thousand well chosen words about the 
extra quality and service you get. 


One number that’s 
worth a 
thousand words 








Cc, w. Kalehthaler 
the Harrison (N.J.) plant prior to 
his latest appointment, Gibbons, 
| who joined Hyatt in 1922, has been 
| chief engineer since 1950. 

*K + - 


WE MEASURE ONE MILLIONTH OF AN INCH with this 
machine, recording contours and smoothness of circular surfaces. Such 
research helps make Timken bearings truer, smoother. Result: they 
give quieter, longer-lasting performance in your car’s moving parts 


—the vital zone. ‘Tour Names Fischer to Head 


| Metallurgical Department 

The appointment of George J. 
Fischer as director of the metal- 
lurgical department of Sam Tour 
& Co., Inc., New York, has been 
announced by Sam Tour, pres- 
ident and general manager. 

Fischer, according to Tour, will 
| be concerned particularly with 
| the supervision of metallurgical 
| activities. He formerly was with 
Western Electric. 


Dunlop Aepatin McChesney 


To Top Engineering Post 

Dunlop Tire & Rubber Corp. has 
| appointed Cc. S. McChesney chief 
| engineer of its 275-acre plant in 
Buffalo. 

McChesney, act- 
ing chief engineer 
since last Decem- 
ber, has been with 
Dunlop for the 
past 31 years, 
serving succes- 
sively as drafts- 
man, chief drafts- 
man and, since 
1928, superintend- 

. ent of engineer- 
C. 8. MeChesney ing. 

Since joining the company, he 
has obtained 29 patents on equip- 
ment for the manufacture and pro- 
cessing of tires, latex foam, golf 
and tennis balls. 


sesoanenietie youre 








SOME OF THESE REJECTS might have performed well 
in your car. But we take no chances with your Timken bearings. 
Failure to pass any one of the many exacting quality checks — even 
by the slightest margin— means the scrap bin. Specify ‘"Timken’’ 
as well as the bearing number. For fu// value, use a Timken bear- 
ing cup with a Timken bearing cone. The Timken Roller Bearing 
Company, Canton 6, Ohio. Canadian plant: St. Thomas, Ontario. 


NO OTHER BEARING MAKER can watchdog 
quality every step of the way — from melt shop through 
final bearing inspection. That’s because we’re the on/y 
bearing company in the U. S. A. that makes its own steel. 
Produced in our own mill in nine huge furnaces — all of 
them electric, three brand new—Timken bearing steel is 
the finest made. 
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- TIMKEN is number 1 for VALUE where value counts most... in the vital zone 


TRADE MARK REG. U.S. PAT. OFF. 


NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL 6 AND THRUST =(@~ LOADS OR ANY COMBINATION H- 
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20B FACTORY 


New Transmission 


To Appear in 1955 


( YHANGES in the 1955 cars will not be confined to striking 
A new body lines, wrap-around windshields and flashing 
new chromium and multi-tone paint jobs. 

There will be at least three new V-type engines. 

A new transmission development may pave the way for 
a series of future transmis-® gge 5 
sion designs that could turn| shaped, two-tone paint treatment 








run, the most profitable way of working quietly on a number of 
looking at the automobile industry. new transmission devices. The first 
The question is sometimes asked, | of these new devices is looked for 


“What is the most important single 
development in the industry’s fu- 
ture?” This question will have to 
be answered, “Making driving eas- 
ier, more efficient and safer.” 

Those who take the longrun 
view of the industry are unable 
to agree as to whether new 
powerplant or new transmission 
developments are likely to be 
the most important future en- 
gineering advances by the auto 

industry. 

There is no doubt that the gas 
turbine has stirred up new activity 
on reciprocating engines. The 
champions of the gas engine have 
not given up although their answer 


in 1955. However, other important 
new devices are expected to follow 
|@ year or two later. Many auto 
| qageneete consider recent trans- 
mission developments extremely 
important forward steps. 

Actually, what is taking place 
| is a multimillion doliar effort to 
| develop an ideal power train that 
is more efficient and more re- 
sponsive to all driving conditions, 
and cheaper to build than any 
in existence at the present time. 


While this goal may seem a 
long way off, Detroit engineers 
who are familiar with the work 
now going on argue strongly that 


| 
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Cross Sworn In— 


almost as important| of the Starfire convertible and 
out to be — _ Fiesta coupe is expected to have a 


large number of imitators. 
* * * 


Looking Ahead 


OOKING farther down the road 
than 1955 models is actually 
the most reliable and, in the long 


as the introduction of the first 
automatic drive. 


Higher horsepower for several 
of the cars in the high-price field 
are certain as a result of the hotly 
competitive sales battle. Important 
developments in braking are ex- 
pected. The question is whether 
1955 or some later date will see the 
introduction of several of these 
new devices that are known to be 
well advanced, 

General Motors already is sup- 
plying nearly one buyer out of 
four with power steering. The 
power steering curve for Chry- 
sler Corp., Ford Motor and other 
producers is rising steadily. The 
best guess now is that more than 
a million cars to be built this | 
year will have power steering. 


Power steering will undoubtedly | ~ 


be added as standard equipment 
to several of the higher-priced | 
lines during 1955. 

Success of the Oldsmobile V-| 





Engineers Link 
Carburetor Icing 
To Fuel Volatility 


ATLANTIC CITY.—Engine stall- 
ing due to carburetor icing was 
described recently before the So- 


ciety of Automotive Engineers as |! 


an infrequent but annoying habit 
of the gasoline motorcar. 

The report, entitled “The Carbu- 
retor Icing Tendencies of Some 
Present-Day Fuels and Engines,” 
was prepared by W. P. Dugan, of 
Sun Oil Co., and H. A. Toulmin, 
of Ethyl Corp. 

The formation of ice in the car- 
buretor, the authors pointed out, 
will cause an auto engine to stall 
during its warmup period. The en- 
gine stalls because the ice buildup | 
in the carburetor tends to shut off | 
the flow of air when the throttle | 
is closed. | 

The ice forms because the fuel, | 
in vaporizing, has a refrigerating | 
effect on various metal parts of 
the carburetor. | 

Tests on six 1953 engines revealed | 
that changes in fuel volatility af-| 
fected stalling due to carburetor | 
icing. Higher-volatility fuels were 
most conducive to ice formation. 
Anti-icing additives in the gasoline | 
may remedy the situation, accord- | 
ing to the engineers. 

It was stated that stalling due) 
to ice formation occurs only above | 
30 and below 50 degrees Fahren- 
heit. Stalling ceased when relative | 
humidity dropped below about 70 
percent. 





Inventor Cites Need 


For Creative Design 

PITTSBURGH. — Crosby Field, 
president of Flakice Corp., told 
engineers at the semiannual meet- 
ing of the American Society of Me- | 
chanical Engineers that “an inven- | 
tion usually embodies only one way 
of accomplishing a result; to ignore 
the other possible methods is to 
invite competition, frequently from 
a superior method.” 

To prove his point, Field cited 
the nearly 100 manufacturers of 
steam-powered vehicles who fell 
before the competition of the in-| 
ternal combustion engine. Creative | 
engineering, Field said, was “the 
act of creating a new visualization 
of an application of established en- 
gineering principles.” 


Butterworth Gets Deal 


Henry Butterworth, a veteran 
of 30 years in the auto business, 
is now handling Studebaker in 
Philipsburg, Pa. The dealership 
operates under the name of But- 
terworth Motors. 








to the challenge of the gas turbine | § € mobili 
will probably not be known for | ideal power train combination can 


several years. be anticipated within the next five 


| Transmission Advances 


something closely resembling an 


¢ @ | years. When this goal is attained, | vice-president of Cross Co., 








A Glass of Water Explains How 


Holley Engineers Took the 
Stalling Out of Sudden Stops 


The simple thing you’ve seen a 
hundred times—a full glass of water 
spilling over the sides when carried 
—explains the reason for a common 
driving annoyance. Abrupt stops 
and fast starts frequently cause en- 
gines to miss or stall. The reason: 
the same spilling action in a glass 
of water occurs in ordinary carbu- 
retors with off-set fuel bowls. 
Abrupt stops and starts pull gasoline 
away from fuel intakes, starving the 
engine, or spill quantities of gas into 
the manifold, flooding the engine. 


Holley, working closely with 
automotive engineers, designed the 
first concentric type carburetor. 
Again, the basic theory comes from 
a glass of water. The depth of the 
water over the center of the bottom 
of the glass will remain the same 
even when the glass is tilted at ex- 


treme angles. Thus, by locating all 
fuel intakes at the-center line of the 
fuel bowl, the engine is always 
assured of the proper amount of 
gasoline during fast stops, fast starts, 
on sharp turns, or when starting on 
a steep grade. Similarly, the location 
of the fuel intakes close to the ven- 
turi in the Holley off-set bowl car- 
buretor has reduced this driving 
annoyance on volume cars. 


Holley’s proven experience in 
designing increasingly efficient car- 
buretors to meet the requirements 
of modern engines has produced a 
record of “firsts” unmatched in the 
industry. So—if you’re wondering 
how to do a job of fuel metering 
better and more efficiently, call 
Holley’s Carburetor Engineers. Let 
them listen, test, recommend and 
design. 


| it is predicted, all motor vehicles 
| will undoubtedly have automatic 
IMILARLY, the industry’s trans-/| transmissions, including commer- 
mission engineers have been | cial vehicles. 


MOTIVE NEWS every week! 


A glass of water explains engine 
stalling during quick stops and 
difficult starting when parked 
on angles. When tipped or 
carried, water spills over the 
edge of the glass. 


Much the same action takes 
place in the fuel bowl of a stand- 
ard carburetor. An abrupt stop 
or start changes the fuel level 
forcing gasoline into the mani- 
fold, flooding the engine, or— 
pulls gasoline away from fuel 
intakes, starving the engine. 


wel 


The solution to the problem is 
also graphically explained by 
the water glass. The depth of the 
water over the center of the 
bottom remains the same, no 
matter which way the glass is 
tilted. 












X 


By locating fuel intakes at the 
center line of the carburetor 
fuel bowl, the engine is always 
assured of the proper amount 
of gasoline for smooth, efficient 
performance. This is called true 
concentric carburetion. Holley 
Centrie Flo and Centri* Quad 
carburetors are true concentric 












VAN DYKE, MICHIGAN 


WORKING WITH AUTOMOTIVE ENGINEERS TO 
INCREASE STANDARDS OF PERFORMANCE AND 
ECONOMY FOR MORE THAN HALF A CENTURY 





Secretary of Commerce Sinclair Weeks 
(left), swears in Ralph E. Cross, executive 


assistant administrator of the Business and 
Defense Services Administration. 


More than 100,000 persons read AUTO- 
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Engineering and Production 
New Products 








Aluminum Locknut 
Manufactured in 


24 ST Material 


The 105FS is a self-locking nut made 
of 24ST aluminum. It is said to meet 
minimum tensile requirements for steel 
nuts, at only about one-third the weight. 

Designed for use on steel bolts at 
temperatures ranging up to 250 degrees 
Fahrenheit, the nut complies with speci- 
fication AN-N-5b. Standard Pressed Steel 


Co., Jenkintown, Pa. 
- * + 





Coupling Unit Gives 
Overload Protection 


An adjustable coupling which pro- 
vides overload protection for machinery 
drives with direct-connected shafts is said 
to combine the features of an adjustable 
slip-clutch overload device and flexible 
coupling. 

The Torque Limiter coupling unit can 
be adapted to motor drives with torque 
loads up to 260 ft. Ib., which include a 
direct-coupled motor or motor and speed 
reducer combination. Morse Chain Co., 


7601 Central Ave., Detroit, 10, Mich. 
= 





Optical Measuring 
Instrument for 


Small Dimensions 


The Pee Gee Pocket Comparator, is said 
fo measure extremely small parts or mi- 
nute dimensions on large parts. 

It can be used in the tool room and in 
production as well as for the inspection 
of bubbles, blow holes, cracks or other 
flaws in die castings, plastic molded parts 
or glass parts. National Tool Co., 11200 
Madison Ave., Cleveland 2. Oo. 


Miniature Machine Clutch 
For Triple Function 


A new series of miniature clutches for 
overrunning, backstopping and indexing 
is offered in four models. 

The clutches meet the demand for small 
clutches of high-torque capacity, long life 
and minimum maintenance, according to 
Formsprag Co., 23601 Hoover Rd., Van 
Dyke, Mich. 


Silastic Reluwenee Guide 
Lists 30 Stocks, Pastes 


Silastic Facts 9-334 is a reference guide 
to 30 of the most popular stocks and 
pastes. it is published by Dow Corning 
Corp., Midland, Mich. 

The guide describes each silicone rubber 





raw stock, giving its leading character- 
istics, useful temperature range, suggested 
applications and recommended fabrication 
methods. 


Fastener for Unthreaded 
Studs and Rods 


This arched spring steel fastener which 
slips over unthreaded studs or rods, is 
for use on nameplates, moldings and other 
light parts. Spring tension pulls parts to 
base and gripping tangs hold tightly 
against rattling or loosening effects. 

Designated as Type F Pushnut, it is 
available for 3/32, Ye and 3/16-inch 
studs. Painut Co., 61 Cordier St., Irving- 
ton, N. J. 


ee 


Buffing Compound 
Applicator Offered 


An air-operated automatic buffing com- 
pound applicator is said to accommodate 
bars up to 10 inches wide. 


Designated Model 610, it can be in- 
stalled on all types of buffing machines. 
Among its features is its ability to feed 
any number of strokes per minute. George 
L. Nankervis Co., 19255 W. Davison Ave., 
Detroit 23, Mich. 












Arc Welder Features 


Air-Cooled Engine 


With the addition of this 250-ampere 
DC are welder with a four-cylinder air- 
cooled engine, a choice of liquid or air- 
cooled engine driven welder is offered 
by the maker. 

The generator of the new unit is the Mul- 


ti-Range type. Hobart Bros., Co., Troy, O. |- 


* * * 





Centrifugal Switches 
With Larger Capacity 


Three new models of the Syncro-Snap 
line feature larger capacity and are suit- 
able for use on units rated as high as 
five horse-power. 

The switch can be used as compressor 
unloader, gas engine speed control and 
limit and sequence control for over and 
underspeeds. Torq Engineered Products, 
Inc., Interstate St., Bedford, O. 










Washing Machine Handles 
400 Castings an Hour 


This automatic indexing fixture type, 
three-stage industrial washing machine is 
said to clean 400 automatic transmission 
castings per hour. 

The “pin-point’ washing action is 
achieved through high-pressure nozzles 
which clean and flush each passage. Inter- 
national Conveyor & Washer Corp., 652 
E. Fort St., Detroit 26, Mich. 





Versatile Conveyor 
Accommodates Variety 
Of Direction Changes 


The Flex-Bend conveyor can be curved 
horizontally to right or left on a minimum 
radius of 54 inches. Dips and rises in the 
floor can be compensated for by the six 
inch height adjustments provided in each 
caster wheel. 


Components permit build-up of assem- 
blies of any desired length. Belt widths 
are 12, 18, or 24 inches. Load capacity is 
50 pounds per running foot. R. T. Sheehan 
Co., 8070 N. Territorial Rd., Plymouth, 
Mich. 

+ . * 


Raybestos Catalog Gives 


Friction Material Facts 


Raybestos-Manhattan, Inc., 6010 North- 
west Highway, Chicago 31, Ill., has issued 
a 44-page book covering brake linings 
and blocks, clutch facings, friction materials 
in special shapes and sintered metal fric- 
tion materials. 

Labeled Bulletin No. 500, it contains a 
listing of more than 50 brake linings and 
blocks, 31 clutch facing materials and 19 
sintered materials. 






Belt-Polishing Unit 


On Single Base 


The Bader Space Saver is a single- 
based polisher which is said to eliminate 
tracking problems and minimize needs for 
adjustment during operation. 

Tracking and belt tension remain unaf- 
fected by a change in working height. A 
spring device maintains tension regardless 
of load, according to Stephen Bader & 
Co., Rockville Centre, N. Y. 


Morris Booklet Gives 


Data on Power Brushes 


“Production Proven Power Brushes” is 
the title of a 16-page catalog published 
by C. W. Morris Co., 10628 Cloverdale, 
Detroit 4, Mich. 

It contains data on de-burring, rough- 
ing, stripping, finishing, polishing, and 









removing rust, scale and corrosion. Illus- 
trated are models up to 15-inch diameter. 


* * * 





Lever-Operated Blades 
Raise Efficiency 
Of Metal Shear 


The Canton Billet Shear uses the prin- 
ciple of fulcrum and lever to make heavy 
cuts with a relatively small power input. 
Cutting operation is performed with a 
mechanical advantage of five to one. 

Uses include production shearing of 
metals in rounds, squares, flats, angles, 
channels and !-beams. Knives 36 inches 


long may be installed for versatility in 
the types of material cut. Hill Acme Co., 
Canton Div., 1201 W. Sixty-fifth St., Cleve- 
land 2, O. 





Unusual Design Gives 
Universal Coupling 
Long Life Expectancy 


An inexpensive universal coupling with 
an unusual equalateral tri-lobe shape on 
its driving members is said to have good 
service life on installations with maximum 
allowable misalignment. 


Functional advantages claimed by the 
maker include: Eight-degree angular ro- 
tational displacement, self-centering driv- 
ing members and high-load-carrying ca- 
pacity. Mechanical efficiency is stated to 
be higher than that of comparable units. 
Sizes range up to five inch diameter. 
Kerns Mfg. Corp., 45-18 Court Square, 
Long Island 1, N. Y. 

* * 


Alcoa Booklet Deals 
With Impact Extrusions 


A booklet on impact extrusions has 
been published by Aluminum Co. of 
America, 724 Alcoa Bidg., Pittsburgh 19, 
Pa. 


Alcoa impacts are one-piece, seamless, 
semi-hollow or solid parts with forged 
bases and one or more extruded side 
walls. 


Electric Towing Tractor 
Added to Clark Line 


The Electric Clarkat, newest addition to 
Clark's line of materials handling equip- 
ment, is an electric towing tractor with a 
normal drawbar pull of 600 pounds. 


It comes in two models: the Clarkat-24 
and Clarkat-30. Among its features is an 
automatic magnetic - controlled electrical 
system. Clark Equipment Co., Battle Creek, 
Mich. 


Metal Stair Tread 
For Safe Footing 


The Coroweld is offered for outdoor 
industrial stair treads where weight, safety 
and economy are of importance. The open- 
ing diamonds are 3% by 2% inches 
in size. 

It is manufactured by Bustin Firm-Grip 


Grating Corp., Dover, N. J. 
* * * 





Quick-Drying Patch 


For Concrete Floors 


Kwik-Roc is a compound in powder form 
which when mixed with water is poured 
into the hole or crack, and leveled with 
the surrounding floor. It is said to dry in 
45 minutes. 


Left picture shows maintenance man 
preparing to fill hole with compound. Five 
minutes later, patch has been laid. Sun 
Chemical Corp., Long Island, City, N. Y. 

* * * 





Metal and Plastic Bonding 
Adhesives Offered 


Two new structural adhesives for bond- 
ing metal to metal and metal to plastic 
are being offered. The illustration shows 
aluminum bonded to glass-reinforced, sili- 
cone-impregnated board. 


Bondmaster M615, for normal tempera- 
ture use, is said to yield shear strengths 
of up to 3,500 psi. Bondmaster M616 is 
claimed to give shear strengths up to 
3,000 ps. at 180 degrees Fahrenheit, while 
maintaining its flexibility. Rubber & As- 
bestos Corp., 225 Belleville Ave., Bloom- 
field, N. J. 













Air Control Valve 
Has Built-In 
Cut-Off Device 


The lifeguard “senses” valve malfunc- 
tioning and shuts itself off when any cor- 
ponent fails to operate normally, accor- 
ing to the maker. Main valve air pressur.s 
range from 30 to 125 pounds per squca ¢ 
inch, at operating speeds to 600 cyci-s 
per minute. 

A cut-off unit is attached to the pi 2 
section casting. It stops the air flow °° 
the pilot section in case of failure of cy 
valve part. Ross Operating Valve Co., 1-9 
E. Goldengate, Detroit, Mich. 
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Bat Public’s Yen for Big Cars Hampers Engineers . . . 
Aero Design Research Pressed 


(Continued from Page 15) 


nificant increases in performance 
without added horsepower. 

These gains are not necessarily 
limited to the “high-speed” ranges. 
Test data taken at Wichita show 
that power required to overcome 
air resistance made up the major 
portion of total power required 
above 47 m.p.h., even for the most 
efficient aerodynamic automobiles 
tested. 

At 60 m.p.h., as much as 64 per- 
cent of the total engine power de- 
veloped was used to overcome air 
drag. Magnitude of the potential 
power savings from efficient de- 
signs is indicated by results that 
show the car with least drag did 
over 20 percent better than the 
average of 14 cars tested. 

Meade Moore, Nash research 
vice-president, speaks for a large 
number of men in the industry 
when he points out that past ex- 
perience with aerodynamic shapes 
in this country shows such cars 
to have been lacking in sales ap- 
peal. The big hurdle thus far 
barring the way to appreciable 
reductions in wind drag has been 
the combination of public styling 
preferences, and the spacious, 
six- passenger interiors which 
must be provided. 

Moore’s opinion is that a trend 
to compact four-passenger cars 
someday may develop to rival the 
present dominating “big - package” 
concept. Such a swing in public 
taste could open the door to ad- 
vanced aerodynamic styling that 
would provide important reductions 
in power requirements even at 
speeds from 50 to 70 m.p.h. 

Ford Motor Co.’s engineering 
staff is just as much interested in 
the air flowing into various body 
openings as it is with the air mov- 
ing around the body. Some of the 
scientific methods used by Ford 
engineers to plot distribution pat- 
terns and measure air volumes are 
advanced beyond anything pre- 
viously reported in use by the au- 


tomotive industry. 
* » 2 


Field-Flow Plotter 


a Engineer Robert 
Roggenbuck described a tech- 
nique for preliminary evaluation of 
grille models by electronically trac- 
ing air- flow lines on a cross-sec- 
tion diagram of car body and grille 
opening. 

Air-stream distribution patterns 
are predicted by plotting electrical 
equipotential lines around a silver- 
painted silhouette on a carbon-gra- 
phite coated glass plate. 

An advanced technique adapted 
from aircraft engineering practice, 
the method makes use of the elec- 
trical analogy to obtain results in- 
expensively, in a few days, that 
otherwise would take weeks of 
wind-tunnel testing. In principle, 
the so-called Field-Flow Plotter is 
based on the idea that air flow 
around a body can be simulated 
by lines describing electrical flow 
around an isolated conductor. 

The carbon-graphite coated 
glass plate functions as a large, 
flat resistor. The car silhouette, 
painted in with silver paint, is 
an electrical-conducting area su- 
Pperimposed on the plate. 

In operation, an electrical poten- 
tial (typically 100 volts) is imposed 
transversely across the plate. A 
servo-controlled probe then makes 
a series of longitudinal passes along 
the plate, tracing out lines of con- 
stant electrical potential. 

The influence of the silver paint 
is felt in shorting out a portion of 
the field, thus disturbing the con- 
stant-potential lines. The key point 
here is that current lines enter the 
conductor (silver paint) at right 
angles to the point of entry—and 
the voltage at that point aligns 
itself perpendicular to the current 
lines. 

Principal use of the instrument 
has been in comparing the distri- 
bution patterns of air flow into 
Various grille designs. The tech- 
nique, however, is adaptable to the 
full scope of aerodynamic studies, 
ranging from torque - converter 
blading to automobile body con- 
tours. 

” * * 


lon Anemometer 


MANY phases of automobile 
design and testing, it is neces- 


r 





sary to know how much air is 
moving past a given point, or into 
an opening. Conventional instru- 
ments, such as pitot tubes, often 
are not entirely adaptable to these 
problems, because of inaccessibility 
of critical areas under investiga- 
tion—or because normal air veloci- 
ties in these regions are below that 
at which such devices are effective. 
Arthur Smith, research engineer 
in charge of the Ford engineering 
staff’s radioactive-isotopes labor- 
atory, told how radioactive ma- 
terials were being utilized to 
ionize air particles, for use in 

measuring air-flow volume with a 

high degree of precision. 

In passing over a silver strip 
coated with radium D (radioactive 
lead), a portion of the air particles 
is ionized, or receives a negative 
charge. Further downstream, the 
charged atoms are collected at 
another series of plates. 

Since the number of ionized parti- 
cles collected is proportional to air 
flow, the total air volume in cubic 





feet per minute is readily computed 
after an electronic instrument is 
used to count the tagged particles. 

In theory, the idea is deceptively 
simple. But, as Smith said, the 
difficulty comes in designing, build- 
ing, calibrating and using the var- 
ious test setups. 

One application of this tech- 
nique has been in measurement 
of air volume passing into the 
carburetor air intake. It also has 
been useful in studies made in 
connection with air-conditioning 
system development. 

The method of using tagged 
particles potentially has many uses 
in automotive engineering. For ex- 
ample, Smith said that the isotopes 
could be adapted readily to meas- 
urement of air volume into grille 
openings, if desired. In addition, 
there undoubtedly will be a number 
of future possibilities for using the 
new technique as an aid to aero- 
dynamic studies, where it fre- 
quently is desirable to know the 





Flow Plotter— 


Bob Jeska, Ford research engineer, op- 
erates a Field-Flow Plotter to trace equal- 
voltage lines used to study distribution of 
air flowing into a radiator grille opening. 


exact velocity of air moving over 
a particular area on the body. 
es ¢ * 


Stability Problem 


A TENDENCY toward high-speed 
instability in aerodynamically 
“clean” cars was a design problem 
mentioned by virtually everyone 
contacted. Prof. W. E. Lay, in 
charge of the automotive laboratory 
at the University of Michigan, said 
that such problems were caused 


19 


largely by sensitivity of the aero- 
dynamic designs to sidewinds, 

Lay noted that aerodynamic sta- 
bility investigations were consider- 
ably different for automobiles than 
for aircraft. Forward speeds of air- 
craft usually are sufficiently high to 
virtually align resultant winds with 
the fore-and-aft axis. Due to the 
lower average speeds of cars, side- 
winds produce resultant winds that 
may vary in angle considerably 
more than those striking aircraft. 

Another difference is that an 
aircraft assumes a “crab” attitude 
in a crosswind. Stable aircraft 
tend to align themselves with 
streamflow. Automobiles, on the 
other hand, should have a negligi- 
ble tendency to yaw in sidewinds. 

Findings published by Lay last 
year in a Society of Automotive 
Engineers paper were that “the 
greater the distance between the 
center of pressure and center of 
gravity, the greater the tendency to 
yaw, and the poorer the aerody- 
namic stability of the car. The cen- 
ter of pressure location for winds 
from any angle depends upon the 
car shape. 

“In a side view, the larger the 
percentage of cross-sectional area 
forward of the center of gravity, 
the farther forward the center of 

(Continued on Page 30, Col. 3) 
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e better performance 
e better gas mileage 
e reduced service expense 





Today it’s more important than ever that car and truck manufacturers 
take every precaution to prevent vapor lock in their vehicles. Modern 
design and more volatile gasoline contribute immeasurably to in- 
creased power and speed; but in achieving these desirable goals heat 
problems are sometimes increased to the point where vapor lock oc- 
curs. Then, gas mileage is reduced, gains in power and speed are nulli- 
fied, and worst of all, if vapor lock occurs frequently, exhaust valves 
burn out and expensive overhauls are necessary. 


Fortunately car and truck manufacturers can now guard 
against this hazard. By installing Bendix* Electric Fuel 
Pumps, vapor lock can positively be prevented and the 
efficient performance built into the vehicle will be de- 
livered under every operating condition. 

In today’s competitive market, here is small investment 
that will pay big dividends in increased customer satis- 
faction. Descriptive folder available on request. 


PREG. U.S. PAT. OFF, 


ECLIPSE MACHINE DIVISION 


Elmira, New York - Division 


Bendix 
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Alcoa Book Gives | 
Welding Data 


PITTSBURGH. — New develop- 
ments in the science of welding 
aluminum are described by Alumi- 
num Co. of America in a manual 
entitled, “Welding Alcoa Alumi- | 
num”, 

The 176-page book devotes special 
attention to selection of welding 
method, performance of welds, 
welding of aluminum castings and 
control of welding quality. 

Copies are available on request | 
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from Aluminum Co. of America, 733 
Alcoa Bldg., Pittsburgh 19, Pa. 





Stampings Booklet 
The Pressed Metal Institute has 
republished its 32-page booket called 
“Facts About Stampings.” It is said 
to assist in the solution of detailed 
problems in designing and rede- 
signing parts for metal stamping 
products, Copies may be purchased 
for 50 cents from Pressed Metal In- 
stitute, 2860 E. One-hundred and 

thirtieth St., Cleveland 20, O. 
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For Speedy... Economical Assembly 
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Ideal for Hard-To-Get-At Places 
.--Will Not Work Loose or Rattle! 


Whether you’re designing a product or 
building it, the Midland Welding Nut 
is the answer to the problem of accurately 
and securely fastening metal parts into a 
main assembly . . . speedily, economically. 

It is welded to the parts so that a bolt 
can be turned into it without the need 
for any device to hold it and keep it from 


turning. 


This frequently means that one man 
can do the work of two, for with an 


ordinary bolt and nut one man 


has to hold the nut in place while a 


Welding Nuts 





usually 


second man turns the bolt into it. 


* Midland Welding Nuts are perfect, 
too, for those hard-to-get-at places in 
assembly operations. Welded in advance 
to those inside spots where it is difficult 
—or impossible—for hands or tools to 
reach, Midland Welding Nuts hold fast 
while bolts are turned into them. 


Write or phone for com- 
plete information today! 





ENGINE MOUNT 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue 


Detroit 11, Michigan 


Export Department: 38 Pearl St., New York, N.Y. 
Manufacturers of 


AUTOMOBILE AND 
TRUCK FRAMES 


AIR AND VACUUM 
POWER BRAKES 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 


Headed for Standard Int 


1 Installation .. . 





(Continued from Page 15) 
between steering effort and steer- 
ing effect. 


* * * 
Full-Time 

OrE group of engineers advocates 

that a constant ratio of driver- 
effort to power-boost be maintained 
at all times. On the Gemmer Hydra- 
guide and Chrysler Coaxial designs, 
for example, the driver applies ap- 
proximately 20 percent of the effort 
and the power unit provides the ad- 
ditional 80 percent. Hydraulic assist 
begins immediately when the driver 
starts turning the steering wheel. 

Charles Hammond, engineering 
vice-president, Gemmer Mfg. Co., 
strongly favors the fully propor- 
tional system, He makes a distinc- 
tion between steering effort and 
road-feel, two terms which often 
are used interchangeably in power 
steering discussions. 

Hammond points out that 
everyday driving calls for an au- 
tomobile to be controlled with a 
fair degree of precision. This re- 
quires fine coordination of eye, 
hand and applied muscular effort. 

| In most tasks requiring such ex- 
| acting control, accuracy of the 
operation is improved as physical 
effort is reduced. The finest de- 
gree of precision is gained under 
conditions where effort is neglig- 
| able. 

Speaking for Chrysler Corp. engi- 
neers, Dave Dillman agrees that it 
|is advantageous to have a contin- 
uous relationship between steering 
|effort and steering effect, with ap- 
plied hand wheel effort always pro- 
| portional to resistance at the road 
| wheels. 

In both the Gemmer and Chrysler 
designs, road-feel is provided by a 
hydraulic reaction chamber that 
| supplies slight turning resistance in 
proportion to the steering load at 
the road. The driver “feels” the 
road, with forces on a reduced scale 
that avpid tiring his arms or 
shoulders. 

Dillman believes the fully propor- 
tional action is particularly bene- 
ficial during stretches of straight 
| driving, and in turns that require 
| guiding a car through the contin- 
uous sweep of a long curve. Dill- 
man, Hammond and other propo- 
nents of “full-time” systems object 
'to so-called “part-time” designs; 
| because, they say, most driving is 
done with steering wheel rim effort 
on the borderline between full man- 
ual operation and partial power 
| assist. 











* * * 


Part-Time 

NGINEERS at General Motors 
Corp. and Ford Motor Co. are 
|in the sizable group supporting the 
|other school of thought. They ob- 
| ject to the implications of the term 
|“part-time”—and assert that their 
| designs supply hydraulic assistance 
| “when needed.” 

Hans Matthias, an executive en- 
gineer on the Ford Engineering 
Staff, believes that the driver has a 
natural feel of the 
road and gains a 
sense of security 
when he supplies 
the slight unas- 
sisted manual ef- 
fort needed to ini- 
tiate turning of 
the wheel. 

Hydraulic as- 
sistance comes 
into effect only 
after a “finger- 
tip” pull of H. A. Matthias 
about three to seven pounds (de- 
pending on the installation) is 
exerted on the steering wheel. 

Most power steering systems, 
with the notable exception of those 
on Chrysler Corp. and Packard au- 
tomobiles, are designed with this 
idea in mind. 

Designers of “part-time” systems 
obviously believe that steering ef- 
fort is closely related to road-feel, 
particularly in the very low ranges 
|of wheel rim pull. They say that 








Davies Buys Out Stumpf 

H. H. Davies, who recently re- 
tired as a Colorado district court 
judge, and his son, Harold H. 
Davies have purchased Stumpf 
Chevrolet, in Glendora, Calif., from 
Otto Stumpf. W. H. Gaut has been 
appointed sales manager. 








= | neering staff. 
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steering can be made “too easy’— 
and that an over-sensitive wheel 


may tend to cause over-control, 


* * * 


Ratio Trends 

TEERING ratios are, of course, 

an important topic in any dis- 
cussion of the design and perform- 
ance of an automobile steering sys- 
tem. Opinions on ratios appear to 
be about as divergent as those on 
steering effort and road feel. 

Chrysler voted for an immediate 
drop in ratio. General Motors made 
no ratio change in their first power 
steering cars, and now is expected 
to continue the gradual reduction 
begun in more recent models. Ford 
thinking differs somewhat from 
either of its two principal com- 
petitors. 

With power steering, the ratio of 
Chrysler cars, for example, is re- 
duced to 16.8 to 1, a significant re- 
duction from the manual steering 
ratio of 25.8 to 1. Chrysler engi- 


| neers believe that the lower ratios 


make the car more responsive and 
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DRIVER EFFORT 


STEERING EFFECT 


Different Curves— 


This generalized graph shows the princi- 
pal performance difference between ‘‘full- 
time” and “parttime” power steering. The 
fully proportional system applies power 
continuously from initiation of a turn. In 
the other system, hydraulic power applica- 
tion begins after the driver supplies initial 


effort manually. 
* * *x 


agile in handling, as well as en- | 


abling it to be steered more quickly 
in emergencies. 

On the other hand, C. W. Lin- 
coln, chief engineer at GM’s Sagi- 
naw Steering Gear division, is 
among those who think that 
steering ratios should be reduced 
gradually. The idea is to avoid 
any abrupt change of steering re- 
sponse from one model to an- 
other, allowing the driver to be- 
come accustomed to faster ratios 
while feeling little change in 
steering response during the tran- 
sition period. 


Over a long period of time, Lin- | 
coln says that ratios may tend to- | 


ward a level of about 15 to 1, which 
was not uncommon on passenger 
cars 20 years ago. 

Ford’s Matthias is of the opinion 


that steering ratios should depend | 


somewhat on length and general 
size of the car. He expects to see 
Ford ratios tend slightly downward 
for a few years, and stabilize at 
about 20 to 1. 

Matthias believes this will pro- 
vide safe, comfortable steering, 
while assuring easy control during 
periods when hydraulic assist is out 
of action. Ford’s recognition of the 
increasing number of women driv- 


ers, and the rapid growth in the 


number of two-car families, un- 
doubtedly were factors in formulat- 
ing the opinions of the Ford engi- 


* x 


New Developments 


BEHIND-THE-SCENES look | 


at hitherto secret experimental 
engineering activities of several im- 
portant industry suppliers may be 
helpful in evaluating future power 
steering design trends. 


Brouwer McIntyre, president of | 


Monroe Auto Equipment Co., dis- 


closed that his engineering group 
is experimenting with a combination | 


integral and linkage system. Re- 
sults thus far are said to be very 
promising for a simpler, less costly 
construction than any previously 
available. 

Monroe engineers are confident 
they can develop a unit that will 
enable the automobile manufac- 
turer to include power steering at 
a total cost not greatly in excess 
of that for conventional manual 
steering. 


At Gemmer, Charles Hammond | 


was reluctant to release details of 
experimental work for publication. 


| Future of Power Steering 


But he did indicate that a unit now 
on the drawing board is a good bet 
to restore the advantage gained in 
1951, when Chrysler introduced the 
Gemmer design as the first power 
steering system on production pas- 
senger cars. 

Vickers, Inc., which for many 
years has manufactured linkage- 
type steering boosters for heavy ve- 
hicles, has just undergone a sur- 
prising reversal of its thinking re- 
garding basic future power steering 
designs for high-volume passenger 
car production. 

After thorough analysis of Vick- 
ers extensive past experience, and 
a study of trends in passenger car 
design, Ray Conner, manager of au- 
tomotive product sales, has con- 
cluded that integral booster power 
steering will gain increasing prefer- 
ence in this field. 

+ * * 

= shares the widely held 

opinion that engineers have 
arrived at the correct basic “sche- 
matic” power steering elements. He 
says that integral designs will pre- 
dominate as results are seen from 
current emphasis on simplification 
and size, weight and cost reduction. 
Like most other engineers contact- 
ed, Conner believes that power 
steering systems now are being 
planned right from the inception of 
original chassis design. 

The majority of those interviewed 
seemed to feel that linkage units 
are a transitory phase in the prog- 
ress from standard manual systems 
to integrally engineered power 
steering systems for passenger cars. 
On heavy vehicles, off-the-road 
equipment and other applications 
where volume is insufficient to jus- 
tify an integral design, it is ex- 
pected that linkage units will con- 
tinue to be favored because of their 
ready adaptability in accommodat- 
ing a variety of installations. 

Linkage-type boosters thus far 
have had significant cost advan- 
tages, as well as being attractive 

| because they could be added to a 
| car without extensive chassis re- 
design. They’ve also won a place 
for “after - market” installation, 
since a dealer may make a kit- 
installation in the field after de- 
livering a manually steered car. 
But the consensus looks for in- 
tegral designs to win out in the 
long-haul. 

The fulfillment of this trend will 
be seen in a few years when in- 
tegral designs are expected to be 
specified on cars in the lowest price 
field. It is interesting to note that 
complete victory for the integral 
system is at least that distance in 
the future—as indicated by a major 
| volume user’s recent decision to 
' substitute a linkage unit for its 
present integral design. Cost and 
| Size handicaps of the current in- 
|tegral un‘t are said to have ruled 
| it out in new-model planning. 
Cost, size and weight limitations 
|of the integral design will be re- 
| duced appreciably by one unit now 
| being readied for announcement by 
|another company. General specifi- 
cations are a tip-off to the impact 
this unit may have on the market: 
Size—about one-third less “bulk”; 
weight—about 20 pounds; number 
| of parts—less than 35. 

x * * 





| FRANCIS W. DAVIS, inventor of 
| the famous Davis valve and 
|holder of basic power steering 
patents, believes 
. that current em- 
phasis on design 
simplification will 
bring about signi- 
ficant cost reduc- 
tions. This will, of 
course, be partic- 
ularly true as 
growing volume 
justifies inves t- 
ment in more effi- 
cient tooling. 

F. W. Davis Davis generally 
is recognized as the “father of pow- 
;er steering” because of his early 
pioneering and long experience in 
this field. He demonstrated a power 
steering system to Detroit auto ex- 
;ecutives in 1926, and still holds 
patents applicable to about 50 pe’- 
cent of the power steering cars prc- 
| duced in this country. 

With such an extensive back- 
ground, Davis certainly speaks a: 


an authority on power steering 
(Continued on Page 21, Col. 1) 
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Mass Market Units Sought... . 





Power Gear Headed 
For Integral Design 


(Continued from Page 20) 


And he supports the opinion of 
others in the automotive indus- 
try in saying, “When costs are 
reduced to a level that makes 
such a step economically feasible, 
power steering systems will be- 
come standard equipment on all 
cars.” 

Davis firmly believes that manual 
steering is desirable throughout a 
portion of the driving range. He 
says that a properly designed pow- 
er gear of the so-called two-stage 
type gives the driver no sensation 
of cutting in or cutting out. Since 
different reaction effects between 
moving and parking conditions may 
be advantageous, future gears may 
have multistage reaction, or a con- 
tinuously variable reaction ratio, 
according to Davis. 

* * + 


Centralized Power 


a about centralized power 
for accessory drives? Power | 
steering designers feel that their | 
development programs do not de- | 
pend on availability of such sys- 
tems. But if centralized hydraulics 
is built into future cars, power gear 
men are confident they can convert 
from open-center to closed-center 
valves, and perform other redesign 
to exploit the inherent advantages 
of such an integrated system. 

Progress toward centralized hy- 
draulic power probably will come 
step by step in evolutionary fashion. 
The transition from individually 
powered accessories already is evi- 
dent in experimental work of at 
least one major manufacturer. This 
company has integrated the power 
steering hydraulic power source 
with that for power brakes and | 
window lifts. 

The single pump for all three 


| 
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New Carbide Ups | 
= 7 
Machining Speed 

DETROIT.—A new medium-duty, | 
high wear-resistant steel cutting 
grade cemented carbide for light 
roughing and general finishing is 
said to provide up to 30 percent 
better performance than existing 
carbides in this machining range. 

Especially developed by Carboloy | 
department of General Electric Co. 
to be ahead of the trend toward 
faster machining speeds, the new | 
Carboloy Grade 350 cemented car- | 
bide is considerably tougher than 
present high wear-resistant car-| 
bides. | 

In effect, the new material, with | 
its unique grain structure, extends | 
the machining range of the new 
series to another area — to with- 
stand cutting temperatures as high 
as 1800 degrees F. It is the second | 
to be developed in the new 300) 
series which produced heavy duty 
Grade 370 several months ago. 

To the user, the new carbide) 
means a cutting material that in-| 
cludes a combination of superior 
wear resistance and extreme tough- 
ness previously unavailable for this | 
range of machining. 

Field tests on several of the} 
toughest machining jobs running 
in the country indicate to Carboloy | 
engineers that users can expect ex- 
tremely long production runs on} 
ordinary machining jobs where 
conventional cuts are involved in| 
reasonably uniform steel structures. | 


Carbide 


(Continued from Page 15) 
auxiliary attachments, be engi- 
neered to meet job conditions of 
automatics. 

Other basic findings include 
the necessity for adequate horse- 
Power to the work spindles, and | 
need for a supply of water-based 
coolant to the cutting areas. 
Cemented carbides previously | 
have been applied to every turning | 
type of production machine tool 
With the exception of the multiple | 
Spindle bar automatic. The exten- 

sive experiments reported by Cone 
and Carboloy now indicate that car- | 
bide tools may be accommodated | 

automatics with minor design 
Modifications. 


| 








powered accessories will be V-belt- 
driven off the front of the crank- 
shaft. Immediate benefits, when the 
unit goes into production, will in- 
clude major cost reduction for the 
“hydraulic power package” — plus 
savings in space required for the 
complete installation. 

An intermediate step, desired by 
some engineers to improve power 
sources for steering, would be an 
inexpensive variable delivery hy- 
draulic pump—or some means of 
maintaining constant pump speed 
regardless of changes in engine rev- 
olutions per minute. Such units 
have been made experimentally by 
several companies, but cost has 
ruled them out for production ap- 
plications. 

Engineers look for a rise in in- 
ternal working pressures as size 
of power steering units is re- 
duced. It is expected that hydrau- 
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Internal Boring— 


Latest modification of Saginaw power 
steering, used on Cadillac cars, minimizes 
external piping. Saginaw's chief engineer, 
C. W. Lincoln, points to internal oil pas- 
sages provided in a casting mounted in- 
side the steering column. 





lic pressures of 1,000 pounds per 
square inch will be commonplace 
within a few years, 

Many designers say they now are 
able to produce power gears whose 
performance will conform with any 





VICKERS INCORPORATE 


LATEST DEVELOPMENT in POWER STEERING f 
HANDLING VEHICLES, ROAD CONSTRUCTI 


improved in operating characteristics 
_ this new Vickers Steering Booster, Series $23 is an 


important new development in power steering for many 
vehicles. Application is much easier because it requires less 
space . . . and ultimate costs are substantially lower. 
Series $23 thus opens the way to fingertip ease of steering 
for a wide range of additional vehicles. 


Like the preceding models, Series $23 has hydraulic lock 
against road shock. Bumps, chuckholes, blown front tires, 
obstructions, etc., cannot spin the steering wheel or jerk it 
out of control. This is a safety factor of great importance. 


In the interest of better operation and as a logical design 
improvement, the integral relief valve has been omitted 
from Series $23 and combined with a volume control valve. 
Vickers VT16 and VT17 pumps have integral volume 
control and relief valves. Where larger pumps are 
required, a separate combination valve is used (see Series 


FM2 below). 
ASK FOR NEW BULLETIN M5106 


desired specifications. Fhey believe 
the public will settle the “full-time” 
versus “part-time” debate. 

However, a comprehensive look 
at the situation has convinced this 
writer that the outcome of present 
work on steering effort and hy- 
draulic reaction, combined with the 
effect of steering ratio trends al- 
ready in progress, will make such 
arguments largely academic within 
five years. 

It is probable that most drivers 
then will find that all cars are 
easily controlled, and will “go where 
you aim them” with virtually no 
manual effort. The average driver 
who steps out of one make into an- 
other may notice little or no differ- 
ence in steering “feel” or response. 


Chrysler Gives 
Machine Tools 
To 4 Groups 


DETROIT.—A substantial quan- 
tity of industrial machine tools was 
turned over by Chrysler Corp. last 
week to three community service 
organizations and a local high 
school for vocational training and 
rehabilitational purposes. 

Manufacturing equipment con- 
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metrical, and can be assembled in 
tions. This and the compactness of 


application easier . . n 
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Series S23 Booster may be mounted interchangea 
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sisting of 24 drill presses, lathes, 
grinding and milling machines was 
donated to the Starr Commonwealth 
for Boys, Albion, Mich., Goodwill 
Industries of Detroit; the Detroit 
League for the Handicapped, and 
Lincoln High School, Van Dyke, 
Mich. 

C. F. Vandekerck, staff master 
mechanic of Chrysler Corp., official- 
ly presented certificates of owner- 
ship to representatives of the four 
organizations in a brief ceremony 
at the Dodge Main plant. 

The equipment had been used by 
Chrysler in the production of auto- 
motive parts. 

Four Detroit concerns which spe- 
cialize in hauling heavy machinery 
donated drivers and trucks to move 
the tools from the Dodge plant to 
the new locations. 


Powdered-Metal Parts 
Produced in Colorado 


RIDGWAY, Pa. — International 
Powder Metallurgy Co. has begun 
operations at its new subsidiary, 
Rocky Mountain Metals, Inc., 3200 
— Ave., Colorado Springs, 

oO. 
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MATERIALS 
ON and MINING MACHINERY 


MORE VERSATILE INSTALLATION 


In Series $23 Boosters, the servo ball stud housing is sym- 





any one of four posi- 


the Booster makes 


_ increases the number of applications 
jor engineering changes. 


bly with 


Series $6-270 Booster, however a relief valve must be pro- 


vided either by use 0 


f VT16 or VT17 pumps or Series 


FM2 volume control and overload relief valve. 


REQUIRES LESS SPACE 


The new 
of the servo control valve. T 


valve to the rod end has been relocated and is now 
e side as the fitting connection. As a result of these 


sam 


changes, Series S23 requires less space . - 


quarters. 








veloped primarily 





booster has been reduced in size by the redesign 
he tube connecting the servo 
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OVERLOAD RELIEF VALVE 
Five sizes of Series FM2 Valves were de- 
for hydraulic power steer- 

handling 
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Great things are 
pening for 


Mah. Dealers 


Y # Detroit headquarters of American Motors Corpo- _ being combined to help Nash dealers realize today’s expand- 






s ming with a purposeful, new energy. Here the ing business opportunities. 
of Fhnical skills and over fifty years of experience in —_ yeg_ behind this doorway great things are happening for Nash 


ingdesigning, building and selling cars are hard at = qaaters. And every day, more and more men with an eye to the 


work on projects which assure new opportunities future are choosing the Nash dealer franchise. If you seek a 


pressive businessmen who hold the Nash franchise. _jeasant, profitable business association with unlimited growth 





odt developments . . . new economies created by possibilities, we suggest you investigate the Nash Dealer 
rclfing power . . . sound merchandising, advertising | Franchise today. Openings for Nash franchises still exist in some 


»mgonal programs geared to dealer needs—all are select markcts with attractive sales potentials. 


Get the Facts in Thirty Minutes 5 af ol AYS a O m4 2 if i | 


d a half hour with the Nash Franchise Representative. He can 
give you the whole interesting story in capsule form in a brand-new 
presentation entitled “A NEW GROUND-FLOOR OPPOR- 
TUNITY IN THE AUTOMOBILE INDUSTRY.” 
| 1t can well prove your doorway to a bright new future in this ever- 


expanding business. Ask us to have a representative call at your AMBASSADOR eeee ate 
convenience. Your inquiry will be treated in strictest confidence. Pew ie a: METROPOLITAN 





L WE FACTS, ADDRESS GENERAL SALES MANAGER, NASH MOTORS, DIVISION of AMERICAN MOTORS CORPORATION, 
14250 PLYMOUTH ROAD, DETROIT 32, MICHIGAN 


ranchise of the Industry! 
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BRAKE LINING REMOVER—De-Bonders 
400 and 401 are said to remove bonded 
brake lining in a fraction of a minute 
per shoe by cold method. They can handle 
oll car and light-truck brake shoes. Star 
Machine & Tool Geo., Minneapolis 14, Minn. 





AUTO THERMOSTAT—The Power-Pill unit 
is charged with a wax-like composition 
instead of conventional volatile liquids or 
gases. The wax compound melts as the 
water in the engine-cooling systems be- 
gins to heat up, and solidifies upon cool- 
ing. It is particularly suited for operation 
in pressured systems, according to Fulton 
Syiphon Division, Robertshaw-Fulton Con- 
trols Co., Box 400, Knoxville, Tenn. 

* 
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WHEEL BALANCER — The Challenger 
Senior is said to take only 20 minutes 
to balance two wheels on one car. Pre- 


cision Engineers Co., 701 Heinz Ave., | 
Berkeley 10, Calif. 
* . 








TALKING MACHINE—The Message Re- 
peoter Junior delivers sales talks from an 
endless magnetic tape. The message can 
be activated by the opening of a car 
door, a floor mat near the display or 
by other electrical or mechanical means. 
The tape cartridges are interchangeable, 
allowing the use of different messages. 
Mohawk Business Machine Corp., 944 Hal- | 
sey St., Brooklyn, N.Y. | 


* * * 





Alemite Catalog Covers 
‘Versatal’ Equipment 

Alemite division of Stewart-| 
Warner Corp. has published a cata- 


AUTOMOTIVE NEWS, JULY 26, 


NEW PROD 


log on “Versatal” materials hand-| 
ling equipment. 

Copies are available through all 
Alemite distributors or from Ale- 
mite Division, Stewart-Warner 
Corp., 1826 Diversey Pkwy., Chicago 
14, Ill. 





DUET PACKAGE—Containers for John- 
son's Car-Plate wax and Car-Plate cleaner 
have been redesigned and the combina- 
tion wrapped in a cellophane package. 
S$. C. Johnson & Son, Inc., 1525 Howe St., 
Racine, Wis. 


Sales 


AMERICAN BOSCH 
GRC 
SPECIAL SERVICE GENERATOR 


Features 
OF THE 





GENERATOR BOOKLET—The 20-page 
publication explains features of the GRC 
generator and includes performance 
curves for the three basic models. Amer- 
ican Bosch Corp., Springfield 7, Mass. 

oe * * 





REAR-SPRING STABILIZER — Traction 
Master is a bar installed on the forward 
section of the right rear spring to in- 
crease car stability. It is said to eliminate 
drive-line snap and to stop cars 40 per- 
cent quicker. Auto Master Corp., 165 
Eleventh St., San Francisco 3, Calif. 

es te 





INTERIOR CLEANER—Model P-901 cleans 
auto interiors as well as work areas 


| around garages and service stations. The 


container has a liquid capacity of 13 
gallons, and a dry capacity of 1.25 
bushels. Premier Co., 755 Woodlawn Ave., 
St. Paul, Minn. 








JET MANIFOLD — Designed for 
Ford engines, this quad-jet manifold can 
be adapted for automatic and standard 


1954 


transmissions. It has 180-degree firing 


order. Edelbrock Equipment Co., 4921 W. 


Jefferson Bivd., Los Angeles 16, Calif. 
a 


* * 





CONVERTIBLE TOP—The Master model 
is said to simplify installation and elim- 
inate wrinkles because the tonneau bal- 
ance and deck are combined in one piece. 
It is available for all car makes in a 
variety of colors, according to Distributing 
Sales Co., 4524 Michigan Ave., Detroit 10, 
Mich. 





TIMING LIGHT—Now available free to 
Siloo users in conjunction with the pur- 
chase of two cases of tuneup oil and 
solvent. The light is for use with six, 
12 and 24-volt systems. Petroleum Sol- 
vents Corp., 331 Madison Ave., New 
York 17, N.Y. 





BATTERY CABLE — The Battery Mate 
utilizes a shoulder bolt which, when turn- 
ed, forces the terminal clamp to spread 
apart. Thus the terminal is loosened on 
the battery post and can be easily re- 
moved, says Stamco Mfg. Corp., Pico, 
Calif. 





SHOP EQUIPMENT—The new Manzel 
catalog covers shop equipment for serv- 
icing Ford Motor Co. cars and trucks built 
since 1939. The book contains 242 pages. 
Manzel division of Frontier Industries, Inc., 


Buffalo 10, N.Y. 
* 


Presstite Adds New Sealer 


To Permagum Line 


An adhesive sealer, No. 576.1, has 
been added to the Permagum line 


* 
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grees, will not harden at 200 de- 
grees and is unaffected by paint 
baking temperatures. 


x * * 





SEAT-COVER FABRIC—Four-page folders 
on the three Nycar patterns will attract 
motorists’ attention to the values found 
in new seat-cover fabrics, according to 
Ellenboro Mills, Inc., Ellenboro, N. C. 





ELECTRODE HOLDERS—Quick-Disconnect 
welding electrode holders eliminate the 
need for whips, whip ends or any mech- 
anical or solder holder connections, ac- 
cording to the maker. A _ built-in cable 
connector hooks on to any cable end 
by adding a female connector, says Cam- 
Lok Division, Empire Products, inc., P.O. 
Box 98, Cincinnati 36, O. 


* * * 





a& 


WRENCH KiT—The Plierench Master Kit 
consists of an 8'¥-inch-long geared plier- 
wrench; No. 4X Giant Expando jaw; No. 
1 universal jaw; No. 2 pipe jaw, and No. 
3 wire jaw. All jaws are interchangeable. 
American Plierench Corp., 4611 N. Rav- 
enswood Ave., Chicago 40, Ill. 


* * * 





SNOW REMOVAL—Sno-Chaser utilizes 
both ends of the brush. Plastic bristles on 
one end clean drifts of snow off the car 
exterior and can also be used for dust. 
On the opposite end is a plastic breaker 


and scraped which can be removed. No- | 


tional Brush Co., Aurora, Ill. 





VALVE COVER—This device is said to 


by Presstite Engineering Co., 3798) reduce rocker-arm noise and dissipate 


Chouteau Ave., St. Louis 10, Mo. 

According to Presstite, the sealer 
can be painted over immediately. 
It will not flow or run at 350 de- 


heat faster. It is made of cast aluminum 
and highly polished, according to Offen- 
| hauser Equipment Corp., 5021 Alhambra 
Ave., Los Angeles 32, Calif. 





TRUCK TIRE—The new Dunlop heavy- 
duty truck tire features a special mold 
design which permits tire tread to flatten 
under inflation without the usual deforma- 
tion and eliminates excess rubber in 
tread shoulders, reducing tire tempera- 
ture by 10 degrees, its maker declares. 
It is made of Super Cordura rayon cord 
and has improved carbon black for better 
abrasion resistance, says Dunlop Tire & 


Rubber Corp., Buffalo, N. Y. 
* * * 


Grinding Wheel Catalog 


Manhattan rubber-bonded center- 
less grinding wheels are described 
in Bulletin No. 6925 distributed by 
the Manhattan rubber division of 
Raybestos-Manhattan, Inc., Passaic, 
N.J. Information on Manhattan 
regulating or feed wheels is in- 
cluded. 





COOLING-SYSTEM PROTECTOR — Sola- 
Cell is said to ease cooling system prob- 
lems arising from rust and scale. Its 
catalytic action disperses elements in the 





water which contribute to corrosion and 
| keeps them in a state of magnetized 
| suspension; the maker says. It keeps the 
cooling system clean for two years and 
helps prevent overheating, according to 
| Prendergast & Williamson, Inc., 55 W. 
Forty-second St., New York 36, N.Y. 

a 


| STATESMAN 
| INSTALLATION 





OIL FILTER—Kit 487-W is for use on 
1954 Nash Statesman and Rambler models. 
| Purolator Products, Inc., Rahway, N.J. 

* oe * 





FUEL PRESSURE CONTROL—The Mode! 
HB-11 Milesmaster features a removable 
| glass bowl which permits the customer to 
| see fuel pressure being reduced. It also 
| incorporates a gasoline filter and ‘‘Magna 
| trap,”’ the latter to trap metal particles in 
the fuel line. The regulators reduce fue! 
pressure to a predetermined factory setting 
of 2% pounds. Schneider Carburetor Co. 
| 6218 Clayton Ave., St. Louis, Mo. 
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Do you make these mistakes 





about women & cars? 


a “A woman hates to pert with an old car.” 

Actually, women want to be up-to-date on cars just as they 
want to be up-to-date on fashion, health—and the million-and- 
one other subjects in a woman’s bailiwick. So never under- 
estimate the power of a woman—at trade-in time! 





—ST"es et ao ee 
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4, “If a woman wants a car, she wants it 
because it matches her Fall outfit.” 
Nonsense. When she urges her husband to buy 
your car, she has good, practical, down-to-earth 
reasons too. Look what she uses it for —every- 
thing from tripping to the supermarket to chauf- 
feuring Brownie Troop No. 11 to summer camp! 


3. “Car talk means nothing to women.” 
Talk about butterfly valves may flutter 
right over her head—but she’s keenly in- 
terested in facts about color, styling, safety 
and comfort in a car. And the best place to 
talk to women is in the magazine millions 
of women plan from and shop from— 
Ladies’ Home Journal. 


2. “Women are the world’s worst drivers.” 
Fact is—and figures bear us’ out — women’s 
safety record is twice as good as men’s. And 
here’s another statistic: nearly 20,000,000 
women drive cars today—a mighty market 
for your output. 
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6. “Women never read automobile 
advertising.” 

The choice of which make, which model, 

and which color is often based on a wo- 


5. “Cars are designed for men—not women.” 
If this were so, we’d all very likely still be 
wrestling with balky floor gear shifts. Women 


| 


are a powerful force in inspiring new engineer- a 

ing miracles. And if you ates to ane her, mens judgment —as = salesmen know. the po wer 
show her what’s new about your car in the And among ona buying new t 
advertising pages of her No. 1 magazine— cars, nearly half the women read of a woman! 


the Journal—the No. 1 advertising 


medium for women! 
oe etl ees kel A Lodies 
Home 
The Journal is No. 1 in circulation and advertising revenue 
On ay 
_Kh— 


among magazines edited for women. 
er eo 
A CURTIS PUBLICATION ' 


Ladies’ Home Journal. 


—— ee ee eee eee ee eee wee ee ee 


The Journal is No. 1 in newsstand sales among all magazines 
carrying advertising. 








AUTOMOTIVE NEWS, JULY 26, 1954 


SL Deluxe 2-dr., $630; 4-dr., $700. '50 
SL Deluxe 4-dr., $650. ‘49 SL Deluxe 


Used-Car Auction Prices  |jomt-s"s"mm. nw. =|] Average Used-Car Prices 


Windsor Newport, $935. °49 Windsor 


club coupe, $520. 
DeSOTO — °53 Powermaster 4-dr., $975* (Compiled by Automotive News) 


(ps). July 1954 June May 


Mi DODGE — '54 Coronet Diplomat, $2,400. To Date 1954 1954 
arket Trend ‘53 Coronet conv., $1,400. ’°51 Wayfarer é . $1,980 $2,047 


Although wholesale used-car market showed widespread CG, GS. "OS Wepmmnr +e., $400. . L _ 1809 1,401 
strength on Tnatvidend models last week, heavy losses on two model | FORD — '54 ~*~ (8) a ah "a a 978 1,002 
years pulled the overall average down $3, according to Automotive | {7 ), ‘ee eee ictoria, $1,680, : ons 137 
News’ index. $88 declin MSs and n $24 loos | $1:42. ‘82 Crest (8) Victoria, $1,230; be 0 

The overall loss resulted from a ecline on a Custom (8) 2-dr., $1,275; Main (8) ay 
in "52s. Ranch Wagon, $1,150; Main (6) 2-dr., Bisa 248 

All other models advanced. Gains were: ’54s, up $13; ’47s, up $11; $625. '51 Custom (8) club coupe, $765; . 182 


"50s, up $4; ’51s, up $38; °49s, up $3, and 48s, up $1. 4-dr., $750; Victoria, $700; Custom (6) 
, 
The setbacks 


Ranch Wagon, $600. '50 Custom (8) 4- 
on ’58s and ‘52s were severe enough to bring both | jim tog. 49 Custom (8) 4-dr., $615. 


models down to record low prices. '47 Custom (8) coupe, $350. ‘ i . 
After aes up seen for several weeks, the ratio of sales | weRCURY—’52 Monterey 4-dr., $1,245°.|| (TA — a oA ul ven Se ee ae en _ makes 
reached the year’s peak last week when 77 percent of the cars 51 2-dr., $800; 4-dr., $770. models, carried omo 
offered at nine auctions were sold. The hammer fell 1,043 times on NAGH—-ss Rambler %-ton ee 
offerings. A week earlier, at eight auctions, the ratio was 72 $800. "51 Rambler station wagon, $550.| $755. °51 Champion coupe, $500; 4-dr., CADILLAC 53 (92) conv, $3,200° (ps. 
percent when 1,161 cars were offered and 835 were sold. OLDSMOBILE — ‘54 (98) 4-dr., $3,200°,| $300. ’50 Champion 4-dr., $370. ‘31 (62) Hard Top, ash 


The above figu werag: use tion prices, all makes| '53 (98) 4-dr., $2,000* (ps). '52 (88) IND. CHEVROLET—'54 (210) 4-dr., $1,465. '53 
rf adie, rried os art ti ketewe tive News.) Super 4-ér., 51,028". “Gl (58) 2az., FT. WAYNE, (210) 2-dr., $1,135; 4-dr., $1,115, $1,- 
and models, ca reguiarly im Au . $825*. °50 (98) conv., $1,025; (88) (Carl Marker’s Auto samen, Oe OT 105, $1,070. 52 SL Deluxe 4-ar., $8380: 

TLLA ’ > _ conv., $975. Tuesday. Prices are for sale 0 . 2-dr., $715. ’51 SL Deluxe 2-dr., $720, 

VALDOSTA, GA. Ca 700" (pet S32) coupe de Ville, | PACKARD—'51 4-dr., $625°. (Market lively with slight Increase | $615) 4-ar.,_ $620. "60 SL. Deluxe 2-dr.. 
(Tom Hewitt Auto Auction. Sale every| $3,435* (ps); sedo.:, $2,090* (ps); club| PLYMOUTH — ’53 Cambridge Suburban,| 1 Prices. ae ; = ; P, 


x 295. 
Monday. Prices are for sale of July 12.)| coupe,  $2,800°. 5. — oo” $2,395°) $1,155. ‘51 4-dr., $510. '50 2-dr., $485. Fad Super Riviera, $1,675*. ‘52 CHRYSLER—'s3 Windsor 4-dr., $1,400° 
(Sold 234 cars out of 272 offerings.) (ps). '51 c=) goees, 5 "station wagon, | PONTIAC—’53 Chieftain (8) 2-dr., $1,-|° guper Riviera, $1,240*; station wagon,| +52 Windsor conv., $1,060°. 
BUICK—'54 Super 2-dr., $2,265*; Special | CHEVROLET — = & ) $1,845°: = rt| 375%. '52 Chieftain (6) 4-dr., $935. '51| $1 205%; RM 4-dr., $1,180* (ps); Special | pnonGE—'52 Coronet 4-dr., $710. 
2-dr., $2,175. °53 Super conv., $1,810°; $1,900; he i o-dr, $1 e70°: Silver Streak (8) Catalina, $925*; sta- 4-dr., $1,090*, $950. °51 Super Riviera,| pORD—'53 Main (8) Ranch Wagon, $1.- 
Riviera 2-dr., $1,690°; 4-dr., $1,660°; ae, $1, ‘51 Ss 53 Bel Air 2-dr..| tion wagon, $1,000. '50 Silver Streak (8)| 910: Special 4-dr., $850. '50 RM ta 430; Custom (6) club coupe, $1,100* 
$1,295; Special’ i-er., $795. ot Super | $1,406; conv, $1,260; (210) conv., $1,.| _2-dt., $670; coupe, $550. ae Ronee Main (6) Naaeh Wages “n 280 $1190 
+295; -dr., . rr 0 a cm om aa)? -ar., -dr., $345*. ain anc’ fagon, $1,260, $1,190, 
coupe, $850°. 155, "52 Bel Air Sport coupe, $1,050. ‘51! STUDEBAKER 52 Commander 2-dr 4-dr., $ $1,140; Custom (8) 2-dr., $1,085*, §1.. 
025*, $1,000; Main (6) 2-dr., $830. '51 
Custom (8) Victoria, $825; 2-dr., $650, 
$640; Deluxe (6) 2-dr., $565, $555, $545. 
"50 Custom (8) 2-dr., $535, $500. '46 


ae Deluxe (8) 4-dr., $170. 
HUDSON—’51 Pacemaker 4-dr., $520. °50 
s Pacemaker club sedan, $340. 
MERCURY—’54 Monterey 2-dr., $1,965*; 
4-dr., $1,405. °53 Monterey 2-dr., $1,- 


395*. °52 Monterey coupe, $1,290*. °51 
Custom 4-dr., $780*, $700, $600; 2-dr., 
~ $755. 

NASH—’51 Ambassador 2-dr., $650: 
Statesman 4-dr., $490. '50 Statesman 4- 
dr., $190. °49 Statesman 2-dr., $150. 

OLDSMOBILE — '54 (88) 4-dr., $2,615* 


ae (ps). "53 (88) 4-dr., $1,450; Super 4-dr., 
$1,850* (ps); Holiday, $1,975* (ps). ’52 

(98) Holiday, $1,670* (ps); (88) Holi- 

a day, $1,590; 2-dr., $1,275*, $1,195*. ’51 

(98) 4-dr., $925*, $890*; (88) Super 


club coupe, $1,005*. °49 (98) conv., 
$550*; 4-dr., $425, . '48 (98) 4-dr., 
$255. '46 (98) 4-dr., $125*. 
PLYMOUTH—’53 Cranbrook 4-dr., $940 
"52 Cambridge 2-dr., $720. °51 °Cran- 
brook 2-dr., $550. 
PONTIAC — '53 Chieftain (8) 2-dr., $1,- 
450°. '52 Chieftain (8) Catalina, $1,345: 
THIS ys IT ine ie conv., $1,240*; 2-dr., $975. '51 Silver 
Streak (8) 4-dr., $905. '48 Torpedo (8) 
conv., $295*; 4-dr., $270; sedanet, $265. 
F - STUDEBAKER—’46 %-ton pickup, $150. 
the news service dealers across the nation MISCELLANEOUS—’49 Frazer 4-dr., 2 at 
$100. °47 Frazer 4-dr., $105. 


have been waiting to hear. Immediate N. LITTLE ROCK, ARK. 


° . © (Arkansas Auto Auction. Sale every 
delivery means immediate plus sales to gue fees a tee ce ee 


see . (Sold 61 cars out of 87 offerings.) 
you, the dealer. Utility makes this BUICK — '51 Super Riviera, $840°. °50 
Super 4-dr., $300. '48 Special club coupe. 
i 1 deli body li ceva 
offer on its general delivery body line OHEVROLET—'’52 (210) 4-dr., $780. '51 
p> Deluxe + $775; %-ton pickup, 
’ , 9" 60. '49 SL Deluxe 4-dr., $485, $475. 
of 8’, 10’ and 12’ models. You get $465, $380. "48 FL 4-dr., $415, $235. 
h f dard D : $225; Y-ton plekup, $290, $175. *47 FL 
i a standar upon -dr., $175. '46 %-ton pickup, $180. 
your choice © P DODGE—'51 Custom 4-dr., $450. 
FORD—’53 %-ton pickup, $810. '52 Cus- 
color, too, absolutely free. tom (6) 4-dr., $600. ’51 Custom (8) 2- 
dr., $540, $500. °50 Custom (8) conv., 
$635; 2-dr., $470, $430, $405. "48. %-ton 
pickup, $280. ’47 Deluxe (6) club coupe, 
Yes, you can sell your customer $305.48 Super Deluxe (8) 2-dr., $205, 
del Y weet? Deluxe (6) club coupe, ’ $100. 
; i i ‘ n 'SON—’49 Commodore 4-dr., $180. 
on immediate delivery = = KAISER—’51 Deluxe 4-dr., $250, $245. 
Patel 2-4 Re ee ; : q . *50 Deluxe 4-dr., $255. 
ns ae ee Oe e sell him on the beauty and MERCURY—'42 4-dr., $155. 
7 . . . , yy "hott a 4-dr., $335. °50 
c rae : A -dr., $250. '46 A 
functional design of Utility Bodies. —_—a "© @ Ammanender 
OLDSMOBILE — °50 (88) 4-dr., $600*, 
$535*. "49 (88) club coupe, $315*, $225: 
: : (76) 2-dr., $250. 
You can show him the exclusive PACRARD 50 Clipper 4-ér., $195. 
- PLYMOUTH — ’51 Cranbrook Belvedere, 
wrap-around windows. You can $735. '48 Special Deluxe 4-dr., $105. '47 
Special Deluxe 2-dr., $130. '46 Specia! 
e ° ° di Deluxe 4-dr., $195. 
give him an immediate response PONTIAC—’50 Chieftain (8) 2-dr., $645*, 
$550*. '48 Chieftain (8) conv., $360*. 
. STUDEBAKER — ‘51 Commander 4-dr., 
on the truck with control $275. °47 Champion 4dr $1l0. 
an WILLYS—’51 Jeepster, $405. '48 station 
tower vision. wagon, $255. 
MISCELLANEOUS — ’51 Henry J 2-dr., 
$160. °47 GMC %-ton pickup, $190. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of July 13.) 

(Market remaining fairly steady with 
sharp cars still bringing top dollar. Sold 
285 cars out of 376 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,785° 

(ps), $2,740* (ps); Century Riviera 2- 


x 2 £; 3 & dr., $2,600*. ’53 Super Riviera 2-dr 
e "7 Coe 3 ORR. $1,820*, $1,200*, $1,775*, $1,705*; RM 

another Ss z a Riviera 2-dr., $1,705* (ps); Special Riv 
fera 2-dr., $1,560; 2-dr., $1,400. ’52 RM 

conv., $1,315* (ps); Super Riviera 4 

dr., $1,240*; Special Riviera 2-dr., $1, 


200°. 
CADILLAC—’ 54 A 4-dr., $4,590° sy 
a: . . $4,400* (ps). ’ (60) Special 4-dr., $3, 
Phone - Wire - te—Utility Truck Distributors, Inc., Phone 424 740° (ps); conv., §3,250° (ps) °52’ (62) 
we Wet u y : conv., $2,250° (ps); 4-dr., $2,000*. ‘5! 
(62) coupe de Ville, $1,905*. 
CHEVROLET—’54 Bel Air conv., $1,800* 
’53 Bel Air 4-dr., $1,335*; (210) 2-dr 
$1,290*, $1,235*, $1,190*, $1,180*, $1, 
125, $1,055; 4-dr., $1,245*, $1,240* 
(150) 2-dr., $945; %-ton pickup, $72¢ 
*52 SL Deluxe 4-dr., $1,005, $955, $940 
2-dr., $960, $830*; club _ = 
Special 2-dr., $800; club coupe, $700 
T H E TR U c K wi T H 51 SL Deluxe Bel Air, $900*; 4-dr 
$765°*, $630°, $580*. 
CHRYSLER—’52 Windsor 4-dr., $1,125 
(ps), $1,035*. '51 ae ty —, (pa) 
** eo Imperial 4 
UTILITY TRUCK DISTRIBUTORS, INC. a. pe 
Unien City, Indiana DeSOTO—’53 Fire Dome (8) 4-dr., $1,200 


Phone 424 (Continued on Page 27, Col. 1) 
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(Continued from Page 26) 
BUICK—’54 Super 2-dr., $2,725* (ps). °53 


(ps). "52 Fire Dome (8) 4-dr., $1,100* 
(ps). ‘51 Custom conv., $675*; 4-dr., 
$595*. °50 Custom 4-dr., $595*. 


DODGE—’53 Coronet Diplomat, $1,300*, 
$1,295*; conv., $1,230*. 51 Coronet 4- 
dr., $625*; Meadowbrook 4-dr., $595*. 
50 Wayfarer 2-dr., $455*. 

FORD—’54 Crest (8) Skyliner coupe, $2,- 
150* (ps); Main (8) Ranch Wagon, §$2,- 
155. °53 Custom (8) conv., $1,525; 4- 
dr., $1,215, $1,200*, $1,185, 2 at $1,160, 
$940; 2-dr., $1,460, $1,155, $1,095; Crest 
(8) Victoria, $1,300; Mailn (8) 2-dr., 
$1,050, $960; 4-dr., $925. °52 Main (8) 
Ranch Wagon, $1,295*, $1,290; Main 
(6) Ranch Wagon, $1,250; Custom (8) 
conv., $1,270. 

HUDSON—’53 Super Jet 4-dr., $870, $750. 
‘52 Hornet club coupe, $1,000*. ‘51 
Hornet 4-dr., $525*; Commodore (8) 4- 
dr., $510. 

KAISER—’51 Deluxe 4-dr., $340. 
luxe 4-dr., $165. 

LINCOLN—’53 Capri 4-dr., $2,550* (ps); 
Cosmopolitan 4-dr., $2,090*. '51 Cosmo- 
politan 4-dr., $765*. '50 Cosmopolitan 4- 
dr., $250*. 

MERCURY—’53 Monterey conv., $1,810*; 
coupe, 2 at $1,800; Custom Sport coupe. 
$1,800*, $1,750*, $1,735*, $1,630*; 2-dr., 
$1,470; 4-dr., $1,365. ‘51 2-dr., $850*, 
$805, $730*; Monterey coupe, $800*. 

NASH—’54 Rambler station wagon, $1,- 
655*; club coupe, $1,555. '53 Statesman 
4-dr., $1,220*; Rambler club coupe, $1,- 
000. ‘52 Rambler club coupe, $850; 
Statesman 4-dr., $840. 

OLDSMOBILE—’54 (98) Holiday, $3,225* 


"49 De- 


(ps); (88) 4-dr., $2,450* (ps). °53 (98) 
conv., $2,000* (ps); Holiday, $1,925* 
(ps); (88) Holiday, $1,960* (ps). '52 


(88) conv., $1,425*; 4-dr., $1,300*; (98) 
4-dr., $1,300* (ps), $1,250*. 

PACKARD — ’'53 Clipper Deluxe sedan, 
$1,400*. '52 (200) Deluxe sedan, $970*, 
$910*. °49 Super 4-dr., $190. 

PLYMOUTH—’54 Belvedere conv., $1,975*, 
$1,800*. °53 Cranbrook Belvedere, $1,- 
205*; 4-dr., $1,115, $940; Cambridge 
Suburban, $1,150; 4-dr., $710. '52 Cran- 


brook conv., $930; 4-dr., $750; Cam- 
bridge 4-dr., $660, 2 at $650. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,- 


590*; Chieftain (6) Catalina, $1,545; 2- 
dr., $1,420*, $1,355. °52 Chieftain (8) 
station wagon, $1,100*; 4-dr., $955. ‘51 
Silver Streak (8) Catalina, $1,060*; sta- 
tion wagon, $885*. 

STUDEBAKER—’53 Champion 2-dr., $835. 
’52 Champion club coupe, $850*; 2-dr., 
$690; Commander club coupe, $680. '51 
Champion 2-dr., $540. °49 Commander 
Land Cruiser, $275. 

MISCELLANEOUS—’54 MG roadster, $1,- 
465. ’53 MG roadster, $1,175. ’52 Inter- 
national %-ton pickup, $650. ‘51 Henry 
J sedan, $265. °27 American-LaFrance 
fire truck, $715. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of July 9.) 
(Sold 162 cars out of 239 offerings.) 
BUICK — '54 Century Riviera, $2,700* 
(ps); Super Riviera, $2,550* (ps); 4-dr., 
$2,400*. °53 RM 4-dr., $1,685* (ps); 
Super 4-dr., $1,605*; Special 4-dr., $1,- 
490. '52 Super Riviera, $1,365*; 4-dr., 
$1,200*; RM 4-dr., $1,215*. 
CADILLAC—’53 (62) coupe de Ville, $3,- 
190*. ’51 (62) 4-dr., $1,685*. ‘49 (62) 
4-dr., $825*; coupe, $785*. 
CHEVROLET—’54 Corvette 2-dr. conv., 
$2,750*; (210) 4-dr., $1,410. °53 (210) 
conv., $1, $1,500; 2-dr., $1,255*, $1,- 
210*, $1,100; (150) 2-dr., $1,090. °52 SL 
Deluxe Bel Air, $990; 4-dr., $895, $585; 
2-dr., $875*. '51 SL Deluxe club ocupe, 
$690*; 4-dr., $630*, $600*%; FL Deluxe 
4-dr., $640*; 1-ton pickup, $525. "50 SL 
Deluxe Bel Air, $690. 
DeSOTO—’51 Custom conv., $975. 
DODGE — '53 Coronet 4-dr., $1,260. '52 
Coronet conv., $800. °51 Coronet club 
coupe, . °49 Meadowbrook 2-dr., 
$160. 
FORD — ’54 Crest (8) Victoria, $1,905*. 
’53 Crest (8) Victoria, $1,525, $1,500, 


$1,455*; Custom (8) 4-dr., $1,325*; 2- 
dr., $1,100. °52 Custom (8) conv., $1,- 
310*; 4-dr., $1,025. ‘51 Custom (8) 2- 


dr., $700, $650, $625, $595; Deluxe (6) 
4-dr., $480; %-ton pickup, $480. ‘50 
Custom (8) 4-dr., $500, $485, $480; De- 
luxe (6) 2-dr., $165. 

HUDSON—’53 Jet 4-dr., $790. ’52 Hornet 
4-dr., $940*. '51 Super (6) 4-dr., $595°*; 
Hornet 4-dr., $470. 

KAISER—’51 Special 4-dr., $485; 2-dr., 
$410. °48 Special 4-dr., $110. 

LINCOLN—’53 Capri coupe, $2,500*. °49 
2-dr., $210. 

MERCURY—’54 coupe, $2,020. '51 conv., 
$850; club coupe, $710. '50 4-dr., $530. 
48 4-dr., $260. '47 4-dr., $185, $155. '46 
4-dr., $155, $130. 

NASH—’53 Statesman 4-dr., $1,275. °51 
Statesman 2-dr., $540. °'50 Statesman 
2-dr., $215. °49 (600) 4-dr., $185. 

OLDSMOBILE — '54 (98) Starfire conv., 
$3,350*. °53 (98) Holiday, $2,225*, $2,- 
185*; 4-dr., $1,955*, $1,915*; (88) conv., 
$2,000*, $1,855°; 2-dr., $1,340*, $1,305*. 
"52 (98) 4-dr., $1,320*%; (88) 2-dr., $1,- 
285*. "51 (98) conv., $940*. 

PACKARD—’51 (400) 4-dr., $650*; (200) 
4-dr., $750*, $645*. ‘49 4-dr., $190. 

PLYMOUTH—’54 Belvedere 4-dr., $1,600*. 
’53 Cranbrook 4-dr., $1,105, $1,075, 
$785; club coupe, $935. '52 Cranbrook 
club coupe, $740, $715; 4-dr., $450. ’51 
Cranbrook 4-dr., $570, $540. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
330*, $1,170*, $955, $835, $825. °51 
Chieftain (8) 4-dr., $855*, $750°; conv., 
$840*; 2-dr., $800*. °50 Silver Streak 
Se. $450*. '48 Torpedo (8) 4-dr., 
$235*. 

STUDEBAKER—’53 Champion 4-dr., $1.- 
015; 2-dr., $530. '51 Commander 2-dr., 
$525; Champion 2-dr., $405. '50 Cham- 
pion 2-dr., $250; Commander 4-dr., 
$245°*. 

WILLYS—’48 (4) station wagon, $210. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of July 12.) 

(Due to improved retail action and a 
Vigorous spurt in prices for low mileage 
Teady to sell autos, the auc 


ut of 148 offerings.) 


Super Riviera coupe, $1,985*. °52 Super 
Riviera coupe, $1,300*, $755*. ‘51 Super 
2-dr., $985*, $920*; Special 4-dr., $780*. 
"50 RM 4-dr., $740. ‘49 Super conv., 
4-dr., $380*; RM 2-dr., $410*. 
., $200*. °47 Super 4-dr., 
‘46 Super 4-dr., $160. 
CADILLAC—’51 (62) 4-dr., $1,900*; (60) 
Special 4-dr., $1,930°. ‘50 (62) club 
coupe, $1,750*; (61) club coupe, $1,725*. 
°46 (62) 4-dr., $210*. 
CHEVROLET—’54 Bel Air 4-dr., $1,750, 
$1,700. '53 (150) station wagon, $1,510; 


4-dr., $1,180, $1,030; (210) 4-dr., $1,- 
240°; 2-dr., $1,190. '52 SL Deluxe Bel 
Air, $1,060*; 4-dr., $985, $900, $850*; 


2-dr., $960; SL Special 2-dr., $900. ’51 
SL Deluxe Bel Air, $910*; 4-dr., $490; 
FL Deluxe 2-dr., $600*. '50 SL Deluxe 
station wagon, $800; Bel Air, $775*; 4- 
dr., $580*; 2-dr., $650*; club coupe, 
$510. '°49 SL Deluxe 4-dr., $430; FL De- 
luxe 4-dr., $385, $220; 2-dr., $480, $310. 
48 SM 2-dr., $360. "47 FM 4-dr., $180; 
SM club coupe, $110. 
CHRYSLER—’50 Windsor 4-dr., $730*. 


DeSOTO — '50 Custom 4-dr., $800*. ‘48 
Custom club coupe, $180*. °'46 Custom 
4-dr., $150. 

DODGE — '54 Royal 4-dr., $1,930*. ‘48 
Custom 4-dr., $220*. '47 Custom 4-dr., 
$100*; Deluxe 2-dr., $135. 

FORD — ‘54 Custom (8) station wagon, 
$1,630. °53 Custom (8) 2-dr., $1,230, 
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$1,040. "52 Custom (6) 4-dr., $1,040*; 
Custom (8) 2-dr., $980; %-ton pickup, 
$650. '51 Custom (8) 4-dr., $760, $735°*; 
conv., $800*; %-ton pickup, $500. °50 
club coupe, $480, $200*%, $330; 4-dr., 
Custom (8) 2-dr., $520. '49 Custom (8) 
$400; Custom (6) 2-dr., $340. '48 De- 
luxe (6) 2-dr., $230. '47 Deluxe (6) 2- 
dr., $190. 

HUDSON—’51 Commodore 4-dr., $670*. 

KAISER—’51 Deluxe 2-dr., $440*. '49 De- 
luxe 4-dr., $140*. 

LINCOLN—’49 Cosmopolitan 4-dr., $275*. 


MERCURY—’52 Sport coupe, $1,260, $1,- 
230°. '51 4-dr., $630. "50 4-dr., $650. 
"49 conv., $485*; 4-dr., $435*. 


NASH—’54 Statesman 4-dr., $1,640. °51 
Rambler Country Club, $650*; States- 
man 2-dr., $510*. '49 (600) 4-dr., $240. 

OLDSMOBILE — '53 (88) 4-dr., $1,690* 
(ps). °50 (98) 4-dr., $750*; (88) 2-dr., 
$500; 4-dr., $580. '49 (88) conv., $470*; 
club coupe, $430*; (98) 2-dr.. $300*. '48 
(98) conv., $450*; (68) club coupe, 
$280*. '46 (76) 2-dr., $150*. 

PACKARD—’50 Clipper 4-dr., $320. 

PLYMOUTH—’52 Cambridge 4-dr., $810. 
51 Concord 2-dr., $650; Cambridge 2- 
dr., $550. ‘50 Special Deluxe 4-dr., $690. 
"49 Special Deluxe 4-dr., $220. 

PONTIAO — '54 Chieftain (8) Catalina, 
$2,160*; station wagon, $2,270*; 4-dr.. 
$2,150*; Star Chief (8) 4-dr., $2,300* 
(ps). '53 Chieftain (8) conv., $1,880*; 
4-dr., $1,710. ‘52 Chieftain (8) 4-dr., 
$1,320*; 4-dr., $1,200*; 2-dr., $1,150. 
’51 Chieftain (8) Catalina, $1,100*, $1,- 
045°, $935*; 4-dr., 50. °50 Silver 
Streak (8) 2-dr., $750*%, $735; Silver 
Streak (6) 4-dr., $560. '49 Silver Streak 
(8) conv., $500*; Silver Streak (6) 2- 
dr., $535*. °47 Torpedo (8) 2-dr., $175; 
Torpedo (6) 2-dr., $135. 

STUDEBAKER — ’'50 Champion 4-dr., 
$400*. 49 Champion 4-dr., $110*%; Com- 
mander 2-dr., $370*. ’48 Champion 4- 
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dr., $200. '47 Champion 2-dr., $110*. | 
WILLYS — '51 station wagon, $660*. °50 
Jeepster, $400*. 


| 

MISCELLANEOUS — '52 Henry J Vaga- 

bond 2-dr., $380. '47 Frazer Manhattan 
4-dr., $180*. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of July 13.) 
(Market steady to strong. Small con- 
signment but plenty of buyers for many 


FLASH-A-CALI 
NYA TCH HLA) 


offers you 


100% to 200% Absorption 





clean autos, Sold 47 cars out of 66 Wewill 
offerings.) { with you the problems of 
BUICK—’53 Super Riviera 2-dr., $1,805*; your 


measures that must be 
taken. Train your 


Special 4-dr., $1,550*; 2-dr., $1,395. "52° 
Super Riviera 4-dr., $1,270*. '51 Special 
4-dr., $885. "50 RM Riviera 4-dr., $500* 








pe). ‘48 Super 4-dr., $155; sedanet, to increase your customer 
0. paid labor sales or you owe 
CHEVROLET—'54 (210) 4-dr., $1,650. '53| us nothing. As manufac- 
Bel Air 4-dr., $1,350; (210) 2-dr., $1,-; turers, we offer you 
090. '52 SL Deluxe 4-dr., $775; SL Spe- | equipment designed for 
cial 2-dr., $725. '51 SL Deluxe 2-dr.,; 
$655. 50 SL Special 2-dr., $390. '49 FL the atlmoueni 
Deluxe 2-dr., $270. 
CHRYSLER Win aay Windsor club coupe, pl ew og beg? oy po 
-. "OA ndsor 4-dr. 90° 
: . dealer or smaller service 


DODGE—’'50 Meadowbrook 4-dr,, $400. 

FORD—’54 Crest (6) 4-dr., $1,605. °51 
Custom (8) 4-dr., $535; Deluxe (8) 2- 
dr., $525. °50 Deluxe (6) 2-dr., $475, 
























requirements 
factories. Write us today 






$355; Custom (8) 4-dr., $405. °49 Cus- 

tom (8) 2-dr., $270, $250, $225; Deluxe and we will arrange an ap- 

(8) 2-dr., $230. pointment with a man that 
HUDSON—’51 Super (6) 4-dr., $455. will not waste your time. 


MERCURY — '53 2-dr., $1,425. ‘51 club 
coupe, $755*. '50 club coupe, $480. 
OLDSMOBILE—’53 (88) Holiday, $2,100*; 
super 4-dr., $1,800*, $1,680*. °50 (76) 
4-dr., $535*. 
PACKARD—’51 (200) 4-dr., $615°. 
PLYMOUTH — '50 Special Deluxe conv., 
$470. '36 2-dr., $200. 
(Continued on Page 34, Col. 1) 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
AN-94, Chicage 5, Illinois 
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Affecting Factories and Dealers . . . 
Auto Advertising 





AUTOMOTIVE NEWS, JULY 26, 1954 






By Marty Whitmyer 
Staff Writer 


The appointment of William | manager, according to J. A. Cort- 
Hughes as sales promotion manager | right, sales vice-president. 


for DeSoto was announced last 
week by J. B. 
Wagstaff, sales 
vice - president. 
Hughes formerly 
was on the staff 
of James Wichert, 
advertising direc- 
tor, and for the 
past two years 
has worked on 
sales promotion 
assignments. 

a ee After joining 
William Hughes DeSoto in 1946, 
Hughes was a district and city 
manager in Chicago prior to be- 
coming affiliated with the central 
staff in Detroit. site 


Merritt Rejoins Clayton 


William O. Merritt has rejoined 
Clayton Mfg. Co., El Monte, Calif., 





as sales promotion and advertising 








Merritt will concentrate on pro- 
motion activities in connection 
with the company’s recently 
launched 10-point sales and mer- 
chandising program for automo- 
tive distributors throughout the 
United States and Canada, 

During the past year, he has been 
an account executive for Dozier- 
Eastman, Los Angeles industrial 
advertising agency. He previously 
was with Clayton from 1950-52. 

? * * 


Crowell-Collier Realigns 


Paul C. Smith, president of 
Crowell - Collier Publishing Co., 
has announced that the publish- 
ers of American magazine, Col- 
lier’s and Woman’s Home Com- 
panion have been relieved of their 
duties. 

They are Edward Anthony, 
publisher of Collier’s since 1949; 
John W. McPherrin, publisher of 


free! 


Firm Name 
Type of Firm 
Executive 
Title__ 
Street 
City. 











American since 1951, and William 
A. Birnie, publisher of Woman’s 
Home Companion for two years. 

Birnie and Anthony will remain 
as vice-presidents. McPherrin’s 
future relationship with the firm 
was not immediately disclosed. 

Smith has taken over as editor- 
in-chief of the three magazines, 
said the changes had two main 
purposes: (1) A tightening of the 
administrative operations of the 
company and (2) placing the edi- 
torial development of company 
publications directly under him- 
self. 


POPAI Gets New Home 


The Point-of-Purchase Advertis- 
ing Institute has moved to new 
headquarters in the Salmon Tower 
Building, 11 West Forty-second St., 
New York. 

The move was made necessary 
in part, due to the expanding acti- 
vities of the institute, an official 
said. 


Look Ads, Circulation Up 

In the first six months of 1954, 
Look established new all-time highs 
for any half-year period in its 
history in both advertising revenue 


and circulation, according to Ver-| 


non C. Myers, publisher. 
“Advertising revenue for the 


Bea 


Be a big winner! Send the coupon for your Brand Name 
Retailer-of-the- Year entry blank today! There’s no cost, 
no obligation, no entry fee. And you get the idea-packed 
merchandising kit, “Brand Names Mean Business,” 


Please send me an entry form for the 1954 Brand Name 
Retailer-of-the-Year competition, and a copy of the 
free kit, “Brand Names Mean Business.” 


Zone State 








| 





Toledo Industrialists See Ad Film— 


More than 100 industrial executives attended a Toledo presentation of the color 
strip film, “Lexington, U. S. A.", which was prepared by the Bureau of Advertising of 
the American Newspaper Publishers Assn. The Toledo Blade sponsored the affair. 
From left are James B. Fenner, comptroller of Electric Auto-Lite Co.; Byron A. Fay, 


Auto-Lite vice-president; 


Herbert W. Moloney, 


president of Moloney, Regan & 


Schmitt; L. H. Middleton, engineering director of Auto-Lite; James P. Falvey, Auto-Lite 
president, and Daniel H. Kelly, Auto-Lite vice-president. 


first half of the year totaled 
$12,845,239—a gain of $1,763,683, 
or 16 percent, over the $11,081,- 
546 gross advertising revenue for 
the first six months of 1953,” 
Myers said. 

“At the same time,” he _ said, 


big winner! 


YOU are eligible for the coveted Brand Name Retailer-of-the-Year 
Plaque or one of four Certificates of Distinction to be awarded 
in your retailing field next Brand Names Day. 

Win one of these important awards by promoting brand names 
all through 1954! Brand names mean business. Thousands—or millions— 
of dollars worth of national advertising, paid for by the 
manufacturers, pre-sell your customers and cut selling time. You get 
faster turnover, because known brands outsell unknowns by 
seven or eight to one in most categories. 

Steady demand and repeat sales give you fewer markdowns. Because 
brand name manufacturers pre-test their products, and assume 
responsibility for them, you have fewer adjustment worries. Reputable 
brands add prestige to your store, and bring you advertising help 
that cuts your costs and adds to the effectiveness of your advertising. 

These are the ways you win, this year, by promoting brand names. When 
you win a Brand Name Retailer-of-the-Year Award, your winnings 
increase! Exciting publicity in your local newspapers and trade papers 
brings you prestige among your customers and your suppliers, 
and adds to store traffic. : 
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37 West 57th Street, New York 19, N. Y. 























“Look’s circulation for the first six 
months averaged an estimated 3,- 
868,384 a 13.6 percent gain over 
the 3,405,345 average for the first 
six months of last year.” 

* * = 


Cotton Padding Campaign 


A nationwide campaign will start 
in September to expand the use of 
cotton padding in mattresses, furni- 
ture and auto seats, according to 
the newly organized National Cot- 
ton Batting Institute. “Be sure it’s 
cushioned with cotton,” will be a 
basic campaign theme. 

Dave Schimmel has been elected 
president of the institute, which 
will have headquarters in Mem- 
phis. Schimmel is vice-president 
of Allen Industries, Inc., Rahway, 


IN. J. 
| * + * 


| Klock Joins Parade Staff 


Jay L. Hammen, Detroit man- 
ager of Parade magazine, has an- 
nounced the appointment of John 
M. Klock to the 
advertising sales 
staff in Detroit. 

Klock, who 
formerly was ad- 
vertising man- 
ager of Lufkin 
Rule Co. will 
represent the 
Sunday picture 
supplement in 
Michigan and 
Ohio. 

Prior to joining 
Lufkin, Klock was on the faculty 
of Michigan State College. 

* + * 








J. M. Klock 


Time, Newsweek Dates Altered 
Time and Newsweek have ad- 
vanced their deliveries to homes 
and newsstands from Thursday to 
Wednesday. 
The new delivery date was set, 


| an Official said, because of a change 
|in reader habits. A survey has 


shown that people do more reading 


|during the week than on week- 
| ends, he said. 


* * * 


IH Takes to Television 


International Harvester Co, has 
signed to sponsor “The Halls of 
Ivy,” starring Ronald Colman. The 
series will begin in October, offi- 
cials said. 

IH will advertise its entire line 
of products, with major emphasis 
on refrigeration and motor trucks, 
according to M. F. Peckels, man- 


| ager of the consumer relations de- 


partment of the company. 
+. 7 + 
Names 


Joseph C. Meehan, has been 


|mnamed director of public relations 


for Geyer Advertising, Inc., New 


| York, He had been a public rela- 
| tions account executive. 


Robert S. Johanson has been ap- 
pointed public relations director of 
the AC Spark Plug division of Gen- 


| eral Motors. Prior to joining GM 


in 1953, Johanson was with the 
public relations department of 


| Eastman Kodak Co. 


Al Gaum has joined Nation’s 
Business as an advertising sales 
representative in the New York of- 
fice. He was previously eastern 
sales manager of National Adver- 
tising Service. 


Neal W. Shelby has been placed 
in charge of automotive advertising 
for the Washington Post and Times 
Herald. He succeeds the late Alan 
C. Whitehead. 

















Special Wood Helps 
Dies Retain Shape 


(Continued from Page 15) 


dies,” MacPherson said, “it is im- 
portant that these models do not 
change dimensions from the time 
they are built until the steel dies 
have been copied from them. This 
period may vary from a few months 
to nearly a year.” 


Changes in dimensions of the 


s* 
Turnings 
(Continued from Page 15) 
development of better power 
brakes for trucks and tractor- 

trailer combinations. 


The wheel brake mechanisms 
do a good job after air power is 
fully developed and applied to the | 
brake shoes. So Stevens feels that | 
improved brake controls are 
needed to reduce time lag be- | 
tween pedal actuation and brake 
shoe movement. 

Perhaps a combination of elec- 
tric and air actuation would en- | 
able brakes to get into action | 


sooner? 
oe ~ * 


Full Pedal Travel 


For Car Power Brakes? 


a power brakes are being 
criticized for excessive pedal 
pressure under power-off conditions. 
Design modifications to increase 
pedal travel may also quiet occa- 
sional complaints about “over-sen- 
sitive” brakes, and possible confu- 
sion between brake and accelerator 
pedals. 

This may be a good time to in- 
clude a reminder that some present- 
day cars could use additional brak- 
ing capacity. And power brakes 
alone do not provide the answer. 
They just make it easier to apply 
the brakes—but you don’t stop any 
quicker! 





+ a + 
A Turbine Guess 


Pure and Simple 


— well-kept secret of Chrysler 
turbine design details is one of 
Detroit’s biggest technical myster- 
ies. Unless we’ve been completely 
misled, the regenerator holds the 
key to any solution of this puzzle. 

What does the inside of the heat | 
exchanger look like? Could it be 





Huebner's Secret | 


* * * 


simply an ingenious system of fins 
and baffles that operate with a 
minimum of back pressure? 

Or perhaps George Huebner’s 
crew of researchers has learned 
to do some clever tricks with | 
bundles of long, small-diameter | 
tubes? In moving through these 
tubes, compressor air would pick 
up heat from exhaust gases cir- 
culating through enveloping pas- 
sages. 

Such a design theoretically might 
Succeed in raising efficiency to 
levels claimed by Chrysler. But it | 
would impose numerous practical 
difficulties — as well as being pro- | 
hibitively expensive. Complexity of 
such a wound-tube system could 
run prototype production cost up to | 
several thousand dollars for the re- 
generator alone. 


Cummings in New Post 

J & C Motor Co., (Studebaker), 
Marysville, Calif. is being man- 
aged by Francis C. Cummings, a | 
veteran of 32 years in the auto- | 
mobile business. For the past 14 | 
years, he had been service man- | 
> 8d of a Marysville Ford dealer- 
ship. 


Features Dimensional Stability . . . 
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| wood models, if not corrected, 
would affect the dimensions of 
the steel dies, with the result that 
| car body parts would not fit to- 
| gether properly. The entire sur- 
| face of the models often has to 
| be reworked to make the neces- 
sary corrections. 

Feasibility of applying the “Im- 
| preg” wood to the manufacture of 





| 





|die models was proved during a 
year-long research program spon-| 


| sored by Ford at the U.S, Agricul-| The use of Impreg models is ex- 


ture Department’s forest products 
laboratory in Madison, Wis. 

Details of the research were de- 
scribed in a paper recently prepared 
by A. E. Vallier, manager of the 
Ford engineering staff's experi- 
mental fabricating department, and 
Ray Seborg, a chemist at the forest 
products laboratory. 

* * * 


——~ to the paper, the 
new Ford die models have dem- 
onstrated remarkable dimensional 
stability in exhaustive tests, which 
show that the expansion of Impreg 
die models is less than a third of 
that normally expected from con- 
ventional die models. 

Vallier said that several die 
models for 1956-model cars have 
been made from the new material 
and are now at the various tool 
and die shops, where hard dies 
are being reproduced from them. 


pected to enable the tool manufac- 
turer to take from the die model as 
many plaster or plastic casts as de- 
sired, without experiencing any 
change of dimension or distortion 
of the original model. 
+ + * 
T= new impregnated-laminated 
material also should allow the 


Plastic Extrusions Displayed 

LONG ISLAND, N. Y. — A port- 
able “Extrusion Engineering Dis- 
play” is available free for one-day 
| plant showings. Staffed by attend- 
| ants who will be on hand to answer 
questions, the exhibit shows the 
|latest techniques and applications 
| for plastic extrusions, The sponsor, 
| Anchor Plastics Co., 36-36 Thirty- 
|sixth St., has provided 250 parts 
|extruded from various types of 
plastic materials. 





automotive industry to make great- 
er use of duplicate plastic die mod- 
els. This will be possible, because 
the original Impreg model will not 
change dimensions when the plastic 
is applied over it. 

Ford has used Impreg to make 
wood crankshaft patterns, for ex- 
perimental shell-molded shafts. In 
this application, advantage is 
taken of dimensional stability and 
heat resistance properties of the 
new material, since the pattern 
is heated for one hour at 400 de- 
grees Fahrenheit during the pro- 
cess. 

Vallier and Seborg predicted that 
when Impreg material is available 
|in commercial quantities, finished 
die models and patterns made from 
it will be comparable in total cost 
| with similar models made from 
conventional boards. 





HASTINGS “AERO-TYPE™ 


Here now is a premium spark plug for 85¢. Hastings 
Aero-type construction, with shrouded twin elec- 
trodes, is the greatest recent improvement in spark 
plug performance. And the new low list price of 85¢ 
puts it within the reach of everyone. 

The Hastings Shrouded Plug performs better, lasts 
longer, cleans easier. Two ground electrodes (one on 
each side of the center electrode) for longer service 
and easier cleaning. Cleaning abrasives get all around 
the insulator tip and electrode firing surfaces to re- 
new performance and life. 





Hastings Plugs operate with considerably higher 
insulator temperature, to retard fouling. And yet the 
electrodes, being out of the path of the hot flame 
sweep, operate at a /ower temperature and with in- 
creased life. 


The H.T. aluminum oxide insulator . . . corrosion- 
resisting solid copper gasket . . . accurate heat rating 
. .. and engineering for replacement service—all go 
to make this a plug built for premium performance. 

And now you can have all this—at the new list 
price of 85¢. 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN - HASTINGS LTD., TORONTO 


Spark Plugs, Piston Rings, Casite, Caslube, Drout, Oil Filters 


HASTINGS 


7Vew-lype-dhrouded; SPARK PLUGS 


Engineered for Replacement 
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But Public’s Yen for Big Cars Hampers E 


imeers ... 


Aero Design Research Pressed 


(Continued from Page 19) 
pressure will be. In general, body 
design that results in center of 
pressure location near the center of 
gravity gives satisfactory aerody- 


namic stability.” 
* + * 


Noise Factor 


EAN RAZAK said that Wichita’s 
school of engineering had per- 
formed no wind-tunnel tests of pas- 
senger cars since the Nash project. 
Razak divides the importance of 
aerodynamics in automobile design 
into two parts. The first part per- 
tains to aerodynamic forces that 
absorb horsepower; this can be- 
come a significant factor at speeds 


‘| above 50 miles an hour, according 


Fire-Retardant Barrier for Roof— 


A roll of B. F. Goodrich Koroseal flexible material is being applied over the steel 
deck of Ford Motor Co.'s new engine plant at Brookpark, O. The entire roof is 
covered in this manner with Koroseal, which is said to provide an effective vapor 
barrier that is fire-resistant. 


to Razak. 

The second part pertains to 
passenger comfort. Razak stated 
that automobile aerodynamics 
could contribute to the comfort 
of passengers, particularly with 
respect to vibration and noise. 
Many sources were said to exist 
on an automobile for pressure 
impulses which are felt within 


Neoprene covers 
at regular prices! 


With Thermoid Neoprene-Covered Fan 
Belts, you can sell superior quality at 
prices no higher than ordinary belts. 


The Neoprene covers resist oil, heat 
and abrasion—serve your customer 


better. 


Thermoid Fan Belts are pre-stretched 
to prevent slipping, stretching and 


sagging. 


20 sizes cover 90% of the market. You 
get faster turnover with less inventory 


;..make more money! 


Qnd.a, neal good deal fou you 


Large, colorful Thermoid 
Thermometer is included 
with the popular 20 belt 
assortment. 12 inch diam- 
eter... made of light, non- 
rusting aluminum...weath- 
er-sealed for accuracy. 


PLUS Attractive assort- 
ment of advertising post- 
ers, mailing folders and 
post cards, together with 
time-saving wall chart 
with complete fan belt and 
hose application data. 


the car as noise, One of Razak’s 
specific recommendations was 
that designers pay careful atten- 
tion to vent openings, making 
sure they were located in high- 
pressure areas. 

At Studebaker, principal aerody- 
namic emphasis seems to have been 


on appearance. Stylists feel they 


Two Improvements Made 
In Automatic Sprayers 


TOLEDO.—DeVilbiss Co.’s engi- 
neering vice-president, D. J. Peeps, 
has just been credited with two in- 
ventions that are expected to con- 
tribute to more automatic opera- 
tion of spray paint equipment. 


One device moves spray guns in 
synchronization with the part being 
sprayed and returns the guns to 
starting position when the cycle is 
completed. The other invention is a 
pneumatically operated signal that 
actuates the spray gun when an 
article is present on the conveyor- 
supports, but withholds painting 
action if the support is empty. 


ermol 


Thermoid Company « Trenton, New Jersey 


Brake Linings « Fan Belts » Radiator Hose « 
Hydraulic Brake Parts and Fluid « Car Mats « Clutch 
Facings * Thermoid Precision Process Equipment. 


achieved exceptionally “clean” lines, 
with a minimum of protuberances, 
and created an overall impression 
of fleetness and motion. 

Studebaker does typify what is 
regarded as the best design practice 
in locating the radiator air intake 
low on the front of the body, with 
the opening disposed along a hori- 
zontal line. This, with front-end de- 
sign that is rounded in profile, is 
an important factor in minimizing 
car drag. a= 

* 


Firebird Story 


i HIS recent SAE paper describ- 
ing the design of the Firebird 
body, Robert McLean, GM styling 
engineer, related how vertical fins 
of various sizes were tested until 


Typical Plot— 


Representative air-stream lines around 
this silhouette were traced as the probe 
moved longitudinally along the plate, au- 
tomatically follewing, oquipotentiol lines. 


the side-force center of pressure 
fell within 5 percent of the mid- 
point of the wheelbase. 

Other aerodynamic data pub- 
lished in the report are so specifi- 
cally related to the Firebird devel- 
opment that useful generalizations 
are difficult, GM declined comment 
when asked what it had learned in 
the Firebird wind-tunnel studies 
that might be applicable to passen- 
ger-car design. 

Chrysler Corp. engineers be- 
lieve that wind resistance is not 
a@ serious factor throughout the 
range of normal driving speeds. 
A spokesman said, “Major effects 
are not experienced below speeds 
of 70 or 30 m.p.h.” 

The most important application 
of aerodynamics in current design 
work at Chrysler was said to be in 
connection with car ventilation and 
the cooling of engine and brakes. 
Aerodynamic studies were instru- 
mental in developing the forced-air 
cooled disc brake used on Crown 
Imperial models. 

It was stated that recent aero- 
dynamic work had been done large- 
ly with full-scale cars and compo- 
nents. This includes both tests un- 
der simulated conditions in labora- 
tory wind tunnels, and actual tests 
on the road. 


Magnets Used 


To Position 


Welding Parts 


DETROIT.—Permanent magnets 
have been designed into a simple 
holding device used by American 
Blower Corp. to position compon- 
ents for welding. 

Magnets manufactured by the 
Carboloy department of General 
Electric Co. are used in a circular 
mounting plate which positions a 
large fan hub while vanes are 
welded between hub and outer ring. 

Fifty-eight 11/16 - inch - diameter 
permanent magnets are installed 
in the 16-inch circular steel plate, 
with thin-wall aluminum tubing 
used for insulation. 


General Electric Films 


Maintenance Plan 


NEW YORK.—A new motion pic 
ture showing industry how to ge 
the most productivity out of exis‘ 
ing facilities has been announc< 
by General Electric Co, Entitle< 
“Productive Maintenance,” the 2° 
minute production dramatizes 
five-step plan of maintenance. 

The film will be available fc: 
showings at trade and associatic 
meetings following the completic 
of the current series of forums 
be held in 26 cities. 
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High ways & Safety cas 


Researchers Busy 
On Crash Analyses 


By Gerhardt Neumann 
Staff Writer 

wets new in crash-injury re- 

search? An interchange of com- 
munications between AUTOMOTIVE 
News and Cornell 
University’s med- 
ical college in New 
York and aero- 
nautical labora- 
tory in Buffalo re- 
veals that: 


1. Within a lim- 
ited area engi- 
neers have come to definite conclu- 
sions and recommendations regard- 
ing changes in auto design; 

2. Numerous factors which lead 
to injuries and car deformation are 
still being studied. 

Contrary to the common opinion 
that the right front seat is a “sui- 
cide seat,” engineers have found 
that there is little difference be- 
tween the injury potentials of the 
driver’s seat and the right front 
seat, whereas both involve more 
risk to injury in a crash than the 
rear seats. 

Since the heads of the persons 
sitting in front are most exposed to 
injury, experts believe that some of 
the dangerous objects in their path 





should be modified in such a man-| = 


ner that they offer greater safety. 
ao * * 


HEY recommend that knobs and 

controls be removed or padded. 
To protect the driver, a guard with 
a large area could be placed over 
the steering wheel to distribute the 
impact of a chest blow and to re- 
duce the possibility of harpooning 
the driver’s torso. 

Also strongly recommended is the 
use of safety belts which, according 
to engineers, withstand a minimum 
of 3,000 pounds “loop load” — the 
strength needed to cushion a severe 
crash. 

The belt from car attachment 
point to hips, it was found, should 
make an angle of 45 degrees, and 
should be adjusted to fit in the 
lap and over the pelvis. 

Still being studied are factors 
which may have a bearing on in- 
juries, such as impact speed, direc- 
tion of principal impact force and 
deformation of car structure. 

The results of these tests and 
studies by Cornell engineers are be- 
ing evaluated by a committee of the 
Automobile Manufacturers Assn. 
Engineers hope to be ready for 


Spreen Rides Rocket 


Bob Spreen (Oldsmobile-Cadillac) 
Huntington Park, Calif., has moved 
into a new showroom shadowed by 
a huge rocket. The rocket stands 
three stories high and points sky- 
ward. The simulated gold projectile 
is reflected in a full plate-glass 
window. 





British Ford * German Ford 
British Nash 


Parts in Stock 
Write for Catalog 


Columbia Motor Co. 


245 W. Séth St., New York 19, N. Y. 





WINTER or SUMMER 
America’s 
FINEST 
Heater 


For ‘53-54 
Popular Make Cars 


HaDees 
pance 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Il. 


the right front seat. Equipped with 
safety belt, “Half-Pint” suffered 
only minor “injuries.” 


complete roundtrip during a 
| crash. From the right rear seat 
| position, the “Thick Man” was 
thrown clear forward, struck its 
head on the windshield and re- 
turned to the rear compartment. 

“Half-Pint” made this trip sev- 
eral times. 

In an accident at a speed of 17 
miles an hour, “Half-Pint” was 
thrown forward and upward from 
the left rear seat, striking its head 
on the steering wheel. The action 
was described as extremely violent. 
The entire chain of events took less 
than half a second. 


definite recommendations within a 


year. 
~ * * 


1 laboratory used in its test a 

friction stopping device, which 
controls the car’s stop or decelera- 
tion. Occupants of the test vehicle 
were the “Thick Man” and the 
“Half-Pint,” two dummies which 
match human dimensions. 

The speed in the tests ranged up 
to 30 miles per hour, and crashes 
were simulated from different 
angles. 

In several crashes, “Half-Pint” 
was thrown forward into the dash- 
board or hit the windshield from | 


more data will be needed before the 
safe and unsafe characteristics of 
various makes and models of cars 
can be pinpointed. However, they 
believe that the material gathered 
so far indicates some trends which 
they say may be confirmed in the 
not too distant future. 





* * * * * * 






Simulating Head-on Crash— 


The test car of Cornell University’s aeronautical laboratory is sent into a head-on 


crash. The “Half-Pint,” a dummy resembling a six-year-old child, has started moving 
| 


forward. The “Thick Man,” 
the steering post. 


the adult dummy behind the wheel, is about to strike 





Highway Parley Nov. 8-10 


Research and planning for the 
“Highways of Tomorrow” will be 
the theme of the Canadian Good 
Roads Assn.’s annual convention in 
Toronto, Nov. 8-10. 

Technologists and economists 
from United States, Britain and 
Canada will scan the future in 
their field of interest. 

A highlight will be a discussion 
on the recommendations of the 
Board of Transport Commissioners 
regarding level crossings, with Jus- | 
tice John D. Kearney, chief com- | 
missioner, addressing the delegates. 

Fred Burggraf, director of the) 
Highway Research Board, will 
speak on the future of long-range 
road testing projects in the U. s.;| 
Dr. W. H. Glanville, director of 
road research in Britain’s Depart- 
ment of Scientific and Industrial | 
Research, will speak on research 
activities in Britain; Dr. R. F. Leg- 
get, director of the division of | 
the National Research Council of } 
Canada, and Dean R. M. Hardy, 
of the University of Alberta, will! 
take a look at materials of the fu- | 
ture and soil mechanics. 

Other speakers will include A. K. 
Branham of Purdue University, 
who will speak on financing and 
maintaining of roads; R. A. Low, 
design engineer of the Trans-Can- 
ada Highway, Department of Pub- 
lic Works, and W. A. Bryce, direc- 
tor of public safety, University of | 
Toronto. | 

Wilfred J. Chenery of Interna-| 
tional Harvester Co. of Canada 
will discuss future vehicle design; 
Arthur D. Margison will speak on 
urban traffic, and Wilfred Sanders, 
head of Canada’s Gallup Poll, will 


N.J. Boosts Gas Tax 


For School Aid Funds 


The New Jersey Legislature has 
adopted a one-cent increase in 
the State gasoline tax to provide 
an estimated $14 million addi- 
tional revenue for increased aid 
to school districts. The tax now 
stands at 4 cents a gallon. 

In adopting the measure, the 
Legislature ignored the protests 
of highway user groups who 

| argued that the State is diverting 
| 40 cents out of every dollar col- 
| lected under the gasoline tax. 


tell the convention how public sen- | 


timent shapes road building policies | 
and administration. 


F. G. Gardiner, chairman of the 
Municipality of Metropolitan To- 
ronto, is general chairman of the 
convention committees. D. J. Win- 
ter, vice-president of British Amer- 
ican Oil Co., Ltd., is vice-chairman. 





Sounds great, doesn’t it? Wi 
advertising program. 











The adult dummy once made a | 


Engineers also indicate that many , 


| 
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Rochester Dealership Loses 
a to Raze Property 


Permission granted by the City 
Zoning Board of Appeals to Ralph | action brought by seven New York 
Pontiac, Inc. 626 Main St. W.,| St. homeowners, who were among 
Rochester, N.Y., to raze three} a score of neighbors opposing the 
| soaees it owns on New York St. | permit. 


‘and use the land for new-car stor- 
| age and customer car parking has 
| been annulled by the State Supreme 
Court. 

The ruling was made in a review 








| 
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Don’t Depend on Automobiles Alone .. . 


There’s good profit in selling trailers. Opportunities created 
by new designs have entirely changed and broadened the 
trailer market. Modern mobile homes, like the new Prairie 
Schooner (shown above), are real homes . . . completely 

uipped and furnished. And only Prairie Schooner offers 
all the best features as well as a front porch and front door. 
The front porch is a real exclusive. No other trailer has it! 


Prairie Schooners are a “natural’’ for the automobile 
dealer. You already have the display and service facilities, 
plus sales know-how. Prices are right—profit margins are 
attractive—and financing is easy. Methods are practically 
the same as you are using now. It’s a safe way to expand 

our present business and there’s a crying need for hard- 

itting, aggressive merchandising in this field. We believe 
in close factory cooperation. Find out today how you can 
eee your profits. Write for full particulars on dealer 
ranchise. 


PRAIRIE SCHOONER, INC., ELKHART, IND. 


LOOK WHO'S 
ON TV! 


Yes, SPEEDY hits the TV trail via sparkling 
Animated Television Commercials, featur- 
ing the SPEEDY Five Point Program. 


The five points referred to are the five 
important parts of a Used Car checked 
by the SPEEDY Dealer . . . Engine, Trans- 
mission, Brake System, Rear End, Interior 
and Outside Body. 


The complete SPEEDY campaign features eye- 
catching newspaper ads and colorful five point 
labels (shown above reduced in size) in addition to 


the TV commercials, which can also be used as Movie Commercials. 


rite today for full details about this value-packed automotive 


Loeanbiademarks... 


87 MADISON Annu - NEW YORK 16, N.Y. 
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At Congressional Hearings . . . 


FTC Hits NADA Plea 
For Bootleg Clause 


(Continued from Page 1) 


Denver Ford dealer; H. Mead Nor- 
ton, Oklahoma City Buick dealer 
and regional NADA vice-president; 
R. D. McKay, Wichita Chrysler- 
Plymouth dealer and former NADA 
president; H. A. Lanphear, Provi- 
aence Oldsmobile dealer and 
NADA director, and Spencer T. 
Honig, Los Angeles Nash dealer 
and NADA director. 


vere of FTC were presented 
by Earle W. Kintner, the 
agency’s general counsel. 

Appearing against the legislation 
ase Bachata C. Webster, Salis- 
bury, Md., and Joseph B. Dan- 
zansky, of Danzansky & Dickey, 
general counsel for NUCDA. 

NADA’s theme was that au- 
thorized dealers cannot continue 
, to pay the costs of their present 
establishments with adequate sell- 
ing and servicing facilities while 
engaging in cut-throat competi- 
tion with bootleggers. 

NUCDA, on the other hand, 
called the proposed legislation “un- 
necessary and immoral.” 

Senator William A. Purtell, Con- 
necticut Republican, presided over 
the Senate subcommittee. Rep. 
Charles A. Wolverton, New Jersey 
Republican, headed the House 
group. 

Purtell suggested that perhaps 
the amendment should be 
changed to make it compulsory 
rather than permissive that man- 
ufacturers cancel dealers who 
wholesaled cars to unauthorized 
purchasers. 

Implications of this caused some 
of the dealers present to shudder, 
and Purtell dropped the subject. 

Testimony began before the Sen- 
ate body. Kintner, who got the floor 
first, declared the proposed legis- 
lation would violate the “basic 
policy” of the antitrust laws. 

* * 


E SUGGESTED that a better 

-approach to the problem would 
be a full-scale investigation by 
FTC, followed by whatever legal 
action was found necessary. Exist- 
ing laws used by FTC and the 
Department of Justice, he added, 
would be adequate to do the job. 

Kintner said the FTC’s views 
on the subject are shared by the 
Justice Department. The Justice 

Department had three _ times 
turned down requests by NADA 
for clearance on such proposals. 
The Justice Department’s re- 
jections led to the introduction 
of the legislation under discus- 
sion. 

In elaborating on FTC’s views, 
Kintner said: “The Sherman Anti- 
trust Act expresses the national 
policy against permitting any con- 
tract, combination in the form of 
trust or otherwise, or conspiracy, 
in restraint of trade. 

“The legislative proposal under 
consideration would create an ex- 
ception to this policy in that it 
would authorize a restraint of trade 
by contracts or agreements be- 





American Motors Loses 


$3,848,667 in Quarter 

DETROIT. — American Motors 
Corp. last week reported a net 
loss of $3,848,667 for the quarter 
ended June 30, after a carryback 
tax credit of $2,926,000. Sales for 
the period amounted to $104,220,- 
995. 

The report was the first since 
the merger of Nash and Hudson. 
It included Nash for the full 
quarter and Hudson from, May 
1, when the merger became ef- 
fective. 


Operations for the nine months 
ended June 30 for Nash and for 
May and June for Hudson showed 
a loss of $3,643,958 after tax cred- 
its. Sales for the period were 
$305,959,368. Hudson had losses of 
approximately $6 million for the 
four months prior to May 1. 

President George Mason said 
the losses had been anticipated. 





tween a motor vehicle manufac- 
turer and its dealers.” 
* * + 


ASSAGE of the bill, he said, 

would be a signal for other 
segments of the economy to press 
for “special dispensation” of a 
similar nature and “would initiate 
piecemeal abandonment of our na- 
tional policy of unencumbered 
competition.” 


The right of a person engaged 
in trade to select his own cus- 
tomers is an important concept 
under the principles of antitrust 
laws, he added. 

Kintner said new-car dealers al- 
ready have a weapon—fair-trade 
laws—to use against bootlegging. 
He admitted, however, that most 
dealers don’t know how to bring 
tradeins under fair-trade regula- 
tion. 

Freed, in his testimony, presented 
a thorough account of bootlegging 
operations and their effects on the 
retailing of new cars. 

+ * * 
Guana up, he said that boot- 
legging: 

1. Misleads and confuses the 
public. 

2. Disrupts the long-established 
method of distribution. 

3. Brings about a fictitious 
method of pricing. 

4. Places a premium on chicanery 
and medicine-show sales tech- 
niques. 

5. Imposes substantial barriers 
to ethical competition in the re- 
tail market. 


6. Restricts free and wholesome 
use of capital. 


7. Endangers the savings, invest- 
ments and financial future of a 
vast number of small businessmen. 


8. Permits laws of the country 
to be used as an umbrella for men 
of weak will, while serving as a 
threat to men of competence, in- 
tegrity and healthy ambition. 


9. Subordinates the welfare of 
the majority of new-car dealers to 
_ willfulness of a greedy minor- 

- * 7 - 
wap backed its arguments for 

passage of the bills with an 
impressive array of facts and 
figures, combed from every section 
of the country and documented by 
leading dealers. 


Evil effects of bootlegging were 
laid bare before the committee 
members in charts, letters and 
personal narrative. The Freed 
statement alone ran more than 
10,000 words. 

The Senate session was con- 
cluded at 6 p.m. last Tuesday and 
it was thought that would be final. 
Purtell, however, said he felt there 
should be more testimony, partic- 
ularly from the Justice Depart- 
ment. So instead of adjourning, he 
called a recess with the next ses- 
sion subject to call of the chair- 
man. 

House hearings on Wednesday 
became entangled with other legis- 
lative matters and started late and 
quit early, with only one witness, 
Bell, testifying. 

Bell briefly summed up the new- 
car dealers’ need for the legisla- 
tion and it was agreed that all the 
statements filed with the Senate 
committee could be handed to the 
House committee at a special ses- 
sion later. 

+. * x 

FRaep. who testified on behalf 

of 33,000 NADA members, said 
bootlegging “has become increas- 
ingly serious until at the present 
time the long established manufac- 
turer-franchised dealer system of 
distribution is in jeopardy.” 

Bootleggers, Freed said, 
threaten the economic stability 
of authorized dealers because 
they have only “hog-wire and 
gravel for overhead. When the 
authorized dealer tries to com- 
pete on price, he said, he cannot 
maintain selling and servicing 
facilities required of him by his 
manufacturer. 

“At best,” Freed said, “the au- 
thorized new-car dealer’s profit re- 


turn is very low. In a study cover- 
ing the first nine months of 1953, 
the Accounting Corp. of America 
found that new-car dealers were 
39th in 41 classifications of retail 
businesses in their ratio of net 
profits to sales.” 

Freed then cited profit figures 
compiled by NADA showing how 
average net profits for dealers was 
2.2 percent for all of 1953, and 
that they plummeted to 0.8 percent 
in the first quarter of 1954. 

Dealers, he said, are positive that 
bootlegging is the principal cause 
of this dangerous decline in oper- 
ating profits. 

* * + 

NE dealer, he said, put it this 

way: “The $64 question is, ‘How 

long can an independent continue 
operating under these continuing 
conditions?’ We don’t expect to be 
around to find the answer to this 
question.” 

In one area where bootlegging 
is flourishing, Freed said, an es- 
timated 90 percent of authorized 
dealers are losing money. 

Freed reported the following 
typical comments from dealers: 

“Borrowing heavily. Three hun- 
dred more will fold.” 

“Selling 100 cars a month and 
in the red.” 

“If I could bail out I would.” 

“Worse than depression.” 

“Hundred operating at loss.” 

Freed noted that there are no 
statistics readily available on total 
business failure among dealers in 
recent months. 

* * * 


“Fpowaven.” he said, “in re- 
sponse to a recent survey, 
dealers and dealer representatives 
in 40 states reported a total of 
1,757 dealer failures due primarily 
to the adverse economic effects of 
bootlegging. These failures range 
in number from a high in one state 
of 250 to a low of two in a sparsely 
populated western state. 

“In nearly all cases,” he added, 
“dealer association executives in- 
dicated that unless immediate re- 





House Group May Ask 


Car Makers to Testify 


WASHINGTON.—The House 
Interstate Commerce Committee 
may ask auto makers to testify 
on proposed amendments to the 
trust laws to permit anti-boot- 
legging clauses in dealer con- 
tracts. 


During the session Thursday, 
Rep. Carl Hinshaw, who was fill- 
ing in as chairman for Rep. 
Charles A. Wolverton, interrupted 
testimony to remark: 

“I don’t see why the auto mak- 
ers themselves don’t come down 
here and speak for themselves 
on this matter. I’m going to ask 
Rep. Wolverton to invite them 
down.” 

Like the Senate hearing, the 
House hearing was recessed 
rather than adjourned. 





lief is forthcoming many others 
either plan or will be forced to 
liquidate.” F 

Communications to NADA, he 
said, indicated the following 
number of failures in recent 
months for the areas noted: 

Washington, 70; Utah, 44; New 
Jersey, 51; Arkansas, 9; North 
Dakota, 41; Alabama, 22; Okla- 
homa, 150; Louisiana, 40; Missis- 

sippi, 64; Michigan, 98; Tennessee, 
22; Kansas, 78; Texas, 40; Illi- 

nois, 125, and Florida, 47. 

“No doubt some of the author- 
ized dealers who have gone out 
of business in recent months repre- 
sented General Motors and Ford, 
but the mortality rate among deal- 
ers handling lines manufactured 
by the independents and Chrysler 
is reaching alarming proportions,” 
Freed said. 

He said that the net dealer loss 
of all manufacturers, other than 
GM, Ford and Kaiser-Willys, was 
121 in 1952 and 1,145 in 1953. (K-W 
was not included because a new 
corporate setup brought about a 
consolidation of dealerships and 
the consequent net loss was con- 
siderably above normal.) 

The net loss in the first quarter 
of 1953 was 11, but in the first 
quarter of 1954 it was 535. 

7” x * ‘ 


“NOTE the increase of nearly 

1,000 percent in 1953 over 1952 
and the increase of nearly 5,000 
percent in the first quarter of 1954 





NADA Principals in Senate Quiz— ; 


Discussing strategy at the Senate hearing on bootlegging are (from left), Rowland 
W. Kirks, NADA legislative counsel; Frederick J. Bell, NADA executive vice-president, 
and Charles C. Freed, NADA president. Seated behind Freed is Birkett L. Williams, 


NADA director from Cleveland. 
over the first quarter of 1953,” 
Freed said. 


He pointed out that the figures 
did not include dealers who went 
bankrupt or quit business and 
were replaced by another dealer. 

Some manufacturers, he said, 
showed a net gain in 1952 and 
the first quarter of 1953, but none 
has reported a net gain for the 
entire year of 1953 or the first 

quarter of 1954. 

Dun & Bradstreet, he said, re- 
ports that voluntary dealer failures 
increased 248 percent in 1953 over 
1952. In the first quarter of 1954, 
involuntary failures increased 227 
percent over the same period of 
1953, he said, again citing D&B 
figures. 

“According to NADA’s records,” 
Freed said, “1,714 authorized deal- 
ers failed to renew their member- 
ships in the last four months of 
1953. Of this number, 646 reported 
that they had gone out of business. 

“In the first four months of this 
year, of the 1,860 non-renewals, we 
have definite information that 767 
have liquidated.” 

s . 
7S difference in operating costs 
between bootleggers and au- 
thorized dealers were summed up 
this way by Freed: 

Bootleggers spend money to rent 
a lot and pay for lights, signs 
and advertising. Sales commissions 
are low, and administrative and 
clerical expenses are negligible. 

The authorized dealer must 
maintain showrooms and service 
departments in desirable — and 
therefore high-rent — areas. He 
must pay salaries and salesmen’s 
commission and purchase large 
inventories of supplies, special 
tools and equipment, cooperative 
national advertising, local adver- 
tising, elaborate accounting and 
reporting systems, and pay cleri- 
cal and administrative costs. 

He must also maintain a stock 
of current-model automobiles and 
parts. 

Studies of all makes in 1953, 
Freed said, illustrate the average 
amount per car sold of some of 


-the dealer’s basic costs. 


For example, he said, the average 
cost for clerical salaries and wages 
for 1953 was $149.07 per car, ex- 
clusive of mechanics’ salaries. The 
average cost per car for salesmen’s 
commissions was $90.69. 

It was determined, he said, that 
it cost each dealer an average of 
$46.68 per car to cover total rent 
and other expenses in lieu of rent 
where the building was owned by 
the dealer. Insurance costs other 
than on the building averaged 
$15.49 per car, he said. 

Oo” * * 


Reed put the cost of maintain- 
ing small shop tools and inci- 
dental supplies for the service de- 
partment at $20 per car, while non- 
cooperative advertising cost $38.06. 
Most manufacturers, Freed said, 
require their dealers to make heavy 
contributions to a cooperative na- 
tional advertising fund. 
said that a recent anal- 
ysis showed about $200 million a 
year is spent on cooperative ad- 
vertising, and that it works out 
to an average of $32 per car. 
“The split on some different 


makes,” he said, “is as follows for 
each car sold: 


“Chrysler—factory $10 and dealer 
$20; Ford—factory $3 and dealer 
$15; Chevrolet—factory $3.75 and 
dealer $12; Nash—factory $7.50- 
$12.50 and dealer $15.25; Plymouth 
—factory $3 and dealer $10; Stude- 
baker—factory none and dealer 
$15.25.” 


Freed then cited obligations of 
authorized dealers under the man- 
ufacturers’ warranty: Comprehen- 
sive inspections, replacement of 
parts and other work using trained 
mechanics. 


He quoted two surveys on the 
amount of money it costs per car 
for warranty work, over and above 
the amount reimbursed by the fac- 
tories. One survey, he said, showed 
the cost per car was $25.71. 

* * 7 


E ALSO cited an AvrTomorive 

News survey of July 27, 1953, 
showing that the average unre- 
imbursed cost was about $28 per 
car. Franchised dealers, he said, 
spend an estimated $5 million from 
their own pockets to fulfill owners’ 
service policies. 


“Based upon the reports of 
bootlegged sales over the past 
six months,” Freed said, “there 
is reason to believe franchised 
dealers have spent many millions 
of dollars to service and care for 
bootlegged cars sold by used- 
car dealers.” 

An additional cost of the fran- 
chised dealer — preparation and 
conditioning—was placed at $26.52 
on the average. 

“Bootlegged cars, of course, are 
seldom sold to the public with this 
valuable service performed,” Freed 
said. 

Freed reported that many used- 
car dealers who sold new cars told 
the buyers to go to a franchised 
dealer for warranty work. 

The franchised dealers, Freed 
said, generally feel obligated to 
perform this work “because of the 
provisions of their franchises, pres- 
sure from the manufacturer or the 
danger of losing customer good- 
will.” 

. * «. 

JFREED then cited the great care 

taken by manufacturers 
to measure marketing conditions 
in various sales areas and sched- 
ule production on the basis of 
periodic reports from dealers on 
sales and stocks. 

“Bootlegging,” he said, “tends 
to frustrate attempts accurately to 
measure the market and keep pro- 
duction in proper balance.” 

The reason, he said, is that 
vast sales reported in areas 
where bootlegging is particularly 
rampant gives a totally mislead- 
ing picture of customer demand. 
Bootlegged cars, he said, are 
shipped into many areas from 
far-distant points. 

Manufacturers, he said, also aré 
misled by reports of low sales by 
dealers in areas where purchasers 
are buying bootlegged cars. 

“Proper concern for the health 
of the automobile industry de- 
mands the elimination of any fac- 
tors which tend to disrupt the 
methods for accurately keying 

(Continued on Page 40, Col. 1) 
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First Time in Many Years... 





Space Available at ASI Show 


By Jack Weed 
Service Editor 

CHICAGO.—For the first time in 
a number of years there was some 
space still available in the Automo- 
tive Service Industries Show after 
the midsummer drawing, according 
to Frank G. Stewart, Standard Au- 
tomotive Supply, Washington, D. C. 
chairman of the joint operating 
committee, which acts for the three 
sponsoring after- market associa- 
tions. 

The reason for the condition 
existing this year, according to 
Stewart, is that many large manu- 
facturers who formerly took a block 
of space in which to show their 
products are this year confining 
their representation at the show 
to conference booth spaces, thus 
freeing space in the display section. 

This year’s show, to be held 
Dec. 8-10, at Chicago’s Navy Pier, 
will be the first time that the 

ASI has had both conference 
booth and product display sec- 
tions. In the space layout of the 
show, the North Pier will be de- 

voted largely to product display 
spaces while the South Pier will 


YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
using our plan to increase Scales 
and cut their inventory. 


PROSPECTS EVERY DAY 


Write or wire for Free Samples 
and Details of this AMAZING 
PLAN 


SANZO SPECIALTIES 


Mfrs. of the used car tag with 
the beoded chain 


Box 68-A Endicott, N. Y. 


DEALERS! 


ATTENTION 


How does it go in your dealership? 
Are you getting enough gross to 
exist? 

Does competition lick you on over- 
allowances? 

Are bootleggers stealing your mar- 
ket? 

You need not give the answers to 
these pertinent questions. Everyone 
already knows that the automobile 
business is critical, BUT; 


HERE'S DYNAMITE 


You can lick all of these problems 
with the book “How to Buy a Car”. 
lt goes straight to the heart with 
the answers. Instead of salesmen 
spending hours on each deal trying 
to combat these problems he merely 
covers a few points from the book 
then hands it to the prospect. He'll 
read much of it right then and there. 


WRITTEN FOR YOU 


Yes, this book is written for you 
although it is directed to the pros- 
pect. It takes over selling problems 
that not one salesman in a hundred 
con or will, take the trouble to lick. 


ORDER NOW 
First copy 


Mass quantities, very cheap. 


Enclose your check for at least one 
now. You'll buy more. 


JAMES SERVICE 


P. O. Box 997 
NEW ORLEANS, LOUISIANA 





be devoted largely to conference 
booth spaces. 

This new arrangement meets the 
desires of both the exhibitors who 
favor the conference type of meet- 
ing with their jobbers, and the 
manufacturers who wish to put on 
product displays. 

Simultaneously with the space 
drawings, the committee’s program 
for large scale and elaborate pro- 
motion of the show to wholesalers 
was unveiled at a formal press re- 
ception. 

Stewart released brochures con- 
taining advance publicity, complete 
show facts and reproductions of the 
show theme and slogans which will 
be featured in direct mail during 
coming months, and which will 
dominate show decorations. 

The show’s o fficial slogan, 
“Drive and Thrive in ’55”, will 


Munn 


(Continued from Page 3) 


letters to attract business of this 
nature. Here is one that was sent 
on a dealer’s stationery to his list 
of owners who bought cars as new 
cars three or More years ago and 
developed much satisfactory busi- 
ness. The letter is not copyrighted 
and is available to any dealer who 
wants to make use of it. It at least 
contains phrases and sentences that 
can be utilized by any dealer who 
is interested in such promotions. 
Here it is: 

Mr. Prospect 

Any Street 

Any Town 

Dear Sir: 

Want a new car? Want at a 
bargain? Want a car that you 
know ‘all about, a car that has 
already demonstrated its inherent 
worth and dependability? You 
can have it, and right now the 
cost is little—easy terms if you 
want. 

How? Let us rebuild your pres- 
ent car. Rebuilt motor or motor 
overhauled—new tires—new bat- 
tery—new paint job—a complete 
restoration of whatever may be 
needed and you have a new car. 
Many owners are turning to this 
plan as the best solution to a 
new car and cutting down the 
high cost of driving an older car. 


We can make your car perform 
and look like new again, give you 
unlimited further miles at the 
lowest cost per mile. The cost is 
much less than the owner usually 
expects. Drive in for an estimate. 
It costs you nothing to find out. 
You are in no way obligated. It 
can save you much and give you 
appearance, safety, comfort and 
economy, 

Sincerely yours, 


CAR DEALER & COMPANY 


Ford 


(Continued from Page 2) 


proving ground is expected to be 
in operation by 1956. 

Facilities planned for the area 
include offices, maintenance and 
storage garages, a fueling struc- 
ture, special testing obstacles and 
a network of test roads, including 
a five-mile high-speed track. 

The property is located approxi- 
mately 45 miles from company 
headquarters in Dearborn. Includ- 
ed in the purchase was the 2,500- 
acre Fisher Farm, formerly owned 
by Edward F. Fisher. 





L-M Quota-Toppers 


Get $50 Per Car 


DETROIT. — Lincoln-Mercury 
is now giving its dealers $50 a 
car after they reach a certain 
quota. In most cases, this quota 
is approximately equal to their 
sales last year for the same 
period. 

The contest began July 10 and 
runs through Sept. 10. Many deal- 
ers have organized contests 
among their salesmen to split up 
the benefit of the bonus and to 
spur on the salesmen. 

One L-M dealer said, “It’s just 
a little something to help us dur- 
ing the summer cleanup.” 





be the theme of the publicity and 

promotion program. Stewart pre- 

dicted that new products and 

1955 selling programs of the ex- 

hibiting manufacturers — all of 

which will be featured in advance 
promotion—will attract upward 
of 20,000 to the show. 

He pointed out to the press that 
the ASI show will be the grand 
climax of “Automotive Week” in 
Chicago, which will open with the 
annual national conventions of the 
three sponsoring associations on 


Mr. Auto Auction Owner: 


It takes 
a winner 
to pack ‘em ! 


‘gan ME ae 


1954 


Dec. 5. Sponsors are the Motor & 
Equipment Wholesalers Assn., Mo- 
tor & Equipment Manufacturers 
Assn., and the National Standard 
Parts Assn, 

Invitations to attend the show 
will go into the mails to more than 
10,000 automotive wholesalers with- 
in the next month. 


Minn. Registrations Up 


ST. PAUL. — Minnesota licensed 
1,338,558 motor vehicles up to July 
1, or 10,000 more than during the 
first six months of 1953, according 
to Mrs. Mike Holm, secretary of 
state. Total collections to July 1 
amounted to $27,727,715, compared 
with $26,097,891 last year. 


if 
f 
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Ford Payroll Sets 
High for All First 
6-Month Periods 


DEARBORN.—The average work 
week for Ford Motor Co. employes 
during the first six months of the 
year had 41.6 hours, according to 
John S. Bugas, industrial] relations 
vice-president. 

The total hourly payroll for 
Ford’s 132,739 employes amounted 
to $334,071,214. 

Bugas said that this is the big- 
gest first-six-months payroll in the 
51-year history of the firm, and 
nearly 8 percent higher than a 
year ago. 






and Fidelity Title Insurance wins every time! !! 


A fighter who spends most of his time lounging on the canvas 
doesn’t draw a very big gate. It takes a winner. And the bigger 
the winner, the bigger the gate. 


It works that way in your business, too. 


No buyers, no sales. 


The more buyers you pack in, the more sales . . . and the more 


. profit for you. 
All right. 


Pack ’em in with a winner... with FIDELITY 


TITLE INSURANCE. Let Fidelity kayo every bum title that 


slips into your auction. 


Let every buyer know that every title 


to every car sold at your auction is guaranteed by Fidelity to be 


a sound title. 


Let ’em know that hot car burns are a thing of 


the past . . . thanks to FIDELITY TITLE INSURANCE. 




















Boaz, Ala. 


217 Gadsden Rd., 


Lee 


204 Stahiman Bidg. 


But don't take our word for it. 
Then write, wire, or call for the full story. 


BAKER AUTO AUCTION 

Highway 49 S., Hattiesburg, Miss. 
CAPITOL AUTO AUCTION 

4365 Florida Ave., Baton Rouge, La. 
COFIELD AUTO AUCTION 


COLUMBUS AUTO AUCTION 
2603 Cusseta Rd. Columbus, Ga. 
CONCORD AUTO AUCTION, INC. 
29 Sudbury Rd., Concord, Mass. 
DIXIE AUTO AUCTION SALES 


DIXIE MOTORS AUTO — 
718 Angier Ave., Atlanta, G 

RED FARMER'S AUTO AUCT 10N, INC. 
1010 So. State St., Jackson, Miss. 
HESTER & COLEMAN AUTO AUCTION Tuesday 
Fi ~=—- B00 Louisville Ave., Monroe, Louisiana 


Ask the auctions listed here. 


Buckwalter Stadium, Meridian, Miss. 






Thursday LOUISVILLE AUTO AUCTION Tuesday 
3601 So. 7th St. Road, Louisville, Ky. 
Friday MAULDIN AUTO AUCTION SALES, INC. Tuesday 
1227 New Buncombe, Greenville, S$. C. 
Monday = MIDDLE GEORGIA AUTO AUCTION Wednesday 
‘ rsday Eastside Highway, Macon, Ga. 
MONTGOMERY AUTO AUCTION Wednesday Sy 
Mon. & Fri. 927 No. Court St., Montgomery, Ala. 
PAGE BROS. AUTO AUCTION Wednesday 
Mon. 35th at Divine St., Chattanooga, Tenn. 
Gieningham, Ale. . SOUTHERN AUTO SALES Wednesday 
Tues. & Fri. Route 5, Warehouse Point, Conn. 
SYRACUSE AUTO AUCTION Thursda’ 
Wednesday R. D. #1, LaFayette, New York y 
TINNIN AUTO AUCTION Tuesday 


‘Fidelity Insurance Company 
of Tennessee 


Nashville, Tennessee 





Xl 





Used-Car Auction Prices 


(Continued from Page 27) 


PONTIAC — ‘52 Chieftain (8) 
$1,225°. ‘50 Silver Streak 
coupe, $515*, $470°. 

STUDEBAKER — ‘51 
Cruiser, $625*; 4-dr., 
pion club coupe, $385*. 

WILLYS—'53 Ace 4-dr., $915°*. 


PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of July 
14.) 


(A emall sale today due to Holiday 
season and heat; but activity extremely 
brisk with almost every auto entered 
sold. Prices steady to slightly off. Sold 
71 cars out of 89 offerings.) 
BUICK—’53 Super Riviera, $1,550* (ps). 
"51 Super sedan, $885*. "49 Super conv., 

i? 


$400". 
CADILLAC—’'52 (62) sedan, $2,500* (ps). 
"50 (62) sedan, $1,475*. ‘48 (62) sedan, 


° 
CuEVROLET—'s3 (210) sedan, $1,285°. 
"52 SL Deluxe sedan, $925, $910, $870; 
SL Special sedan, $755. '51 SL Deluxe 
sedan, $725, $700. ‘50 SL Deluxe Bel 
Air, $700; sedan, $570, $530, $500, 
°49 SL Deluxe sedan, $410, $380. 
sedan, $205. '47 SM sedan, $200, $190. 
OCHRYSLER—'52 NY conv., $1,020*. 
DeSOTO — '51 Custom sedan, $675*. ‘50 
Deluxe sedan, $535. °48 Deluxe sedan. 


$300. 
DODGE—’50 Coronet sedan, $505. "48 De- 


Sell batteries that 


luxe sedan, $185. 


FORD -~ '53 Custom 
$1,250*, £1,12u*. 
$1,200*. '51 Custom 
$775; sedan, $715, $675, 
(8) sedan, $690, $470. 
sedan, $515, $500, 

| tom (6) sedan, $300, 

| dan, $110. 


| HUDSON—’51 sedan, $460 


Catalina, 


(8) sedan (8) 


Commander Land 
$505*. '50 Cham- | 


MERCURY—’51 conv., $605; 
$730*, $670*, $585. ‘49 
$395. '46 sedan, $350. 

NASH—’51 Rambler station 
sedan, $° 95. 

PACKARD—’'48 sedan, 

PLYMOUTH—'51 Cranbrook 
$610. °50 Special Deluxe 
$585. ‘49 Special Deluxe 
’48 Special Deluxe sedan, 


$660*, $635°*. 
$1,150*. 


BUICK — 
Super coupe, $1,905*, 
cial 4-dr., $1,135, $1,085. 





against vibration damage! _ 


UNITED STATES 


Electrical Wire and Cable Department 


sedan, $1,260°*, 
"562 Crest (8) 
(8) Victoria, $830*, 


‘50 Custom 
2 at $450. 
$290. 


KAISER—’50 Traveler 4-dr., 


$190. 


PONTIAC — ‘50 Silver Streak (8) 
STUDEBAKER—’53 Champion Hard Top, 


FONTANA, WIS. 


(Hollenbeck Auto Auction. 
Friday. Prices are for sale of July 9.) 

(Market continuing strong with prices 
up $50 to $100 over our previous week’s 
sale, Sold 175 cars out of 205 offerings.) 
54 Super conv., 
$1,860*. 
‘51 Super Riv- 
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lera 4-dr., $935*, $930°, $875*. '50 Super 


Riviera 4-dr., $725*, $715*, 
sedanet, $540*, $470, $375. 
dr., $420, $380, $365. '47 
$200, $195. 
OCADILLAC—’'54 
$5,255* (ps). 
(ps). °52 (62) 


(62) conv., 
"53 (62) 
4-dr., 


4-dr., 
$2,465*, 


$680; Special 
’48 Super 4- | 
Super 4-dr., 
$5,280° (ps). 
$2,990° 
$2,440° 


"51 (62) 4-dr.; $1,760*, $1,675*. '50 (62) 


4-dr., 
$950°. 


$1,650°, 
"48 (62) 


$1,475*. 
4-dr., 


$1,965"; 4-dr., $1,695. 
$1,390, $1,285; 


Victoria, 
“< 145, $1,130, $1,060. 


$560; Deluxe 
(8) 
‘49 Cus- 
(8) se- 


$875; 2-dr., 
Special 2-dr., 
2-dr., $725*, $700, 
Special 2-dr., 2 at $635; 

dr., $605*, 2 at $585, $580, 
Deluxe 2-dr., 
at $370, $365, $360, $345. 


$875*, 
$780, $745. 


"48 


$190. 
sedan, 
sedan, 


$810°, 
$430, 


$700: 


070*. °'51 Windsor 4-dr., 
‘50 NY 4-dr., $325. 
$430. ‘48 Saratoga 4-dr., 
DeSOTO — '52 Fire Dome 
025* (ps). ‘51 
$550*. °50 Custom 4-dr., 


wagon, 


sedan, 
sedan, 
sedan, 
$155. 


$680, 
$675. 
$400. 
on, $1,375; 4-dr., $1,100. 
dr., $835*; 
‘51 Coronet 4-dr., 
$470. 


sedan, 
$600", 


025° 
4-dr., 


(ps); 4-dr., 
$1,650*. 


$1,850* ; 


Sale every Custom (8) 2-dr., 
(8) 4-dr., 
(8) 4-dr., 
$465, $455. °49 Custom 
$365, $335, 2 at $300. 
2-dr., $165, $130. 
$125. 


$2,600*. '53 
'52 Spe- 


are protected 


~~ 


i 


The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


"49 
$680*, 
CHEVROLET—'54 Bel Air conv., 


51 SL 
$695, $680. 
SL Deluxe 4- 


CHRYSLER — '52 Windsor Newport, 
$725°*, 
’49 Windsor 4-dr., 
$240. 
(8) 
Custom 4-dr., 
$465", 

‘49 Custom club coupe, $350, $340. 
DODGE—’53 Meadowbrook station wag- 
’52 Coronet 4- 
Meadowbrook 4-dr., 


*49 Wayfarer 4-dr., $400*, $385*. 
FORD—’'54 Crest (8) Skyliner coupe, $2,- 


"53 Custom 
$1,245, $1,200, 2 at $1,175, $1,165. 
$910, $890; 
2-dr., 2 at $860, $850, $760. ‘51 Custom 
$680, $635, $625. 
$575, $525, 2 at $490, 
(8) 2-dr., 
‘47 Deluxe 
"27 Model 


(62) 4-dr.. 
$675*. 
$1,985°*, 


'53 Bel Air 4-dr.. 
(210) 2-dr., 


$1,175, $1,- 


62 SL Deluxe Bel 
Air, $1,015, $1,005, $1,000; 
$870", 


4-dr., $910, 
$865*; SL 
Deluxe 
"50 SL 


$575. '49 SL 


$415, $410, $395; 4-dr., 2 


g080°. | 


4-dr., $1,- 
$670*, 
$440*. 


us 
horsepower?” 


$675*. 


$545, $535, 51 Hornet 4-dr., 


$490° ; 


KAISER—’51 4-dr., 
LINCOLN. 


$385. 


Custom 
(8) 


(6) 
2-dr., 
"52 
Main (8) 


4-dr., $1.455*. 
$1,330. 
$810, 2 at $680. $665. 
$475, $430. 
$360, $330. 
NASH — 
Rambler conv., $1,185*; 
$1,130*. ‘52 Rambler 


$1,480*, 


"50 Custom 
$485, 
$380, 
(6) 
T coupe, 


"48 conv., 





re ican Te 
Pe 


sures—will not get mushy or soft 
in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 


RUBBER COMPANY 


e Rockefeller Center, New York 20, N. Y. 


"49 club coupe, 
$195. 
’6563 Ambassador 2-dr., 


$560. 


Foun send 


“Is this the most you can offer 
— a peak output of only 200 


| HUDSON —'53 Jet 4-dr., $1,030*, $740. | 
conv., 
Commodore (6) conv., $225; 4-dr., $185. 
*50 4-dr., 
49 Cosmopolitan 4-dr., 
MERCURY—’54 2-dr., $2,250, $1,935*. 
"52 Sport coupe, 
*51 2-dr., $890; club coupe, 2 at 
"50 4-dr., 


"49 


$265. 
$295. 


"53 


$485, 
$465, $395, 


$1,495*; 
Country Club, 
Country 
$815; station wagon, $725. ’'51 Rambler 


Club, 


| PLYMOUTH—'52 Cambridge 4-dr.. 


| STUDEBAKER — 


| WILLYS—’51 station wagon, 
| MISCELLANEOUS 


station wagon, $600; Statesman sedan 
$545°*. 

OLDSMOBILE — '53 
(ps); 4-dr., $1,900* 
4-dr., $1,730*, 
4-dr., $1,160*. 
160°, $1,055°, 
$770*, $720*, 
(88) Holiday, 
$195*. 

PACKARD—'52 Sport coupe, $1,395*. ‘51 
(200) 4-dr., $745*. 

PLYMOUTH—'54 Savoy 4-dr., $1,385. ‘53 
Cranbrook 4-dr., $1,165*, $1,070; Cam- 
bridge 2-dr., $915, $900, $895. ‘52 Cran- 
brook 2-dr., $770, $665, $650. ‘50 Special 
Deluxe 4-dr., $555, $500, $475. ‘49 Spe- 
cial Deluxe 2-dr., $395. ‘47 Special De- 
luxe 2-dr., $225. 

PONTIAC — '54 Chieftain (8) 4-dr., $2,- 
100°. ‘53 Chieftain (8) 2-dr., $1,300* 
$1,265*, $1,250*. ‘51 Silver Streak (8) 
Catalina, $1,060*, $1,045*, $1,025°. ‘50 
Silver Streak (8) 2-dr., $595*, $580* 

STUDEBAKER — ‘52 Commander 4-dr.. 
$690*. ‘51 Champion 4-dr., $590°. ‘50 
Champion conv., $495*; 2-dr.. $355-. 
$260*. 


(98) conv., $2,150" 
(ps); (88) Super 
$1,675*. ‘52 (88) Supe: 
‘51 (88) Super 4-dr., $1.- 
$995*. ‘50 (98) 4-dr.. 
$705*, $685*, $495*. ‘49 


$500. ‘48 (78) sedanet, 


$600° 
‘50 Stortz Speciai 


racer, $110. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of July 15.) 
(Prices strong on clean °50s, "51s and 
°562s8; down on late models. Sold 56 cars 
out of 95 offerings.) 

BUICK—'54 Century 4-dr.. $2,825* 

CADILLAC—'52 (62) 4-dr., $2,200* 

CHEVROLET—'54 Bel Air 4-dr., 
(210) 4-dr., $1,720*. ‘53 
$1,190, $1,170; (150) 2-dr., $1,020. '52 
SL Special 4-dr., $750. '51 SL Deluxe 
Bel Air, $925*, $900*; 2-dr., $735, $730; 
SL Special Business coupe, $605; %-ton 
pickup, $580. ‘50 SI. Deluxe station 
wagon, $860; Bel Air, $740*; 4-dr.. 
$430. "49 SL Deluxe 4-dr., $450. '48 FL 
2-dr., $325. '47 FL 2-dr., $200. 

DODGE—’52 %-ton pickup, $750. 

FORD — ‘54 Crest (8) Victoria, $2,350: 
Custom (8) Country sedan, $2,400, $2.- 
350*; Ranch Wagon, $2,275. ‘53 Main 
(8) 2-dr., $1,050; Main (6) 2-dr., $975 
"52 Main (8) Ranch Wagon, $1,165; 2- 
dr., $905, $890, $875, $865. ‘51 Custom 
(8) 2-dr., $720, $630; 4-dr., $675; De- 
luxe (8) 2-dr., $690. °50 Custom (8) 2- 
dr., $650. °49 Custom (8) 2-dr., $460: 
Custom (6) club coupe, $275. '48 Deluxe 
(6) 2-dr., $180. ‘46 Deluxe (8) 2-dr., 


$190. 
MERCURY—’50 club coupe, $730. 
OLDSMOBILE — '54 (88) 4-dr., $2,625° 
‘51 (88) Super 4-dr., $1,120°. "50 (98) 
4-dr., $735*. °48 (98) 4-dr., $320°. ‘46 
(66) 2-dr., $190*, 


(ps) 
(ps) 
$1,890° ; 
(210) = 4-dr.. 


$670 
’48 Special Deluxe 4-dr., $220. 

PONTIAC—’52 Chieftain (8) 2-dr., 
‘49 Silver Streak (8) 2-dr., $415. 

‘50 Commander Land 


$940° 


Cruiser, $550°. 


| WILLYS—’50 station wagon, $500. 


MISCELLANEOUS—’48 [International '- 
ton pickup, $385. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of July 


| 14.) 


(Continued excellent activity on all 
clean °49 through °52 models. Demand 
light on rough units and liate models. 
Sold 58 cars out of 82 offerings.) 
BUICK — '51 Special 4-dr., $1,020. ‘50 

Special 2-dr., 


$585. 
| CADILLAC—’41 4-dr., $505. 


| GHEVROLET—’54 Bel Air 2-dr., 





$1,600° 
‘53 Bel Air 2-dr., $1,260%, $1,195°. ‘52 
SL Deluxe 4-dr., $1,000°, $870, $770. ‘51 
SL Deluxe 4-dr., $660. ‘50 SL Deluxe 
2-dr., $620*, $505, $460, $440; SL Spe- 
cial 4-dr., $165. '49 SL Deluxe 4-dr., 
$550. "48 SM coupe, $415. 

FORD—'53 Main (6) 2-dr., $940; Custom 
(8) 2-dr., $1,490*, $1,170. "52 Crest (8) 
4-dr., $1,100*, $900*, $720. ‘51 Custom 
(8) 2-dr., $855, $850, $730, $715, $705 
$660, $635, $610, $525. ‘50 Deluxe (8) 
4-dr., $565, $510, $410; 2-dr., $550. 
$525, $415; %-ton pickup, $500. 

HUDSON—’'50 Commodore (8) conv., $555 
"49 Commodore (6) 4-dr., $240. 

MERCURY — '51 2-dr., $755°. ‘49 2-dr., 
$370. 

OLDSMOBILE—'50 (88) 2-dr., $710*. °49 
(76) 2-dr., $350*°. ’'48 (76) conv., $200° 

PACKARD—’50 Deluxe 4-dr., $255. 

PLYMOUTH—’53 Cambridge station wag- 

$1,360. ‘50 Special Deluxe 4-dr., 


‘Continued on Page 35, Col. 1) 


frica by Jeep— 

Dr. William B. Treutle (left), of Sebas- 
topol, Calif., and Max Kraus, of Kraus 
Motor Co. (Willys), Tacoma, Wash., stand 
in front of the Analy Theater in Sebasto- 
pol where Treutle's movie, ‘Karamoja,” 
had its first showing. The film recounts 
Treutle'’s 17,000-mile trip through Africo 
in a Jeep station wagon. The car was 
outfitted with a 30-gallon water tank, 
window screens and inside pallet for 


sleeping bags. 
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Used-Car Auction Prices 


(Continued from Page 34) 


PONTIAO — '49 Silver Streak (8) 4-dr., 
$505*. '48 Torpedo (8) 2-dr., $205. 

WILLYS—'52 (6) 2-dr., $655. 

MISCELLANEOUS—'52 Henry J (6) 2- 
ir., $565; International 
$360. 


MASON CITY, IA. 


‘Lapiner Auction Co. Sale every Wed- 

nesday. Prices are for sale of July 14.) 
(Crop prospects excellent, resulting in 
a strong demand for clean used cars. 
Sold 112 cars out of 153 offerings.) 

BUICK—’54 RM Riviera, $2,950* (ps); 
Super Riviera, $2,685* (ps). '53 Super 
4-dr., $1,750*, $1,675*; Special Riviera, 
$1,600*. '52 Super Riviera, $1,265*, $1,- 
240°; Special 4-dr., $1,085*, $1,065*. ‘51 
RM 4-dr., $975*. °50 Special 4-dr., $525*, 
$450. 

CADILLAC—’54 (62) 4-dr., $4,450*° (ps). 
"53 (62) 4-dr., $3,155° (ps), $3,105* 
(ps), $3,015* (ps). ’52 (62) coupe, §$2,- 
400°; 4-dr., $2,265*, $2,230°. 

CHEVROLET—’54 Bel Air 4-dr., $1,690, 
$1,650, $1,610. °53 Bel Air 4-dr., $1,- 
370°, $1,345*, $1,330*%; (210) 4-dr., $1,- 
215°, $1,190*; (150) 2-dr., $1,045, $1,- 
025, $1,005. "52 SL Deluxe 4-dr., $895*, 
$860*. °51 SL Deluxe 4-dr., $660, $625. 
‘50 SL Deluxe conv., $565; club coupe, 
$530. '49 SL Deluxe 4-dr., $480. "48 FL 
Aerosedan, $400, $375, $325. ‘47 FL 
Aerosedan, $275. 

CHRYSLER—’53 Windsor 4-dr., $1,385*. 
‘52 Windsor 4-dr., $1,100*, $990*. ‘51 
NY 4-dr., $1,050*; Imperial 4-dr., $1,- 
040*. '49 NY club coupe, $410*. 

DeSOTO—’52 Custom (8) 4-dr., $1,075*; 
Custom (6) 4-dr., $1,065*. 

DODGE—’54 Meadowbrook 4-dr., $1,530*. 
"52 Coronet 4-dr., $910*. 

FORD—’53 Custom (8) 4-dr., $1,290*, $1,- 
250*. °52 Custom (8) 2-dr., $985*. “'51 
Custom (8) conv., $690*%, $610; %-ton 
pickup, $435; %-ton pickup, $690; 1%- 
ton pickup, $380. "50 Custom (8) 2-dr., 


Buick Set to Open 
New Zones in 


Omaha, Newark 


F LIN T.—Buick will open new 
zone sales offices in Omaha and 
Newark Aug. 1, Albert H. Belfie, 
general sales 
manager, an- 
nounced last 
week. 

E. R. Tallberg, 
assistant zone 
manager in Chi- 
cago, will head 
the Omaha zone, 
which will include 
Iowa and the 
southern part of 
Nebraska, Belfie 

E. R. Tallberg said. Joseph 
Hendrix, of the Los Angeles zone, 
has been transferred to Chicago to 
replace Tallberg. 

The Newark zone will be headed 
by G. R. Durham, Buffalo zone 
manager. This zone will include 
part of the states of New York, 
New Jersey and Pennsylvania. T. 
M. Kaine, assistant zone manager 
in New York, will replace Durham 
in Buffalo. 

“The increase in Buick sales in 
these areas has made it imperative 





G,. R,. Durham T. M. Kaine 
that we open these new zone of- 
fices in order to more adequately 
serve our dealers and customers,” 
Belfie said. 

The addition of the two zones 
brings the total number of Buick 
_— zones throughout the Nation 

27. 





with personalized 
epee phortes 
OSTAILS ON REQUEST 


STEMAC conse coonoe 








100 Feet of 48-12” x 18” Pennents 


All-Weather Durafiim Only $6.00 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. N 





$510, $485. '49 Custom (8) 2-dr., $440*. 
‘47 Custom (8) club coupe, $295. 


HUDSON—'53 Hornet 4-dr., $1,450*. °51 
Hornet Hard Top, $985*. °'50 Commo- 


dore (6) 4-dr., $395*. 


‘%-ton panel, | MERCURY—'54 4-dr., $2,215*. ‘53 Hard 


| Top, $1,490*. '52 Sport coupe, $1,380; 

| 4-dr., $1,220*. '51 Monterey 2-dr., $910*; 
4-dr., $895*, $850*. '49 4-dr., $595*. 

NASH—’53 Rambler Hard Top, $1,065*. 


‘51 (600) 4-dr., $745*, $685*, $600*. '48 


(600) 4-dr., $300*. 
OLDSMOBILE—’54 (98) Holiday, $3,250*, 
(ps), $3,190* (ps); (88) Super 4-dr., $2,- 


790* (ps), $2,750* (ps). °53 (88) Super 


Hard Top, $2,185* (ps), $2,100*. ’52 (88) 
4-dr., $1,610*, $1,520*, $1,240*. '51 (98) 
4-dr., $1,185*, $1,180*. ‘50 (88) 2-dr., 
$800*. 

PACKARD—’52 (200) 4-dr., $1,190*. 

PLYMOUTH—'54 Belvedere 4-dr., $1,755*. 
‘53 Cambridge 4-dr., $1,100, $1,060. '52 
Cambridge 4-dr., $780, $700. '51 Con- 
cord 2-dr., $500. °50 Cranbrook club 
coupe, $450. 

PONTIAC—’54 Chieftain (8) 4-dr., §2,- 
365*. °53 Chieftain (8) conv., $1,650*. 
‘51 Silver Streak (8) 4-dr., $750. ‘50 
Silver Streak (8) 2-dr., $550; Silver 
Streak (6) 2-dr., $515. 

STUDEBAKER — 53 Commander Hard 
Top, $1,320*. '51 Champion 2-dr., $560°*. 
"50 Commander 4-dr., $365*. ‘48 Com- 
mander conv., $215. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale 
every Thursday. Prices are for sale of 
July 15.) 

(Prices were good this week with 
clean units bringing exceptionally good 
returns. Sold 52 cars out of 100 offer- 
ings.) 

BUICK—’50 Special sedanet, $375. 

CADILLAC—'52 (62) coupe, $2,530* (ps). 
"49 (62) 4-dr., $960°*. 

CHEVROLET—’54 (210) Handyman, §2,- 
100*. °53 (150) 2-dr., $1,000; 4-dr., 
$975. '52 SL Deluxe station wagon, $1,- 
100; 4-dr., $805; 2-dr., $790; SL Spe- 
cial 2-dr., $800. °51 SL Deluxe Bel Air, 

| $900; 4-dr., $780, $625. °'47 SM 2-dr.. 
$150. 

| FORD — '54 Crest (8) Skyliner, $2,030*. 
*53 Custom (8) 2-dr., $1,250. ‘52 Crest 
(8) Victoria, $1,205*; Custom (8) 2-dr., 
$1,005; Main (6) Ranch Wagon, $1,120*. 

| °*51 Custom (8) 2-dr., $685; Deluxe (8) 
2-dr., $610, $560; Deluxe (6) 2-dr., 
$575, $565. °50 Custom (8) 4-dr., $580, 
$560; Deluxe (6) 2-dr., $305. '49 Cus- 
tom (6) 4-dr., $205, $145. 

HUDSON —’51 Pacemaker conv., $620*. 
’48 Commodore (6) club coupe, $135. 
MERCURY—'53 2-dr., $1,520*. '51 2-dr., 
$820*. ’50 club coupe, $560, $495. 
NASH—’51 Rambler station wagon, $570; 

Statesman 4-dr., $410. 
OLDSMOBILE—’54 (88) Super Holiday, 

$2,800* (ps). °47 (76) sedan, $145. 
PACKARD — ’52 sedan, $800*. °51 club 
sedan, $700. 

PLYMOUTH—’50 Cranbrook 4-dr., $530. 
'49 Special 4-dr., $145. °'48 Special De- 
luxe conv., $350. 

PONTIAC—’51 Silver Streak (8) station 
wagon, $995*. °48 Torpedo (8) sedanet, 
$245. °47 Torpedo (8) sedanet, $125; 
Torpedo (6) station wagon, $100. 

STUDEBAKER—’51 %-ton pickup, $400. 

MISCELLANEOUS — ’'51 Henry J 2-dr., 
$120. °49 Frazer 4-dr., $240. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of July 15.) 
(Market steady. Sold 88 cars out of 

109 offerings.) 

BUICK—’50 Super Riviera, $600*. '47 Su- 
per 4-dr., $110. 

CHEVROLET — ‘52 SL Deluxe 2-dr., 
$835*, $750. ‘51 SL Deluxe 2-dr., $690, 
$680; FL Deluxe 4-dr., $700. '50 SL De- 
luxe Bel Air, $790, $620; 2-dr., $580, 
$555, $390; SL Special 4-dr., $515. °49 
SL Deluxe conv., $450; FL Deluxe 4- 
dr., $400; SL Special 4-dr., $315. °48 
FM 4-dr., $410; FL Aerosedan. $360; 4- 
dr., $290. '47 FM 2-dr., $270; conv., 
$165; FL 4-dr., $255; 2-dr., $210. °46 
SM club coupe, $230; 2-dr., $215. ‘41 
FL 4-dr., $125; conv., $115. 

DeSOTO—’54 Powermaster (6) 4-dr., $1,- 
795*. ’51 Custom Sportsman, $1,080*. 





DODGE — ’'53 Coronet 4-dr., $1,300. ‘52 
Wayfarer 2-dr., $690. '48 Deluxe 4-dr., 
$150. 


FORD — '54 Custom (8) Ranch Wagon, 
$2,150*. °52 Main (8) 2-dr., 2 at $815. 
’51 Custom (8) Victoria, $890*; 2-dr., 
$680*, $675; Custom (6) 2-dr., $600, 
$505; Deluxe (8) 4-dr., $585. ‘50 Cus- 
tom (8) 4-dr., $415, $350. °49 Custom 
(8) club coupe, $300. °48 Deluxe (8) 
2-dr., $315, $265; Deluxe (6) club coupe, 
$160. °46 Deluxe (8) 2-dr., $195; conv., 


$150. 

HUDSON—’53 Super Jet 4-dr., $950. '49 
Commodore (8) 2-dr., $200; 4-dr., $170 
"48 Commodore (8) 4-dr., $200. 

MERCURY—’51 4-dr., $670*; 2-dr., $815*. 

NASH—’51 Ambassador 4-dr., $450*. 

OLDSMOBILE—’51 (98) Holiday, $1,055*; 


| Dunlop Tells Plans 


For Modernization 


BUFFALO.—The Dunlop Tire & 
Rubber Corp. will spend $2.5 million 
modernizing its tire-manufacturing 
facilities. It is the first phase of 
a long-range program and will be 
completed next April. 

Dunlop executives said the proj- 
ect, by cutting manufacturing 
costs, will pay for itself in ap- 
proximately 15 months. 

“Our modernization is a ‘must’ 
program,” said Howard E. Elden, 
Dunlop’s vice-president of manu- 
facturing, research and develop- 
ment. “We found that because of 
our high costs, we had become 
noncompetitive in the tire busi- 
ness. It was a case of moderniz- 








ing or not surviving.” 








4-dr., $1,000*. ‘50 (88) Holiday, $680 
"49 (98) 4-dr., $350*. 

PLYMOUTH—'53 Cranbrook 4-dr., §870. 
‘52 Cambridge 4-dr., $735; Cranbrook 
4-dr., $690. °51 Concord Suburban, $755; 
Cranbrook 4-dr., $725; Cambridge club 
coupe, $485. ‘49 Special Deluxe club 
coupe, $360; 4-dr., $130. '39 2-dr., $160. 

PONTIAC—’54 Star Chief 4-dr., $2,200* 
(ps). °51 Silver Streak (8) 4-dr., $680. 
48 Torpedo (8) sedanet, $300*. '47 Tor- 
pedo (8) 4-dr., $105. ‘46 Torpedo (8) 
Sport coupe, $130. | 

STUDEBAKER 
$585°*. 

WILLYS—'49 Delivery ‘sedan, $255. 

MISCELLANEOUS—'47 International %- 
ton panel, $130. ‘46 International %-ton 
Stake, $175 





‘51 Commander 4-dr., | 


* * + 


— Auctions in Brief — 
MANHEIM, PA, 


Manheim Auto Sales & Auction, Inc 
Every Friday (July 16) Market good 
Sold 151 out of 239 

* * * 


DENVER 


Denver Auto Auction. Every Friday 
(July 9). Fewer new cars offered for con- 
signment and prices slightly off due to 
seasonal decline. Sold 63 out of 104 

- * + 


FLINT 


Flint Auto Auction, Inc. Every Wednes- 
day (July 14). Prices showing steady de- 
cline. Sharp cars are still in great demand 
Sold 63 out of 100. 


* * * 


JESSUP, MD. 


Colie’s Auto Auction. Every Wednesday 
(July 14). Bidding sharp, market fair. Sold 
33 out of 56. 

* * * 


MINNEAPOLIS 


Minneapolis Auto Auction. Every Wed- 
nesday (July 14). Heavy consignment by 
new car dealers. Bidding brisk on ‘'49s 
through °52s, with ‘53s off again. Sold 94 
out of 149. 

* * * 


OAKLAND, CALIF. 


Pollock’s Used Car Auction. Every Wed- 
nesday (July 14). Market strong on all 
sharp cars with the exception of 1954 
models. 

* * * 


WINDSOR, VA. 


Windsor Auto Auction. Every Thursday 
(July 15). Good sale today with plenty of 
clean cars offered, and a strong market. 
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DESIGNERS AND 
MANUFACTURERS 


of 


Special Tools 


for 


AUTOMOTIVE 
SERVICING 


MANZEL 


Division of FRONTIER INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 10, N. Y. 





Se 


WHITE 
SIDE 
WALL 
DISCS 


Cau be put ou tu 


minutes by anyone 


NOT A PAINT! 


EXCLUSIVE PERMANENT ADHESIVE PROCESS 
GENUINE 100% WHITE azex RUBBER 
For a few dollars, tires can now be glamorized 
with Nu-Way White Wall dises. Every black tire 
can become a luxury accessory with very little 


effort. Automotive dealers, retailers, service sta- 
tions and distributors have proclaimed Nu-Way THE way to greater sales. 


Exclusive Distributorships still open. Write today! 


NU-WAY WHITE WALL 1797 w. Adams, Los Angeles 18, Calif. * REpublic 1-2262 
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In addition to its new models 
every year, the automotive in- 
dustry changes from month to 
month, from week to week. 
Here’s how dealerships like 
Rohrer Chevrolet, Camden, N. J., 
keep up with the fleeting pace: 


Says William Rohrer, President: 
“I’ve been relying on Automotive 
News to keep me up-to-the- 
minute since 1928, it gets top 
priority at my desk every Mom 
day morning. I then route it to 
our General Manager, Sales Man- 
ager, Used Car Manager, Truck 
Manager, Parts Manager, and 
Service Manager. 


“Each of us makes actual pur- 
chases from it—regularly.” 


aC EN 
dealerships 
TCS 
up with the 
ever-changing 
TOMS xs 


THIS PICTURE IS TYPICAL OF 
DEALERSHIPS EVERYWHERE 













Parts Manager James 
Straub has used the 
Automotive News as his 
parts and accessories 
“buyer’s guide” ever 
since joining Rohrer 22 
years ago. “I spend at 
least an hour on every 
issue. The classified ad- 
vertising section is espe- 
cially valuable: I’ve made 
many a “good buy” 
through it. 














Service Manager Charles 
Kane depends on Awstomotive 
News for up-to-the-minute Serv- 
ice information. “As I turn the 
pages, countless new sales oppor- 
tunities appear — practical ones 
we can put to work right away.” 











SELLING TO AUTOMOTIVE FACTORIES, TOO? 


Automotive News gets the same kind as engineering and production men. 


of thorough readership from the Deci- a ae 
sion Men in the automotive factories: 
top administrative executives as well 


@ ABC audited circulation: 41,000 
@ Readers per issue: over 150,000 





THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 


IT PAYS TO ADVERTISE 
WHERE AUTOMOTIVE 
PURCHASING DECI- 
SIONS ARE MADE. 


REPRESENTATIVES 
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But Trail °53 Month by 18.2% ... 


Foreign Car Sales 
Pick Up Strength 


NEW YORK.—Although demand 
for foreign cars was stronger than 
in preceding months, sales during 
May were 18.2 percent below the 
same month of 1953, according to 
figures released here last week. 

The sale of 2,166 cars during 
the month, however, was an 
improvement over April’s 2,068. 
It also helped cut the loss gap 
for- the first five months to 32.3 
percent of the corresponding 
period of 1953. Heaviest loss of 
the year occurred in January 
when a 40 percent drop in regis- 
trations was reported. Registra- 
tions in May, 1953, were 2,648. 

Sales for the first five months 
of this year were 9,106, as com- 
pared with 13,530 for the same 
period of 1953. 

Volkswagen, the only foreign car 
consistently to increase its sales 
during the five-month period, took 
over first place in May registra- 
tions with a 19 percent slice of the 
market. The sale of 418 Volks- 
wagens during May was nearly 
double the number sold in April 
and 396 percent more than in May, 
1953. 

For the first five months, Volks- 
wagen was in fourth place with 
registrations totaling 1,154. Last 
year it was in seventh place with 
372. 

Jaguar finished in second place 
in May with 333 registrations, a 
slight rise over April sales and 
only nine units behind May, 1953. 

Jaguar continued to hold first 
place for the first five months, 
however, with registrations total- 
ing 1,457, or 318 units below the 
same period of 1953. 

MG finished in third place in 
May with registrations totaling 296 
units, or 13.7 percent of the mar- 
ket. During the same month of 
1953, MG sold 730 units, or 27.6 
percent of the market. 

In the five-month totals, MG 
was in second place with 1,377 
registrations, but far behind its 
first-place rating of 1953 when it 
sold 3,246 units. 

Hillman, in taking over fourth 
place, registered 252 cars during 
May, a big drop from the 408 units 
sold during the same month of 
1953. Over the five-month period, 
Hillman was in third place with 
1,271 registrations. This is some- 
what lower than the 2,061 sales re- 
gistered during the same period of 
1953. 

Fifth place in both May registra- 


Institute 


(Continued from Page 3) 


bring health and profit back to 
our industry. 

“Profit and security for the 
dealer can come only when the 
public is convinced of the contri- 
butions new-car dealers make in 
every automotive transaction.” 

NADA said the Institute’s 
“fighting fund” will have the fol- 
lowing goals: 

1. It will give 160 million Amer- 
icans an understanding of how im- 
portant the franchised new-car 
dealer is. 

2. It will educate the public to 
recognize new-car dealers as the 
sole source of new cars. 

3. It will impress on the public 
that there is much more to buying 
a car than price, and thereby re- 
duce bargaining that eats away 
profit. 

4. It will build public under- 
standing of the rightful rela- 
tionship between the new-car 
dealer and car maintenance. 

5. It will establish the new-car 
dealer as the best and safest place 
to buy used cars. 

At its meeting in Detroit June 
16-17, NADA’s Board of Directors 
unanimously approved the launch- 
ing of the Institute. 


Rebuilder to Expand 
HUTCHINSON, Kans. — Consoli- 
dated Rebuilders, Inc., rebuilders 
of Ford engines and equipment, 
has announced plans to expand its 
plant. The addition will measure 
50 by 98 feet. 








tions and five-month totals went 
to Austin-Healey, which sold 220 in 
May and 822 for the first five 
months. 

Austin continued to hold sixth 
place with 135 sales during May, 
despite the fact it sold 140 fewer 
units than in the same month of 
1953. Overall sales for this year 
also were down for Austin, which 
sold 672 units in the first five 
months of this year, compared with 
1,658 in 1953. 

English Ford finished in sev- 
enth place in May with 110 regis- 
trations, almost two-thirds fewer 
than the 303 sold in May, 1953. 
English Ford’s five-month total 
of 612 sales was far behind its 
1,961 registrations in 1953. 

Other makes and their sales dur- 
ing May were: Triumph, 11; Mor- 
ris, 91; Porsche, 50; Sunbeam Tal- 
bot, 49; Mercedes-Benz, 33; Singer, 
- Rover, 13, and miscellaneous, 


The five-month totals for the 
same makes were: Morris, 436; Tri- 
umph, 256; Porsche, 195; Sunbeam, 





Talbot, 193; Mercedes-Benz, 175; 
Singer, 106; Rover, 94, and mis- 
cellaneous, 286. 

May, 1954 5 Mos., 1954 
1—412 Volkswagen 1,154— 4 
2—330 Jaguar 1,457— 1 
3—296 MG 1,377— 2 
4—252 Hillman 1,271— 3 
5—220 Austin-Healey 822— 5 
6—135 Austin 672— 6 
7—110 English Ford 612— 7 
8—100 Triumph 256—10 
9— 91 Morris 436— 8 

10— 50 Porsche 195—11 
50 Miscellaneous 2386— 9 
12— 49 Sunbeam Talbot 193—12 
13— 33 Mercedes-Benz 175—13 
14— 25 Singer 106—14 
15— 13 Rover 94— 15 
Total All Makes 
2,166 9,106 


AUTO 
TURNTABLES 
€ 


Manufactured By 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, Conn. 





Why Give Away All of Your 
Profit In 


OVERALLOWANCES!!! 


Use the successful DREW 
OVERALLOWANCE CONTROL 
$12.50 complete. 


DEALER MANAGEMENT SERVICE 


P.O. Box 1622 Oakland 4, California 






EASIEST Heater of All 


to Install! 


) No Holes 
To Drill! 


For ‘53-’54 
Popular Make Cars 


soe 
HaDees 
CZ litéa Ar 
Write for free illustrated folder 


HaDees Heater Div., Gabriel Co. 
Rockford, II. 
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Packard Begins Building Own Bodies At New Plant 


PACKARD Stays In The News With New Facilities, New Dealers, 
. Industry-Leading Engineering and Design! 


PACKARD and all the news 
hasn’t been printed in the newspapers! 
Throughout the country, public in- 
terest has centered on many news- 
worthy happenings at PACKARD, 
such as the acquisition of Packard’s 
own body plant in Detroit and the 
vast new manufacturing facilities at 
Utica, Michigan. Above, craftsmen 
are shown arriving for the first shift 
on the new plant’s opening day of 
operation. Above right, Ray P. Powers, 


B'S THINGS are happening at 


vice president of operations, left, con- 
gratulates Neill S. Brown, manufac- 
turing manager, car division, as the 
first Packard-built body comes off the 
line. The 1907 model, behind the two 
men, was brought into the plant for 
the ceremony. 


e These important moves are just a 
few examples of many aggressive 
Packard activities now demonstrating 
that the Packard program keeps 
moving ahead! 


TUBELESS TIRES ARE NOW STANDARD EQUIPMENT 
on all PACKARDS and Packard CLIPPERS. Again, 
Packard takes the lead—the first automobile manufac- 
turer to offer these superior tires on all models. During 
recent durability tests, under various road conditions, 
the tubeless tire pictured above outlasted five ordinary 
tires, with additional mileage to spare. 


THE ACCENT IS ON YOUTH IN PACKARD STYLING! 
A dominant factor in Packard’s increasingly trend- 
setting styling is the young man above: Richard Teague, 
30, Chief Stylist of Packard. He is shown with his 
design of the award-winning Packard Panther Daytona, 
an experimental car which will influence Packard de- 
sign in the future. 


= | Signs Leading 
| California 
Dealer 


ini Ad ie tenis 


ONE OF THE 54 NEW DEALERS joining Packard during recent weeks is 
William T. Holland, left, president of Holland Long Beach Packard, Long 
Beach, California. Looking on are, center, A. William Oster, zone manager, 
and George A. Wagner, vice president, Earle C. Anthony, Inc., California 
Packard distributor. 


A Good Franchise 
for Today... 
and Tomorrow 


PACKARD MOTOR CAR CO., DETROIT, MICH. 
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Seliniapaits Nash Expands 


W. A. Grawemeyer, president of to become the exclusive Nash deal- 
Indianapolis Nash, Inc., has an-|ership in Indianapolis. The new 
nounced that the firm hag bought | dealership will devote 10,000 square 
out the parts and stock of Penn-|feet of floor space to service op- 
sylvania Nash, a rival dealership, | erations. 


HOT NEW ITEM 


by the world’s leading maker 
of auto polishing cloths 








BUG CLOTH 


For the quick and easy removal 
of all insect smears from wind- 
shields, windows, chrome and 


body. 
FREE SAMPLE 
ON REQUEST 


Write for yours today! 


LAS-STIK MFG. CO. 


HAMILTON, OHIO 


iT APT: 
Te EL Lat 


Research has shown, experience has proved that S.0.S. 
cleans scuff-marks, road dirt and grease off white-walls like 
magic. S.0.S. is harmless to rubber, and inexpensive. Sold 
at all grocery stores. Your customers will appreciate this tip! 
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Court 
Decisions 


By Leo T. Parker 
Attorney at Law 

Al courts agree that officials 

and employes who work under 
a contraet should be certain that 
the contract has a clear and un- 
derstandable meaning, because 
often the court will construe an 
ambiguous employment contract 
against the employe. 

For example, in Mullan Motor 
Co, v. McAtee, 268 Pac. (2d) 1108, 
the testimony showed: 

Three men named McAtee, Mul- 
lan and Wayland formed a part- 
nership known as “Consolidated 
Motors” to sell new and used ve- 
hicles, parts, accessories, etc. 

Later Mullan Motor Co., a cor- 
poration, was organized by the 
partners to operate the automobile 
business, with Mullan as president, 
Wayland as vice-president and Mc- 
Atee as secretary-treasurer. Mullan 
owned 70 percent of the stock, 
Wayland 20 percent and McAtee 10 
percent. 


Signed Contract 
— signed a contract with 

the corporation under which 
he was to receive a salary of $600 
a month “plus 10 percent of the 
first $80,000 of the earnings of the 
company each year. 

The salary of $600 was paid to 
McAtee monthly but, upon the dis- 
solution of the business March 31, 
he claimed. that under the pro- 
visions of the contract he was en- 
titled to additional compensation 
of 10 percent of the profits of the 
corporation accumulated as of 
March 31, which the records showed 
to be $69,372.04. 

In subsequent litigation, the 
higher court explained that if 
McAtee was to collect 10 percent 
additional, plus his regular $600 
salary, the agreement should 
have so stated. 

The court held that McAtee was 
entitled to receive only $2,000, or 
25 percent of $8,000, the commis- 
sion McAtee would have received 
had he worked the full year for 
the corporation. This was so be- 
cause McAtee’s services to March 
31 is only 25 percent of a year. 

The court said: “The resolution 
was ambiguous. McAtee is hired on 

@ yearly basis to perform personal 
services at the rate of $600 a 
month, plus an additional compen- 
sation of 10 percent of the yearly 
profits not in excess of $80,000. His 
percentage compensation is based 


upon yearly profits, not quarterly 


profits.” 


An Employe Dies 
For a comparison, see Fidelity 
Trust Co. v. White Mfg. Co., 
295 Pa. 179. Testimony showed that 
White was employed by a corpora- 
tion at $20,000 a year plus 6 per- 
cent of all net earnings in excess 
of $60,000. 


He died on March 12 and his | 


executor brought suit to recover 
6 percent of the net profits for 
the entire year, which amounted 
to $83,000. 


Because White’s contract was 


ambiguous, the court held that 
such compensation was to be cal- 
culated on the proportion of the 
entire year’s profit measured by 
the fractional part of the year in 


| which White lived, or one-fifth. 


Administration Job 
Filled at Chevrolet 


DETROIT.—T. C. Naquin, zone 
manager at Denver, has been 
named manager of Chevrolet’s 


| sales administra- 
| tive department. 


Naquin suc- 
ceeds C. A. 
Kleist, who is re- 


years with Chev- 
rolet, most of the 
time in the cen- 
tral office here. 

Naquin, who 
joined Chevrolet 
in 1935, pre- 
viously was in T. ©. Naquin 
Detroit as a member of the busi- 
ness management department. He 
was city manager at St. Louis 
before becoming head of the Den- 
ver office four years ago. 











Kaye’s Gets Packard 


Operators of Kaye's Auto Ex-| officers are: Vice-president, Morris 
change, Inc., Albany, have received | Kaplan; secretary-treasurer, Mollie 
a Packard franchise. Carl Kaplan is | Sagan, and general manager Vin- 
president of the new firm. Other/| cent Hawver. 


THE BASIC PRINCIPLES OF 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
iS YOURS FOR JUST A FEW DOLLARS. 
BETTER BUY THESE SIX MANUALS TODAY! 
THE FOLLOWING SIX MANUALS CONTAIN ALL OF THE FIELD-TESTED 


SALES 
PRINCIPLES WHICH pid HAVE USED SUCCESSFULLY IN TRAINING OVER 50,000 
AUTOMOBILE SALESM FOLLOW OUR INSTRUCTIONS AND WATCH YOUR 


Grow. WE'LL SUARANTEE GOOD RESULTS. 

Neo. 1—The Eight Automotive Success Fundamentals. EACH 
$2.00 postrai 

SAVE $2.00! 


No. 6—Developing and Testing Your Sales _ Order All Six for $10.00 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Iilinois 





W. K. BRAASCH 


ADVERTISEMENT 





21-FOOT UMBRELLA FOR CAR LOTS— 


The McFarland “GREAT” UMBRELLA (21-foot oe end new “WHIR "the 
“GREAT” UMBRELLA that turns, cre now for progressive lots in 43 states, from 
<< att tan tend te TE Eas en ako or ean tee your sales 
and make money! For full information, cal land “GREAT” UM- 





you have greater protection 
from production delays when 
you receive component parts 


VIA AMERICAN 


3S 


. a 





Today—with suppliers of component parts only hours 
away by air, you have greater protection from pro- 
duction delays. Inventories can be cut to a fraction, 
freeing capital and providing savings on warehous- 
ing. This is a job airfreight can do for any manu- 
_facturer, but one American can do best of all with 
more scheduled flights to more key areas than any 
other Airline! 


AMERICAN AIRLINES “ 


CAAmencas Leading Airline 
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K-W San Francisco Office 
Moved to New Quarters 

SAN FRANCISCO.—Ken Moyer, 
zone manager for Kaiser-Willys, 
reports that the sales division has 
moved into new quarters at 1301 
Van Ness Ave. A wholesale parts 
department for northern Califor- 
nia has been established. 

The San Francisco retail sales 


showrooms, used-car sales depart- | 


ment, retail service department and 





es AUTOMOTIVE NEWS, JULY 26, 1954 
general zone offices also will be 





located in the two-story building. 
Department heads are Fred Al- 
varez, general manager, retail 
store; Bill Briggs, car distributor 
manager; Carl France, parts ware- 
house manager; Joe Todd, zone 
parts and service manager, and 
Comer Jones jr., office manager. 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Atitomotive News, 





7 Auto Dealers 
In Idaho Vie 
For State Posts 


TWIN FALLS, Id.—In addition 
to Ken Self, former auto dealer of 
Twin Falls, running for nomination 
for lieutenant governor, six auto- 
mobile dealers in Idaho are run- 
ning for legislative offices. 

H. C. Seeber, Ford dealer from 
Kellogg and former president of 







39 





Pilfrey Franchised 


Pilfrey Motors, Agincourt, Ont.,| Pilfrey. Bob Turpitt is sales man- 
has been appointed a Dodge-DeSoto | ager, and Ken Wakefield is service 
dealer. President of firm is R. M.| manager. 


WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 
3. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 

















THE EXTRA-COMFORT SEAT CUSHIONING |the Idaho Automobile Dealers ee: $14.75 Shipment Prepaid: if 
IN THE NATION'S LEADING CARS — peat RS 7.15 aa Accompanies 
: SOE catianicncdeding 4.00 Otherwise C. O. D. 


GEORGE P. HOOPER 
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FINANCE INSURANCE 
PLAN 


wit 


CH 


Dealers who do all or part of their own 
financing can get HIGHER PROFITS | with 
Stuyvesant’s Profit Sharing Plan; full 
coverages coast to coast, backed by a 
nationally famous leader in the automo- 
bile finance insurance industry. 


*except in Ohio 


ASK FOR PROOF ! Our nearest field 


man will present all the facts without obligation. 
You still have time fo cash in this season if you 


write today. 


THE STUYVESANT INSURANCE COMPANY 


953 Hamilton Street 


Allentown, Pennsylvania 


‘. est.1850 SPECIALIZING IN AUTOMOBILE FINANCE INSURANCE . 
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MANUFACTURING 


2, 1EN 


Running for the House are W. 
Dean Palmer (Studebaker), Pres- 
ton; William Frome (Ford), St. 
Anthony; Edwina Scott, Salmon, 
who recently sold the Ford firm 
there; Ray Robbins (Chrysler- 
Plymouth), Rupert, and W. J. 


| Sewell (Ford), Driggs. 





Obituaries 


William H. Chambers 
QUITMAN, Ga.—William H. Chambers, 


76, owner of Chambers Motor Co., died 
July 5. 
* * + 
Henry O. Cozatt 
LEBANON, Ky.—Henry O. Cczatt, 64, 


partner in Cozatt Motor Co. here for many 
years, died July 3 in Oak Ridge, Tenn. 


o + +. 
Harold W. Gorman 
8ST. LOUIS. — Harold W. Gorman, 60, 


supervisor of production at the General 
Motors plant here, died July 4 of cancer. 
* 7 . 


Russell Talbert 


FLORA, Ind.—Russell Talbert, 48, local 
used-car dealer, was found dead in his 
automobile near here. He had been ill for 
several months, and authorities said he 
apparently committed suicide. 

* . * 


Scott Finlay 


HAMILTON, O.—Scott Finlay, 57, owner 
of Scott Finlay Motors, died after a heart 
attack in Fort Hamilton Hospital. 

* - * 


Charles C. Peterson 


ALEXANDRIA, Minn.—Charles C. Pe- 
terson, 65, pioneer in the used-car business 
in Kansas City, died here while on vaca- 
tion with his wife. He started his used- 
car business in 1914 and operated it until 
the 1930s. He was once a distributor for 
Graham cars and once bought, shipped and 
sold two trainloads of Flint cars. 

* * * 


J. T. Whatley 


HOUSTON.—J. T. Whatley, 67, retired 
owner of Whatley Motor Co., died July 12. 
* * + 


Ralph W. Goin 


JACKSONVILLE, Ill.—Ralph W. Goin, 
52, former auto dealer here, was found 
dead of a self-inflicted revolver wound on 
July 16. Since last September Mr. Goin had 
been suffering from a nervous disorder. 
Although a patient at Maplewood Sana- 
torium since December, he was released 
daily to the care of his wife. 

> * * 


R. O. Nenke 


BETHESDA, Md.—R. O. Nenke, presi- 
dent of Ron Pontiac Inc., here, died July 1. 
* * a 


Max Eckber 


TOLEDO.—Max Eckber, 59, since 1944 
manager of a used-car lot of O. L. Mears 
here., died July 15. In Napoleon, O., he 
was co-owner of the Morey-Eckber deal- 
ership. 

~ * * 


Walter D. Cross 


DECATUR, Ind.—Walter D. Cross, 87, 
for many years a Ford dealer in Geneva, 
Ind., died here July 18. After he disposed 
of his Ford business, he sold Nash and 
other cars for several years. 

* - * 


Frank Crook 


BRIDGEPORT, Conn. — Frank Crook, 
62, who was associated with the Ray- 
bestos division of Raybestos-Manhattan, 
Inc., for more than 40 years, died here 
June 26. For many years he was director 
of commercial transportation sales 


* * * 

S. E. Blair jr. 
HICO, Tex.—S. E. Blair jr., 39, owner 
of an automobile dealership, died July 12 


as the result of injuries sustained when 
his automobile overturned. 
* * + 


William E. Buchanan 


TRENTON, Fla.—William Edward Bu- 
chanan, 74, formerly engaged in the auto 
business at Legrande, Ore., died July 15. 

* * 


William Henry Chambers 


QUITMAN, Ga.—William Henry Cham- 
bers, 76, Dodge-Plymouth dealer here since 
1933, died July 5 at his home. He had 
been ill for two years. Mr. Chambers en- 
tered the auto business in 1918. 

- - * 


Silas Bedford Shinn 


WICHITA.—Silas Bedford Shinn, 57, re- 
tired auto dealer, was killed in a truck- 
car collision June 23. Until two years ago, 
Shinn operated a dealership .in Guthrie, 
Okla. 

7 - * 
Casper Sanger 

MILWAUKEE.—Casper Sanger, 57, vice- 
president of North Shore Motor Co., died 
July 17 after collapsing the previous day 
while watching the Braves-Dodgers base- 
ball game. 
heart condition. 
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Sold to owners by Direct Mail from a huge central DuPont stock 
COLOR-PAK kits come in all colors for all American cars, are Un- 
conditionally Guaranteed. 

With COLOR-PAK you Buy nothing, Stock nothing, Refuse nothing, 
take no Responsibility. 

Fill out and mail the coupon NOW. It's a sure thing! 


COLOR-PAK Box 37 Summit, N. J. 


| Gentlemen: 

Please send....................free Order Certificates. | understand these 
retail at $1.50 each, and that in 30 days | will pay 90c each only for 
Certificates sold, and that unused Certificates are returnable at any time 
without obligation. 
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FTC Hits NADA Plea 
For Bootleg Clause 


(Continued from Page 32) 


supply to demand,” Freed said. 

Freed also pointed out that boot: | 
legging has become synonymous 
with fraudulent practices. Many 
bootlegged cars, sold as new, 
actually have had speedometers 
disconnected and have been driven 
many miles, he said. He cited sev- 
eral letters from NADA files on 
towbar and driveaway practices in 
the bootleg market. 7 


qoers bootleg cars, he said, are 
advertised at cut-rate prices 
when in fact the price exceeds 
that charged by an authorized 
dealer. 

He cited a case from Schenec- 
tady, N. Y., where a purchaser paid 
$2,100 for a Chevrolet that a fran- 
chised dealer there was selling, 
with identical equipment, for $1,887. 
And in Durham, N. C., he said, a 
used-car dealer was selling new 
Buicks and charging for certain 
accessories which are standard 
equipment. 

Buyers of bootlegged cars, he 
said, also are ultimately forced 
to pay extremely high and un- 

necessary finance charges, ex- 
orbitant insurance charges and 
additional unexplained charges. 
Costley, in his statement, said 

that anti-bootlegging provisions in 
selling agreements such as would 
be authorized under the proposed 
amendment, are not new in the 
industry. 

“For many years,” he said. “such 


provisions were contained in selling 
agreements under which we oper- 
ated and were enforced by the 
manufacturers.” 
* + + 

—— provisions, he said, were 

specifically designed to prevent 
chaotic marketing conditions, not 
to stifle healthy competition. New- 
car dealers, Costley said, are con- 
vinced that the reinstatement of 
anti-bootlegging provisions is nec- 
essary to restore a business climate 
which is healthy, reasonable and 
fair to all. 

Costley said that bootlegging is 
making owners suffer losses, too. 

“Bootlegging has affected the 
value of every used car in Amer- 
ica,” he said. “It is fundamen- 
tal in the automobile business 
that when new-car prices are 
depressed, used-car values de- 
crease in direct proportion. 

“Abnormal depreciation in the 
value of an owner’s car is in- 
evitable when the prices of new 
cars are unrealistically reduced. 
Normal market balance and price 
relationships are completely dis- 
rupted. 

“Hence, automobile owners are 
unconscious victims of bootleg- 
ging.” 

Costley presented exhibits, which 
included letters from dealers 
and association managers regard- 


the exhibits were many case his- 
tories of cars sold outside author- 
ized channels. 

* > * 


POSITION to the proposed 

measure was presented by 
Joseph B. Danzansky, of Danzan- 
sky & Dickey, general counsel of 
the National Used Car Dealers 
Assn. 


“In our opinion,” Danzansky 
said, “the proposed legislation is 
unnecessary and immoral. It is 
immoral in the sense that it is 
completely inconsistent with the 
ethics and standards that have 
been so much a part of the free 
enterprise system of this country. 


‘‘Automobile manufacturers,” 
Danzansky continued, “should not 
be exempted from the rules of 
the game as exemplified by the 
antitrust laws of our nation. 

“We are not against bigness as 
such. We are against bigness 
achieved through unfair practices 
and activities designed to force law- 
ful competition out of business.” 


The used-car industry, he said, 
is a target of the proposed legisla- 
tion. The bill, he said, is designed 
to take away from used-car dealers 
the automobiles which they have 
been “selling to consumers at fair 
prices—prices which reflect the in- 
exorable law of supply and de- 
mand.” 


Danzansky maintained the bill is 
unnecessary because manufactur- 
ers are in a position to control the 
| Situation. Franchised dealers, he 
| said, certainly wouldn’t be selling 
to nonfranchised dealers if they 
could make more money by selling 


to the consumer. 
aa - + 


has been working,” he said. 


either overproduction or maldistri- 
bution.” 


Either can be cured by the man- 
ufacturer, he said, and Congress 
shouldn’t be asked to pass legis- 
lation to protect them from them- 
selves. 

Danzansky said he felt it would 
be just as logical to pass legis- 
lation to prevent new-car dealers 
from expanding their operations 
into the used-car business. 

If some Government regulation 
or legislation is indicated, he said, 
he recommended a complete study 
of the entire industry to determine 
the -real cause and proper cure of 
what he termed the “present de- 
moralized plight” of a major por- 
tion ef the industry. 

“The same great industry which 
mobilized so quickly and efficiently 
for our war and defense effort can 
master its own destiny during 
peacetime,” he said. “Let’s stop 
crying ‘Wolf’ and go back home 
and clean our own houses.” 

* + + 
Seca of other support- 
ing testimony follows: 

Sloate said, “I am _ supporting 
this bill because it does not tend 
to regulate business, but would 
give the automobile dealers of this 
country a chance to work with 
the factories to iron out our own 
evils without governmental inter- 
vention as was successfully done 
in the earlier days of this in- 
dustry.” 

Marsh said: “Continuation of this 
bootlegging program has only the 
reward for the automobile dealer 
of no profit, failure of his business 
or complete dissipation of his as- 
sets. 

“The dealer can make more 


es law of supply and demand | money out of liquidating his 
| investment and buying Govern- 


ing bootlegging, as well as detailed | “The supply in the hands of many| ment bonds before he goes broke 
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MI’s extensive automotive 


Russell’s famous CAR CARE series. 
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of sunshine to cheer up an 


life this winter. It will buy 


, full pages in MI. 


$16,200 lets you keep company with McCahill, author 
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readers requested over 3,200,000 reprints in 1953). 
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the Vitality Magazine, read every month 
by over 1,000,000 car-conscious men. 


ness without profit is doomed.” 

Norton said: “If allowed to con- 
tinue, it (bootlegging) will ulti- 
mately destroy the ability of the 
enfranchised dealer to maintain 
the service facilities upon which 
the car owners of this country are 
dependent. 

“The spoilers of our industry are 
not in a position to offer a sub- 
stitute for these vital service fa- 
cilities, nor do they have the desire 
to furnish this service so essential 
to the motoring public.” 

McKay said: “Having gone 
through the short panic of late 

1920 and 1921, and the depression 
of the early 1930s, as well as 
other business crises of our na- 
tional economy throughout the 
years, I still say never has there 
been a time when dealers are 
faced with the very substantial 
prospect of failure as now or in 
the immediate future.” 

Lanphear said: “In my judg- 
ment, if a solution to the problem 
is not found very soon, the fran- 
chised new-car dealer as we know 
him today will pass out of exist- 
ence.” 

Honig said: “If the manufactur- 
ers were permitted to insert the 
anti-bootleg clause in dealers’ fran- 
chises, this destructive and un- 
sound practice can be curtailed and 
the business of new-car retailing 
through legitimate and responsible 
new-car dealers placed on a firmer 
foundation.” 

= « s 
4 per text of the freight-rate bill. 
introduced by Rep. Carl Hin- 
shaw, California Republican fol- 
lows: 

“To amend section 5 (a) of the 
Federal Trade Commission Act 
with respect to certain unfair 
methods of competition in con- 
nection with the sale of motor 
vehicles. 

“Be it enacted by the Senate 
and House of Representatives of 
the United States of America in 
Congress assembled, That section 
5 (a) of the Federal Trade Com- 
mission Act (15 U. S. C., sec. 45 
(a)) is amended by adding after 
the first paragraph thereof a 
new paragraph as follows: 

“Wor the purposes of this 
section, it shall be deemed to be 
an unfair method of competition 
in commerce, and an unfair or 
deceptive act or practice in com- 

| merce, for the manufacturer of 
motor vehicles to charge or col- 
lect from a person to whom such 
manufacturer sells any such mo- 
tor vehicle in commerce any 
amount represented as or attri- 
buted to freight or transportation 
charges, to the extent that such 
amount is in excess of the actual 
cost to such manufacturer of the 
freight or other transportation 
charges incurred in making de- 
livery of such motor vehicle to 
such person.’” 
| West Coast dealers have long 
| sought changes in freight-pricing 
| practices of manufacturers. They 
| have contended that unrealistic 
|freight rates have been a major 
| contributing factor to bootlegging. 
| and that they put franchised deal- 
'ers at a disadvantage in competing 
| with used-car dealers who sell new 
cars. 


Mercury Sales Get 
Fastest Monthly 


‘Start in 4 Years 


| DETROIT.—Mercury retail sales 
|in the first 10 days of July topped 
|those of any comparable period 
| since May, 1950, according to Jo- 
| seph E. Bayne, general sales man- 
| ager of Lincoln-Mercury. 
| Lincoln sales were higher than 
|in any first 10-day period since 
June, 1953, he said. 
| Reflecting a surge in buying, 
dealer inventories took a big drop 
| between July 1 and July 10, Bayne 
said, with the number of Mercurys 
in dealers’ hands being the lowest 
since last Aug. 20, and Lincolns 
| the lowest since Jan. 31. 

Day’s supply, with Mercury at 
|/20 and Lincoln at 23, was lower 
| than at any time this year, he said. 

Mercury deliveries during the 10 
| days totaled 10,312, with 1,352 Lin- 
|colns sold to retail customers. 

“Coming on the heels of a very 
successful June, this early report 
lon July sales makes us optimistic 
‘about the balance of the third 
| quarter, and we are looking for- 
| ward to one of the best years in 
| our history,” Bayne said. 
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he By Automotive News 
ich PASSENGER CARS 

are (U. S. PRODUCTION ONLY) 

Week Week dan. 1 dan, 1 
are Ended Same Ended July, to to 
ib- July 24, Week, July 17, 1954, July 25, July 24, 
fa- 1954 1953*  1954* ToDate 1953* 1954* 
ire CHRYSLER 2,408 25,931 13,816 33,041 788,910 411,802 
ial Chrysler ... 810 3,197 1,620 4,274 111,890 60,663 

. DeSoto 2038 «62,356 «61,818 +=: 3,119» 82,467 += 40,706 
a Dodge as 4,211 2,525 4,182 199,163 71,831 
n Plymouth 1,395 16,167 8,353 21,466 395,390 238,602 
is FORD ............ $4,215 37,616 31,355 104,579 789,708 1,030,153 
~ ee ee ee 28,800 28,472 26,484 87,197 604,664 837,542 
. Lincoln 670 953 365 2146 31,577 24,245 
e Mercury .................... 4,745 8191 4,506 15,236 153,467 168,366 
ul GENERAL MOTORS. 59,130 61,837 58,446 185,596 1,752,591 1,712,244 
n Buick ...... 10,700 10,078 10,629 33,718 312,646 320,039 
s- Cadillac 2,550 2,539 2,521 8395 71,303 70,128 
m Chevrolet .... 29,100 31,938 28,973 92,078 881,903 853,193 
n- Oldsmobile 9,730 7,958 9,491 30,571 223,706 253,755 
ed Pontiac ........ 7,000 9,324 6,832 20,834 263,033 215,129 
. AMERICAN MOTORS 2,018 602 —-2,087-—«6,554 160,687 56,741 
r- Hudson ................ 318 602 818 2,858 53,651 17,181). 
he Nash .......... 1,200 si 1,219 3,696 107,086 39,560 
n- KAISER MOTORS ... 128 1,488 25 250 48,685 14,466 
a Kaiser ..... 4 eyo cae 55 19,692 5,787 
1g Willys ....... 119 = 11,483 25 195 28,993 8,679 
le PACKARD .......... 730 -1,527 805 1,535 65,570 21,089 
sta STUDEBAKER 2,172 5,348 240 5,054 114,533 47,636 
n Total Cars, U.S. ...... 100,796 134,344 106,724 336,609 3,720,684 3,294,131 
" *Revised 
1- COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
F Week Week Jan.1 = Jan. 1 
t Ended Same Ended July, to to 
r duly 24, Week, duly 17, 1954, duly 25, July 24, 
z 1954 1953* 1954* To Date 1953* 1954* 
, CHEVROLET ... 6,400 6,104 6,205 19,382 234,799 201,766 
DIAMOND T 60 198 57 197 4,939 1,988 
P DIVCO ............-..- Wiis yet ma <a 28 1,425 2,049 
DODGE... -. 340 «11,908 )3=—s(«i681s«4,586 «= 66,402 = 52, 156 
PUDMRAL, uu. ee 48 i ee 1,197 867 
FORD ............. 6,550 9,363 5,912 19,048 156,208 183,047 
5 GMC oieecccecccccccceee ee ©1080 2,021 “1,026 = 3,239 3=— 77,999 = 49,552 
INTERNATIONAL 1,240 3,037 1,703 4,811 71,492 60,059 
NS a cdennroione 160 222 122 437 6,847 3,947 
emo. ....%........ 60 290 59 182 9,542 5,636 
STUDEBAKER 376 584 111 868 27,089 7,758 
) WHITE................ 210 210 «= 8,812 5,831 
MEADS osces..n..ccsscsssees.: 1441 2,566 1,409 4,733 47,013 36,173 
MISCELLANEOUS 70 272 67 235 8,783 3,435 
Total Trucks, U.S. .. 17,937 26,975 18,352 57,951 722,547 614,264 
Total Cars, Trucks, 
Bec chassctisecccccdnuarnaie 118,733 161,319 125,076 394,560 4,443,231 3,908,395 
Total Cars, Trucks, 
Canada, ©... 6,200 11,343 5,217 17,801 304,604 264,304 
Grand Total 
Cars and Trucks, 
U.S. and Canada....124,933 172,662 130,293 412,361 4,747,835 4,172,699 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, etc. 
: N.B.: All U. S. totals include cars and trucks for military orders. 
; . 
>| Chrysler Strike Slashes 





_| Output to Year’s Low 


(Continued from Page 1) 


weeks after a sporadic schedule in 
the early part of the year. 
Studebaker this week will operate 

only its truck line at South Bend 

and its Los Angeles plant on a 

short schedule. rags 
UTOMOTIVE News last week 
learned that Buick, Oldsmo- 
| bile and Chevrolet have boosted 
their original production schedules 
for 1954 models in September and 
October. 

Chevrolet has added 20,000 
units for production in Septem- 
ber, and Oldsmobile and Buick 
have added 25,400 and 20,000 re- 
spectively, for October construc- 
tion. 

Another firm set to boost out- 
put is Willys, which last week was 
to call back 400 to 500 production 
workers to increase output of com- 
mercial vehicles. The firm laid off 
1,500 workers on July 1. 

+ * 7 

UTPUT of Kaiser and Willys 

cars, however, will not be re- 

sumed until the middle of August, 
the company said. At present, only 
knocked-down cars for export are 
being made. 

The Big Three last week pro- 
duced 95.0 percent of the car to- 
tal, against 97.1 percent in the 
preceding week. GM turned out 








58.7 percent, against 54.8; Ford 
Motor made 33.9 percent, com- 
pared with 29.4, and the strike 
caused Chrysler Corp.’s percent- 
age to dip to 2.4 from 12.9. 

By week’s end U. S. makers so 
far this year had produced 3,294,- 
131 cars and 614,264 trucks, down 
11 percent and 15 percent, respec- 
tively, from the same period last 
year. 

” t * 
CANADIAN production climbed 
to an estimated 6,200 cars and 
trucks last week, from 5,217 in the 
week earlier, because of Ford’s 

return to car output. 

The effect of the Chrysler Corp. 
strike on Chrysler of Canada pro- 
duction will be minimized because 
of the annual vacation periods. The 
truck line will be down the first 
two weeks of August and the car 
line will be closed the second two 
weeks of the month. 

Studebaker Corp. of Canada to- 
day begins a shutdown which will 
last until Sept. 6, with full pro- 
duction due by Sept. 13. Presi- 
dent D. C. Gaskin blamed the 
layoff of 500 workers on the sales 
fight between Ford and General 
Motors. 

International Harvester of Can- 
ada today begins a two-week shut- 
down for vacations. 








New-Car Turnover Continues Stron 





July Fails to Wilt Sales Boom 


(Continued from Page 1) 
into a slowing-down in June and a 
marked decline in July. 

In other “normal” years, that had 
been the pattern. 
* * + 
KYROCKETING sales in June 
buoyed spirits in the retailing 


end of the industry. Up to that} 


time, with one eye warily cocked 
at top-heavy stocks, dealers re- 
called last fall’s hectic cleanup and 


could see nothing but trouble} 


ahead. 

Several factors have combined 
to make the picture somewhat 
rosier in recent weeks, although 
many dealers complain profits re- 
main alarmingly skinny. 

First of all, June sales topping 


| 560,000 coincided with tapered-off 
production by most makers. As a 
result, stocks began to be whittled 
back to totals that weren’t quite 
so overwhelming. 


ances running far ahead of expec- 

tations, stocks are being pulled still 

lower. Another 10 percent reduc- 

tion has been reported unofficially 

in the first 10 days of this month. 
* * * 


AKERS, too, aware of lagt 
year’s cleanup madness, 
|}expected to gear the last of ’53 
production and the introduction of 
new models more closely to condi- 
tions as reflected by reports from 
their dealers. 

Dealers now feel that if they 








Wilsons Move Into New Building— 


The new Wilson Pontiac-Cadillac building is done in Williamsburg decor. 
located at 1350 N. Woodward, Birmingham, Mich. It covers some 26,000 square feet 
and is designed to facilitate efficient service. The showroom displays five cars. Owners 
E. Wilson jr., sons of Charles E. Wilson, 


of the firm are Edward E. and Charles 
secretary of defense and former president 





NLRB Retreats Again 


New Cutback in Jurisdiction May Bring Shift 
In Dealership-Union Relations 


of General Motors. 


(Continued from Page 6) 


ponements of 22 of the 23 dealer- 
ship hearings now pending before 
the local board. 

In the other pending case, in- 
volving Victory Motors (Studebak- 
er), Local 376 of the AFL Auto 
Salesmens Union withdrew its pe- 
tition for an election. 

Henry Lower, the union business 
agent, said, “I withdrew the peti- 
tion because all the salesmen have 
left the firm and most of them are 
now working for a nearby Ford 
dealer. The Victory sales staff now 
consists only of the owner’s rela- 
tives.” 

A Victory Motors official refused 
to comment. 

The other cases, involving 
Ford, Pontiac, Buick and Dodge- 
Plymouth dealerships, were sus- 
pended to permit the dealers to 
gather information requested by 
the board regarding “direct out- 
flow” commerce. 


Dealer spokesmen said that this | 


“direct outflow” mostly consisted of 
used cars which had been whole- 
saled across state lines. 
* 7” © 

LEADER in the AFL Sales- 

mens Union said that the “di- 
rect outflow” could also consist of 
new cars bootlegged across state 
lines. This individual said the 
union, through its AFL Teamster 
members working for the haul- 
away companies, was compiling 
data about new-car interstate de- 
liveries and that this data will be 
subpenaed, if necessary. 

Last week NLRB also an- 
nounced that shop personnel at 
Reaction Motors (Studebaker), 
Rockaway, N.Y., voted 69 to 25 
against representation by the 
AFL Machinists. 

On other dealership labor fronts 
last week, strikes were still in 
effect at 17 Tacoma (Wash.) con- 
cerns, seven San Francisco Bay- 
area establishments, four St. Louis 
firms and one Detroit company. 

* 


EANWHILE, the most serious 
auto plant dispute of the year 
occurred last week when 35,000 
Chrysler Corp. workers were laid 
off because of an unauthorized 
strike at the Dodge Main plant in 
Detroit. 
All Chrysler Corp. car production 
in the Detroit area, about 80 per- 


cent of total output, was halted as 
a result of the walkout. 

Dodge Local 8 of the UAW- 
CIO called the strike after two 
trim-department employes were 
fired for allegedly failing to 
maintain production standards. 
Subsequently, the union charged 
the company with a speedup and 
other contract violations. 

Local 3 had requested authority 
to strike from the international 
union, but as of late last week, this 
| authorization had not been granted. 

Company spokesmen maintained 
that the strike was in violation of 
the contract and that it had to be 
called off before negotiations could 
be started. 

Last week, the dispute between 
CIO Rubber Workers and the na- 
|tion’s principal rubber companies 
| continued with little change, ex- 
| cept for these developments: 

- 7 . 
l SOME 23,000 Goodyear Tire & 

* Rubber Co. workers were still 
out on strike, although talks have 
been resumed. The union is still 
seeking more than the five-cent 
hourly hike proposed by the com- 
pany. 

2. A strike at U.S. Rubber Co. 
was averted at the last minute 
when representatives of the 35,000 
workers agreed to continue work- 
ing on a day-to-day basis in an 
effort to work out a new contract. 

3. B. F. Goodrich Co. also of- 
fered its 18,000 production work- 
ers a five-cent hourly raise, but 
negotiators quickly turned the 
offer down. 

4. The 11,000 union members em- 
ployed by Firestone Tire & Rubber 


Co. took a strike vote. 
* x * 


Dime Hike Ends Strike 


At 45 Cleveland Deals 

CLEVELAND.—A month-long 
strike by members of Local 1050 
of the AFL Machinists Union 
against 45 new-car dealers here 
was settled last week when the 
companies granted pay hikes of 
about 10 cents an hour. 

With the new raise, Cleveland 
dealership mechanics are now mak- 
ing between $2 and $2.20 an hour, 
depending on the dealership. Work 
was resumed immediately after the 
settlement. 





Now, with July sales perform- 


are 






can keep in high gear for the 
last few days of this month and 
do moderately well in August, 
they can roll into the cleanup pe- 
riod of September and October 
in good shape. 

Retail performances of the past 
six to eight weeks indicate: pretty 
definitely that industry critics were 
correct when they said that the 
faltering sales of early 1954 could 
be traced to lack of sales enthusi- 


jasm and push. 


Spurred by various factory sales 
contests and special campaigns, the 
auto industry this summer had 
been wrapped up in the hardest- 
selling campaign known since the 
dog-eat-dog days before World 
War II. 

Sales figures for recent weeks 
prove that new cars can be sold— 
in plentiful numbers — but that it 
takes hard selling to do it. 

* * * 


T= new-car picture has been 

pretty accurately reflected in 
used-car operations. Used-car sales, 
too, have been booming along in 
June and July. 

July sales of used cars, how- 
ever, have held relatively closer 
to June levels than have new 
cars. Dealers have had a little 
more trouble paring stocks be- 
cause the high turnover of new 
cars keeps tradeins pouring onto 
the lots. 

Many dealers are still anxious to 
enlarge their individual stocks. At 
auctions last week, as a result, the 
ratio of sales to offerings was the 
highest it had been this year — 77 
percent. 

Only two individual models listed 
on Automotive News’ index of av- 
erage prices at wholesale auctions 
declined in price from the previous 
week’s levels. All others went up in 
price. 

* * . 
|_CSSEsS on the two model years, 
however, were heavy enough to 
pull the overall average down $3 to 
$786. 

Gaining in price were: ‘54s, up 
$13 to $1,980; ’47s, up $11 to $182; 
50s, up $4 to $520; ’51s, up $3 to 
$696; ’49s, up $3 to $374, and ‘48s, 
up $1 to $248. 

The price of ’53s, however, 
dropped $38 to $1,309, while ’52s 
fell $24 to $978. The setbacks 
brought the prices of those two 
model years down to record lows. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): ’54 to ’53, $671 ($620); ’53 
to ’52, $331 ($345); ’52 to ’51, $282 
($309); ’51 to ’50, $176 ($177); ’50 to 
"49, $146 ($145); °49 to °48, $126 
($124), and '48 to ’47, $66 ($76). 


Deal 


(Continued from Page 6) 

for the tradein getting the deal. 
He attributes this to several fac- 
tors. One is that customers say 
that all of today’s cars are good, 
and another is that the customer 
realizes that his present car is 
dropping in value fast and wants 
to sell it by trading as quickly as 
possible for as much as he can 
get. 

Godina said the firm consist- 
ently makes better deals with 
prospects who have older cars, 
rather than those who have the 
later-model cars. He said it took 
as much effort to sell such trade- 
ins as it does a new car and that 
with a jalopy they have less in- 
vestment and can often get their 
money out of it much more 
quickly. 

Salesmen now make more re- 
quests for a closing signature per 
hour under shopping conditions, 

with such expressions as “Let's 
wrap it up now,” Godina said. 





Auto Stocks 
- 1954 

High Low 
Am. Mtrs. Po 255% 14% #411 
Chrysler 63% 63 66% 56% 
GM 299% 79% 80% 58% 
Kaiser 2 2% 2% 2 
Packard 3% 3 4% 3 
Stude. 18% 17% 23 14% 
Average 29.58 29.42 


Compiled from reports of trading.on the 
American and New York Stock Exchanges. 
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Turn for Better Seen 
In Dealer Profits 


(Continued from Page 13) 


one that the dealer manager al- 
ways faces, and one that every 
business faces. 

But, by and large, according to 
the factory men, good salesmen 
aren't hired, they are trained. 
And while it is a problem that 

individual dealer management must 
solve, it has aspects that call for 
cooperative action. Many sales 
managers, for example, are not 
good teachers of others. Often they 
have ‘risen to the sales-manage- 
ment post because they were the 
star salesmen. They have great 
ability, but on an individual basis. 
+ * * 

HUS, it could be that dealer 

associations, working through 

schools and colleges, could provide 
for the training of salesmen by 
people who know the educational 
business. 

One drawback here, they said, 
is that dealers usually are reluc- 
tant to hire men for sales jobs 
who lack experience. 

“Yet,” one said, “I'll bet any 
dealer with 12 good salesmen 
weeded through 120 salesmen over 
the years to get the 12 good ones. 

“If dealers would approach the 


K-W Sales Contest 
Aimed at Beating 
Midsummer Lull 


TOLEDO.—A $50,000 midsummer 
sales campaign, designed to step 
up retail deliveries of Kaiser-Willys 
cars and utility vehicles during the 
usual summer lull, was inaugurated 
Wednesday (July 21) by distribu- 
tors,i'idealers and company sales 
personnel throughout the country, 
according to Roy Abernethy, gen- 
eral sales manager of Willys 
Motors. 

The six-week contest will last 
through Aug. 31. 

“A similar sales drive in April 
and May was so effective, and 
aroused such enthusiasm among 
dealers and their salesmen, that we 
decided to repeat,” Abernethy said. 
“Sales rose 27 percent in May over 
the preceding month, and the last 
10 days of the contest were the 
best such sales period in over eight 
months.” 

Top salesmen in the forthcoming 
contest can win as high as $1,000 
by scoring the most points for dem- 
onstrating new cars, appraising 
prospects’ cars and selling new 
K-W vehicles, he explained. Some 
250 cash awards will be given. 

Newspaper, radio and television 
advertising is planned. 

The sales drive was kicked off at 
a meeting of K-W sales executives. 
Divisional managers attending in- 
cluded James Beattie jr., of New 
York, northeastern division; Leo 
Fenn, of Detroit, central division; 
M. A. Saunders, of Chicago, mid- 
western division, and Howard P. 
Grove, of Los Angeles, western di- 
vision. 

Divisional sales managers and 
the managers of K-W’s 13 whole- 
sale zones also were present. 

“Sales officials here for the meet- 
ing reported steadily increasing in- 
terest by consumers in Kaiser- 
Willys vehicles,” Abernethy said. 
“Demand for Jeeps, trucks and 
four-wheel station wagons has been 
especially strong in recent weeks, 
the visitors said.” 


a 
Minnesota 
(Continued from Page 2) 

firms to alter traditional trade 
practices in profit markups and 
that the price and profit margins 
were not disturbed. They argued 
unsuccessfully that the regula- 
tions were “unfair and unwork- 
able.” 

In the appeal, it was contended 
that important evidence in the 
Massey case had been excluded 
improperly. 

Had the Circuit Court upheld the 
Government, the dealers would 
have been subject to possible pen- 
alties of $150,000 single damages 
and a maximum of $450,000 in 
treble damages. 





educational authorities in their 
communities with the assurance 
that they would hire promising 
graduates of sales classes, they 
probably would find that they were 
on the way to developing a short- 
cut to good salesmen.” 
* ad om 

—_— are many problems still 

to be met-in auto retailing, but 
they believe dealers are on the way 
toward meeting them. 

Dealers have learned that they 
can no longer depend on trends 
or general conditions to provide 
the power for their enterprises. 
They are learning to sell new 
cars more effectively. They are 
becoming better merchandisers 
of used cars. They are learning 
more about reconditioning them 
and retailing them and still re- 
taining some profit. : 

“And,” the sales executives con- 
cluded, “they are learning that the 
market is not just so big. It is vast 
and uncharted. And as dealers 
work it effectively, they are find- 
ing it is subject to growth.” 


Kindly Acknowledge 


General Manager or 
General Sales Manager 


of large dealership with ambition to 
broaden and insure his future success by 
joining leading car manufacturer in ex- 
ecutive capacity. Must be free to travel 
and willing to live in large city. Former 
factory wholesale experience most helpful 
but not necessary. Please submit outline 
of experience and present income to 


Box 3996, c/o Automotive News, 
Detroit 26. 


WANTED—SALES AND GENERAL man- 
ager for 150 car Ford dealership in 
western Ohio. Must be experienced, capa- 
ble and aggressive. Will hire on salary 
and profit percentage to right man who 
is willing to work and wants to be in 
business without an investment. Do not 
reply unless you are interested in a 
long range program and good pay. 
Would prefer 30 to 40 year old man. 
Box 3977, c/o Automotive News, De- 
troit 26. 


reenact citiacecneameietaeaen 
SALES MANAGER FOR Pontiac dealer- 


ship in Chicago area. This section is 
expanding and rich in potential business. 
Dealer is leader in his suburban town 
and requires manager who is good mer- 
chandiser and aggressive in directing 
efforts of sales organization. Generous 
salary and percentage of profits to start 
with excellent opportunity for highest 
earnings. Write, giving experience, ac- 
complishments, references and photo- 
graph. You will be called for personal 
interview. Box 3986, c/o Automotive 
News, Detroit 26. 


WANTED—EXPERIENCED PARTS man 
for Chevrolet dealership located in 
northern Indiana. City population—15,- 
000. Give references and expected in- 
come. All replies held in strict con- 
fidence. Write Box 3987, c/o Automotive 
News, Detroit 26. 

BUICK SERVICE MANAGER needed im- 
mediately. Must be first class man, 
thoroughly experienced. 150 car dealer- 
ship located in central Florida where 


living conditions are very good and rec- 
reational facilities are many and var- 


fed. Ideal working conditions in new, 
up to date shop. Take charge of present 
service organization. Send all particulars, 
past experience, references, etc. Good 
proposition to right man. Box 3978, c/o 
Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns whieh you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all 


branches of the automotive industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) 


Tg 


insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per 


OF PUBLICATION DATE. 


insertion 


CLOSING: SIX DAYS 


IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


SALES OR GENERAL man- 
ager for GM dealer. Must be aggressive 
and willing to work. Compensation based 
on drawing a/c and commission. This 
is a permanent full-time position with 
an established firm. Box 3975, c/o Au- 
tomotive News, Detroit 26. 


WANTED: SALI 


WANTED: SERVICE MANAGER for GM 


dealer in middie west. Must have good 
character and background and willing to 
work for volume dealer. Preference 
given to young, married man with prop- 
er training who wishes to establish him- 
self in a fine community. Box 3976, c/o 
Automotive News, Detroit 26. 


POSITION WANTED 


FREQUENTLY 


and usually with good reasons there is 
available a general or general sales man- 
ager whose background and qualifications 
make him a prime object for some deal- 
er. Nine years of extensive merchandising 
with Studebaker, Chevrolet and Ford in 
Cleveland, Ohio. Have directed sales 
organizations of over 20 men to top sales 
laurels including largest used car opera- 
tion in Ohio—I also like the truck busi- 
ness! Executive ability to handle all de- 
partment heads. Sharp appraiser, thor- 
ough in all phases of operational details. 
The Cleveland Ford district office wants 
me to stay in their district now that they 
have me — from Chevrolet—but will 
relocate anywhere the right, permanent 
opportunity presents itself. Ford, L-M and 
GM only. Clean living, b ge morals, ex- 
cellent health, 6' 2'' and make tremend- 
ous appearance. 31 years old, married, 2 
children. Available immediately. 


Box 3997, c/o Automotive News, 
Detroit 26. 


ACCOUNTANT - BUSINESS and credit 
manager, 38. Large volume dealer experi- 
ence to assume heavy responsibilities and 
will guarantee reduced expenses now 
when needed most. Daily operating re- 
ports; taxes; prompt, accurate, realistic 
financial statements. Broad automotive 
background with GM and Chrysler deal- 
ers. Highest recommendations. Will re- 
locate east coast. Write Box 3940, c/o 
Automotive News, Detroit 26. 


AUTO SALES MANAGER—Los Angeles, 


Calif. area. Young man, experienced and 
aggressive with proven record, wishes 
to be located in GM or Ford dealership. 
Have ability to handle men, produce 
volume and overall knowledge of auto- 
mobile business. Age 34. Good educational 
background. Box 3980, c/o Automotive 
News, Detroit 26. 


AVAILABLE IMMEDIATELY — Fourteen 


years’ General Motors experience as parts 
manager, parts and service representa- 
tive, district manager, wholesale and re- 
tail promotion. Prefer west Cleveland or 
northern Ohio. Family man, excellent 
references. Box 4000, c/o Automotive 
News, Detroit 26. 


RETAIL GENERAL MANAGER — Sales 


manager, thoroughly experienced all 
phases. Two years successful retail 
management. Seven years one manufac- 
turer as business manager, district man- 
ager and assistant to regional manager. 
Top record, top references. Prefer mid- 
south or southwest. Box 3988, c/o Au- 
tomotive News, Detroit 26. 


SERVICE MANAGER. Capable executive, 


twenty years’ experience with GM dealers. 
Have good technical knowledge; broad 
experience in handling customers and 
employes. Knowledge of paper work and 
sales promotion. Married, 44 years of 
age. Excellent references. Box 3989, c/o 
Automotive News, Detroit 26. 


SUCCESSFUL DEALER 
AVAILABLE 


Big Three volume dealer, recently sold 
his complete business. Would you like to 
retire and still maintain a working in- 
terest in your dealership or bring fresh 
blood into your organization? 


Will consider outright factory or dealer 
management and will invest in your busi- 
ness if necessary. 


Age 44, 23 years’ experience in retail 
sales, sales promotion, management with 
direct experience as factory field repre- 
sentative and owner operator of success- 
ful volume dealership. 


All replies held strictly confidential. 
Box 3998, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 


SALES MANAGER OR general manager 


position wanted. Former general man- 
ager of one of the countries largest GM 
deals. Young, married and have factory 
approvals. Write Box 3979, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER — Aggressive exec- 


utive type. Twelve years service and 
parts department experience. Can handle 
all phases service operation. Desires im- 
mediate and permanent position. 859 E 
Granada Ct., Ontario, Calif. 


ARE YOU LOOKING FOR a_ general 


manager or sales manager with auto- 
mobile merchandising know how? If you 
found the right man, would you give 
him your fullest cooperation to put into 
effect a progressive sales program? I am 
general manager of a company selling 
over 100 cars a month in the middle 
upper price bracket. I would prefer to 
stay in the Detroit area but would con- 
sid:r a proposition in another part of 
the country. Salary and compensation 
can be worked out. Will furnish resume 
of past experience on request. Box 3981, 
c/o Automotive News, Detroit 26. 


SEEKING POSITION as oifice manager, 
preferably for GM dealer. Experience 
affords proven ability for large volume 
dealership. Complete details will be fur- 
nished upon request. Write Box 3990. 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE handling 


Lincoln - Mercury. Southern California. 
irrigated desert area—approximately 100 
miles from Los Angeles, Calif. No real 
estate involved. Box 3949, c/o Automo- 
tive News. Detroit 26 


DEALERSHIP AVAILABLE HANDLING 


Buick—Demopolis, Alabama. Located on 
two main highways and Tombigbee Riv- 
er. New dam makes lakes up Tombig- 
bee River 68 miles and up Warrior River 
70 miles. Good hunting and _ fishing. 
Good lease and building complete. Shop, 
parts, stock and office equipment. Extra 
nice display room and used car lot. 
Trade area includes thirty towns. James 
Stewart Webb, Demopolis, Ala. 


DEALERSHIP HANDLING PACKARD. 


Metropolitan area, 20 miles from N.Y.C. 
Take over lock, stock and barrel for 
$10,000 plus $4,000 to $5,000 for parts. 
Nice building, new signs, everything. 
Great chance for someone. Contact 
A. Bravo, Broker, 601 W. St. Geo. Ave., 
Linden, N. J. 


DEALERSHIP HANDLING DeSoto and 


Plymouth — established 1934. Lease 
building, parts and equipment only. Ex- 
perienced staff. Located metropolitan 
western Pennsylvania city. Box 3984, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING PONTIAC; 


large 
midwestern city; established in 1935. 300 
to 400 unit potential. Modern showroom, 
attractive adjoining used car lot, well 
equipped service and parts departments. 
Facilities can be reasonably leased or 
purchased. No used cars or accounts re- 
ceivable to buy. $45,000 will handle this 
excellent opportunity. Factory approval 
needed. Owner selling because of ill 
health. Box 3985, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


FOR SALE OR LEASE — Completely 
equipped auto agency, Rhinelander, Wis- 
consin—heart of north woods. Building 
five years old, ‘‘Big Three’’ franchise. 
Available to qualified party. Box 3991, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling De- 
Soto-Plymouth in fastest growing town 
in South Georgia—35,000 population— 
county seat—home of U.S. Air Force 
all weather flying jet training school, 
Substantial industrial pay rolls the year 
around—excellent farming area. New 
builaing and modern facilities on U. 8. 
Highway 41—modern showroom; large 
shop and plenty of room for used cars. 
Good lease at reasonable rent—$20,000 
will handie. Reason for selling—other 
business interest. Bridges Motor Co., 
Valdosta, Ga. 


AUTOMOBILE AGENCY—a going busi- 
ness. Good lease on beautiful building 
with used car lot. Modern service de- 
partment; 27 bins loaded with new 
parts; 3 offices full of good equipment 
and supplies. I will keep used cars and 
accounts. A $25,000 business that I will 
sell this week for $10,000. Business in 
sound financial condition; 140 new cars 
and 266 used cars sold last year. Selling 
because of other interest in Florida. 
Call, write or wire George DeMent, 2015 
Ave. ‘“‘E,’’ Ensley, Birmingham, Ala. 
Phone 56-3446. 

FOR SALE — DEALERSHIP handling 
Chevrolet lower east coast of Florida. 
Will sell 175 new units this year. Will 
sell building at appraised value, assets 
at inventory. Nothing inflated. Other 
business interest, reason for selling. Box 
3992, c/o Automotive News, Detroit 26. 


HANDLING CHRYSLER-PLYMOUTH — 


Western New York city of 44,000 with 
80,000 draw. 1953 volume of $750,000. 
Owner wishes to retire. Will sell for 
inventory. Box 3994, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING STUDE 
BAKER, 120 car franchise. 60 miles 
from Milwaukee, Wis. 150,000 trading 
area population. Will sell at book vale 
Box 3971, c/o Automotive News,, De- 
troit 26. 

D HIP AVAILABLB handling 

Plymouth. Located im north- 
western Ohio in a good farming territory. 
This is a profitable, goimg business. Pres- 
ent owner with Dodge since 1914. Modern 
building with adjoining used cer and 
parking lot. Building well equipped for 
car and truck service. Will sell at book 
value and lease bldg. and lot. Box 3946, 
c/o Automotive News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consul? a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 


HELP WANTED 


Sales Management Opportunity 
For A 


Senior Executive 


There is a lot of hard work to be done at the 


corporate level for this automobile manufac- 


turer. You are invited to confer about this 


opening if you have had aggressive, volume 


sales experience (in either factory or retail 


operations). This senior executive must have 


mature judgment backed by outstanding per- 


formance. 


Box 3995, c/o Automotive News, Detroit 26 
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DEALERSHIP WANTED | 
CHEVROLET AGENCY WANTED hand- 
ling 500 units in N. Y. C., Newark, De- 
troit, Chicago or Cleveland. Ready to 
act at once. Thoroughly responsible and 
acceptable to factory. Box 3982, c/o 
Automotive News, Detroit 26. 


WANTED—ONE OF ‘‘BIG THREE’’ deal- 
ership—about 200 car contract per year, 
preferably with adjoining or nearby used 
ear lot. Within 25 miles of metropolitan 
New York. Give full details first letter. 
All replies held strictly confidential. Box 
3983, c/o Automotive News, Detroit 26. 


at Ta ttt cinta Nel 
AGGRESSIVE AND SUCCESSFUL auto- 
mobile dealer, with ever 25 years’ of 
thorough experience in every phase of 
the business, would like to buy a part- 
nership or buy outright a new car deal- 
ership or a large and well established 
used car business in or around Miami, 
Florida. All information will be held 
strictly confidential. Charles J. Tishman, 





1510 Collins Ave., Parisian Hotel, Miami 
Beach, Fila. 
YOUNG, MARRIED, UNIVERSITY and 


Ford Merchandising school graduate — 
sales and operating experience — wants 
buy out plan or purchase outright, 100 
unit or more, Ford dealership. Box 3993, 
c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


FOR SALE — WHOLESALE automobile 
body parts and _ accessories business, 
selling to ‘‘Big 3’’ car deaiers in 15 
state area. Philadelphia warehouse. 
$25,000 cash needed, balance financed. 
Bernard Axelman, Attorney, Land Title | 
Bidg., Philadelphia 10, Pa. 


NEW LINES WANTED 











| 


NEW LINES WANTED | 


BY MANUFACTURERS AGENT 


and | 
and 


companies 
Ohio 


oil 


Specializing in major 
‘ Michigan, 


jobber accounts in 
Western Pennsylvania. 


Box 3999, c/o Auromotive News, Detroit 26. 











DEALER SERVICES 


| 





GM DEALERS 

STOP A.F.A. LOSSES 
Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. | 
$5.00 postpaid 
A.F.A., BOX 113, NEWTOWN, OHIO | 


INVENTORY SERVICE 
PARTS, ACCESSORIES & EQUIPMENT 
MODEL, YEAR & OBSOLESCENCE REPORTS 
fast service rendered 
Call or write for details 


ALLIED INVENTORY CO., INC. 
1916 E. 79th St. Chicago 49, tli. 
ESsex 5-8300 


1380 Penobscot Bidg. Detroit 26, Mich. | 
WOodwerd 2-8242 








INVENTORY SERVICE 
Parts and Accessories 
@ CERTIFIED REPORTS ©@ 


Get the facts now — find out if you are in 
shape for ‘54. Obsolescence and shortages | 
can kill profits so don't wait for the year end | 
to learn how this department is operating. | 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE3 
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CARS FOR SALE 


REPOSSESSED CARS at wholesale prices. | 
New York dealer having connections in | 
buying repossessed cars would like to 
contact out of town dealers who may 
be interested at wholesale prices. Box 
3962, c/o Automotive News. Detroit 26. 


1953 CADILLAC FLEETWOOD ‘‘75’" 8 





er steering, automatic radios, 
white side walls — completely equipped. 
Contact Steve Hicks, Inc., Wealthy-La- 
Grave, Grand Rapids, Mich. 9-8221. 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950-1951 
Piymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 17-1700 





910 S. Tryon St. 





CARS FOR SALE 





AUTO AUCTION 
TIM ANSPACH 
“Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., inc. 








GRAND RAPIDS AUCTIONS, INC. 
On M2I—One Half mee west of Grandville, 
ich. 


EVERY TUESDAY 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








SYRACUSE AUTO AUCTION 
(for dealers only) 
Every Thursday — at noon 
We gvarantee checks 
Located on U. S. Route II, 3% miles south 
of Syracuse suburbs, 2'/2 miles north of junction 
of Routes 20 and |i (Greyhound bus service). 
Auctioneer: A. V. Zogg, Jr. 
Irving C. Mondore, Owner 








CONTINENTAL 
Convertible 
1948 model, 32,000 miles, A-! condition 
Beautiful black paint—New tires 


Special price $2,000 
P.O. Box 532 Roanoke, Va. 


LINCOLN V-12 








DEALERS SAY 

Our greatest dollar values are at | 

CARL MARKER'S | 

FORT WAYNE | 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 


OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana | 


We Guarantee Checks 
Deaiers Only | 


| 








CARS WANTED 





WANTED—1932-1937 FORD touring car 
(Phaeton). Pine Plains Garage, Pine 
Plains, N. Y¥ 





WANTED 50 to 100 
1952 MODELS AND UP OF 
FORDS, CHEVROLETS, OLDSMOBILES 
er PONTIACS 


Wire or Telephone | 


S. C. STONE | 
c/o E. B. Stone Finance Companies 

Charlotte, N.C. 
Phone 4-086! | 








| 


SHOP EQUIPMENT FOR SALE 

ONE THOR VALVE REFACER. One Van 
Dorn valve reseater. One % H.P. bench 
grinder. One No. 333, Van Norman 
drum lathe. One Allen E-296, arc and 
spot welder. One Lempco reamer drive 
model RF with reamers. One set, Lin- 
coln greasing equipment. One Stewart- 
Warner wheel balancer. One Kent-Moore 
front end alignment machine. One 5| 
H.P. Wayne air compressor. One Rams- 
head sheet metal air hammer. One Sun | 
motor tester. One Sun distributor tester. 
One Mercury battery charger and cell 
tester, model C-250. One K-Wikway | 
piston grinder. Nash Schuhmacher Sales 
& Service, Inc., 705 N. Euclid Ave., Bay 
City, Mich. 





RARE OPPORTUNITY 
TO BUY 
LUBE EQUIPMENT 


Alemite island setup in 3 sections. Has 3 
pumps and 9 gun equipped hoses in- 
cluding air and water, 2 portable oil 
drains, totalizing meter and many mis- 
Purchased new for 
$3,500, is in excellent condition, will sac- 
rifice for only $1,500. 


Also available—2 Globe 
Inquire Orv Noble 


Noble Lincoln-Mercury 
Phone 2-5431 Kokomo, Indiana 


cellaneous lube tools. 


lifts. 


SPRAY BOOTH—DeVILBISS 


Complete exhaust system with baffles and 
two fans—vapor proof fluorescent lights. 


Excellent condition—Will sacrifice. 


BAYER CADILLAC-OLDSMOBILE, INC. 
37-15 Northern Bivd., LIC, N.Y., ST 6-3500 





SHOP EQUIPMENT R 


Equipment - Signs - Wrecker 
at 


Sacrifice Prices! 


DeSoto-Plymouth Dealer 
liquidating Like-New Equipment, 
Holmes-Equipped Wrecker, 


Beautiful Signs .. . 
Everything Must Go! 


MODERN MOTORS 


222 N. Lafayette So. Bend, Ind. 





For Sale—Dynamometer 
Due to extensive repairs and re- 
modeling, we are listing our Dyna- 
mometer (model C-41-TEA Clayton 
chassis) complete with cabinet, 
cooler, and standard instrument pan- 
el. A money maker for any garage. 
For further information contact 
Cc. W. REAVES 


REAVES MOTOR 


Wagner, S. Dak. 





TIRES FOR SALE 

TIRES—NEW FACTORY SECONDS. 
Black and white sidewall. Truck and 
passenger. Morrie Bloom, P. O. Box 193, 
Mansfield 3, Ohio. 


PARTS FOR SALE 


FOR SALE — §$40,000 INVENTORY of 
Lincoln-Mercury parts far below factory 
cost. Authorized dealer liquidating. Also 
much equipment at sacrifice prices. Sales 
by piece or lot. Drake Motors, Inc., 33 
W. Wacker Drive, Chicago. Financial 
6-4666. 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60% 

(Example: Buick Muffler lists at 
$10.00. Your cost only $4.69) 


Send For FREE CATALOG. One day serv- 
ice. Special cash allowance on 
Orders. All Shipments C.O.D. 


GORDON BUICK 


(fermerly Robertson Buick) 
1000 S. Wabash Ave. Chicago 5, Ill. 
WaAbash 2-1030 








MISCELLANEOUS 


NEW CAR AGENCY 
MODERN GARAGE 
AND 


SHOWROOM 


TO BE SOLD AT 


AUCTION 


TUESDAY, AUG. 3rd 
2:00 P. M. 


U.S. ROUTE 40 
at ELKTON, MARYLAND 
This is up 
equipped shop and showroom that is 


an to date, modernly 
currently operating as a new and used 
is 70’ x 105’, 
showroom is 30’ x 33’. All equipment 


car agency. Garage 
necessary to successfully operate serv- 
ice department. Top flight mechanics 
and sales personnel available in this 
is suitable for 


area. Building many 


other purposes. Located on a main 
North-South U.S. Hiway near prosper- 
ous county seat this property can be 
a profitable lifetime investment. Own- 
er reserves right to reject any and/or 


all bids. 





1954 


BUSES FOR SALE 


1954 CHEVROLET AND FORD school bus 
chassis at Richmond, Indiana for im- 
mediate delivery. Hudson Body Co., Dal- 
las, Texas. 





NEW AND USED SCHOOL BUSES 
FOR IMMEDIATE DELIVERY 


1949 GMC Oneida, 60 passenger 

1953 Ford 6-750 Superior, 60 passenger 

1952 International Wayne, 54 passenger 

1948 Ford Wayne, 48 passenger 

1947 Chevrolet Superior, 48 passenger 

1954 Chevrolet Superior, 48 passenger 
NATIONAL BUS SALES CO., INC. 

101 N. 33rd St. Phone BAring 2-7605 
Philadelphia 4, Pa. 





SCHOOL BUSES FOR SALE 
Immediate delivery on 1954 models 

15 units presently in stock. 

Used buses also for sale. 
2 - 1950 Diamond T, 54 passenger; 3 - 1953 
GMC, 54 passenger; 4 - 1953 Diamond T, 54 
Passenger; 2 - 1950 Reo, 54 passenger; 2 - 
1953 Ford, 48 passenger. 

Transit Sales & Service, Inc. 

23 South St., Danbury, Conn. 

Call Frank T. Mee—3-4437 





MISCELLANEOUS 


Automatic BraKing 


With BRAKE HOOK-UP 


ONLY . .°51% cum 


Meets 1.C.C. Strength Requirements 
° * 


COMPLETE with 
Guide Cables and 561" 
BRAKE HOOK-UP .......... 

Meets ALL 1.C.C, Requirements! 
—SPECIAL— 
Protecto Covers (Tailor Made)...... $6.95 
Carrying Bags........$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


sT 
CASE with’ Wheels & Hendies 913095 


(Add 55¢ for Padiock with 2 keys) 
to-Bumper Tow 


$19.50 
Up Intra-State Tow Bar. 942.90 






















QUICK-TOW - 


















WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AWN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


43 


ACCESSORIES FOR SALE 


as eateaettiseemee 

CUSTOM SEAT COVERS!! First quality!! 
Chevrolets, Pontiacs, Oldsmobiles — 1941 
thru 1948, all models. Hudsons 1946- 
1947, all models. Studebakers 1947-48-49, 
all models. Regular $24.95. Clearance 
price $6.75 net. Terms 25% with order, 
balance C.0.D. Bay Auto Sales, 300 
Lake Avenue, Rochester 6, N. Y. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce 8t., 
Lynchburg, Virginia. 


eens 

THEY SPIN!! THEY SPARKLE?! Attract 
customers with beautifully colored alu- 
minum spiral streamers. Use any com- 
bination of colors. Your choice of red, 
blue, green and gold. Each 20 foot 
length $1.25. Silent Salesman, Dept. 2, 
1001 S. Seneca, Wichita, Kans. 





REPLACEMENT AUTO HEADLINERS— 
$12.50. Replacement body cloths. 3-ply 
convertible tops—$18.95. Order today! 24 
hour service. Boston Big Buck Products, 
278 Cambridge St., Boston, Mass. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW ° GUIDE 


and 
BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today For 
illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





COMBINE BUSINESS WITH PLEASURE 
ENJOY YOURSELF IN THE 


“CONCRETE JUNGLE" of NEW YORK CITY 
Metropolitan New York's 


FIRST REAL STEADY WEEKLY AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS—INSURED AUTO AUCTIONS 


EVERY TUESDAY 


— 12:30 P. M. at 


AUTO AUCTION ASSOCIATES, INC., (affiliated with) 
SPIELMAN CHEVROLET 


Greenpoint Avenue & Provost Street 


Tel. EVergreen 3-4800 


if you have cars to SELL... 
If you have cars to BUY... 


pocorn 


New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [_] 


for which check is attached [_] or send bill (_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Ga kn dn hot s00ncees Sone eccccccces 


TRADE CONNECTION: 
Truck Dealer [] 


Insurance () 
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Brooklyn 22, N. Y. 
Auctioneers—David B. Spielman 
John W. Becker 


Come To Skyline Auctions 


or Two Years $14 [_] 


Manutacturer [) 


Financial () Supplier (1 


Adopted by 
leading engine builders 


... for original equipment... for service departments 


GI-60 Groove Insert 


INCREASES PISTON LIFE TO AS MUCH AS 200,000 MILES! 


Pioneered by Sealed Power engineers and proved bird 
experience to be the only dependable, economical 
answer to top-ring-groove wear, Sealed Power GI-60 
Contracting Groove Insert is steadily gaining in poprlonty; 
with engine manufacturers. 


They can't ignore the testimony of Fleet owners who * 
have reported that GI-60 has increased average piston — 


life to over 200,000 in the toughest kind of service. 


Several engine builders now make GI-60 standard 


equipment in new engines. Others are using it in replace- 
ment pistons. 


Sealed Power GI-60 is a heat-treated spring-steel in- 


sert, securely anchored to the top of the ring groove 
after regrooving to a true surface 1/32” wider than before. 
A 1/32” recess is then cut at the top and the insert locks 
itself permanently into place, held by its own inward 
tension and dished to hug the top of the groove. 


This armor-plate protection gives the top ring groove 
protection it can't get in any other way. This groove is 
in the hottest, least-lubricated spot in the piston. GI-60 


resists the pounding, the heat, and the friction far better 


than aluminum or cast iron possibly can. That's why it adds 
thousands of miles of life to both new and replacement 


pistons...‘makes old pistons new, keeps new pistons young.” 


Scaled Fewer Corporation 


MUSKEGON, MICHIGAN 
Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 
Groove Insert. Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings 





